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A FAVORITE- 


with farmers — because it lasts! 
| with dealers — because it sells! 


US'S 
AMERICAN FENCE 





U-S-S American Wire Products for the farm 
are available for prompt shipment from our 
mills and warehouses and from nearby job- 
bing stocks. Write us direct or see your jobber. 
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“lye been buying irom 


How necessary the farmer and dealer 
are to one another! 


@ Friendly expressions of good will 
and confidence —in roadside con- 
versations, over the party lines, in 
family and social gatherings. It is of 
such things that substantial business 
successes are often built. 


Your farmer customers are like that. 
For them, it is only natural to boost 
ou when you are neighborly and 
hel ful. It is only natural for them 
to look upon you as a specialist in 
your line and to want your friendly 
counsel concerning their needs. 


It is only natural for them to think 
of you as a keen judge of values—to 
have confidence in your judgment 
regarding merchandise—and to feel, 
when they buy from P se that they 
are buying wisely and saving safely. 


Many dealers, realizing the impor- 
tance of customer good will and con- 
fidence, are handling the Republic 
line of fence, barbed wire, steel 
posts, galvanized roofing and other 
Republic products for the farm. 


These far-seeing dealers know that 
Republic products are made by an 
aggressive, modern organization— 
one of the world’s largest producers 
of steel and steel products. They 
know Republic 








in the development and production 
of special steels for the farm. 


The farm is ever demanding more 
and finer steels. Republic is playing 
an increasingly important role in 
supplying that demand —and is 
inviting keen, alert, business-like 
dealers in every community to share 
with it the benefits of this constantly 
enlarging opportunity. 

If you believe with Republic that 
“he who serves best prospers most,” 
you will want to get all the facts 
at once. Write for the Republic 
dealer proposition. 





has invested mil- 
lions of dollars 
in special plants 
and equipment, 
and that it is 
today a leader 












REPUBLIC 
GALVANIZED ROOFING 


REPUBLIC 
STUDDED “Y™ POST 





Rerpusire 
FARM FENCE 


. 
REPUBLIC 
CHANNEL POST 
REPUBLIC 
BARBED WIRE 
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A symbol of quality and value 
ém steel products for the farm 


REPUBLIC STEEL CORPORATION 


WIRE DIVISION) 

7850 South Chicago Ave., Chicago, Ill. 
(General Offices: 
Cleveland, Obio) 

Farm products plants 
at Gadsaen, Ala., 

and Chicago, Ill. 
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HE LOOKS TO YOU 


for friendly counsel concern- 
ing his farm needs. Don’t risk 
losing his confidence. Offer 
him Republic Products — and 
make sure of his satisfaction. 
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YALE LOCK AND 


HARDWARE PRODUCTS 


REACH THE CONSUMER 


THROUGH THE TRADE, i.e. 
wholesaler and retailer 
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NATIONAL HARDWARE WEEK, MAY 9 to 14. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONNECTICUT, U.S.A. 
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Mr. Merchant, “Our Eggs 
Are In Your Basket”. You 
are our friend and our 
business associate. To you, 
therefore, we have always 
extended our whole-hearted 
cooperation. 

Success to you during Na- 
tional Hardware Week and 
every week. 











Sor years, youve s 
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HE is interested in the features, color and design of 
S that range. Only on rare occasions will she ask about 
the materials from which the range is made. She leaves 
that to the manufacturer. She knows that he must use 
good materials to protect his reputation. 

Faced with this responsibility, many range manufac- 
turers use Republic iron and steel products. They have 
learned to depend upon Republic for quality materials. 

Now consider your standard hardware items—those 
illustrated on these pages. You bear the same responsi- 
bility as the range manufacturer. Your customers look to 
you for quality merchandise—and if you stock Republic 
Steel hardware products, you will not disappoint them. 
Republic hardware items are made of the same materials 
and to the same rigid specifications as the Republic steels 
used by range manufacturers. 

Insist that your jobber send you Republic products. 
If he doesn’t stock them, write us. Republic Steel Corpo- 
ration, Cleveland, Ohio. 
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REPUBLIC STEEL 


BERGER MANUFACTURING DIVISION - STEEL AND TUBES, INC. 
UNION DRAWN STEEL DIVISION - TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 


REPUBLIC. 


STEEL 
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57-552 
Two - piece 
split bamboo 
Salt Water 
Rod with 
double fancy 
knurled wood 
grip. Lengths 
5% to 7 feet 

overall 














57-217 
Three - piece 
split hamboo 
Fly rod with 

extra tip 





7169 


Light weight 

fly reel of 

Duratla- 

min—capacity, 

75 yards; 

weight, 4% 
or. 


— 








Above — 569 pound tuna 
caught by Lee Wulff, 
Wedgeport, N. S., with a 
No. 660 Union Hardware 
Tuna Rod. Mr. Wulff was 
a member of the British 
team which recently won 
the Tuna Derby compet- 
ing against a picked team 
from the United States. 
The Union Hardware rod 
shown caught three of the 
five tunas taken by the 
winning British team. 
(World Wide Photo) 


57-835 


One piece split 
bamboo Regu- 

















lation Rod 
23 
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i 57-391 
Com bina- 
tion Fly, Cast- 
ing and T-oll- 
ing Rod 
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ishing Tackle 


Championship tuna derby or a quiet afternoon of trout fish- 
ing—in either case there is a “must”—a need for tackle that 
is unquestionably dependable. Whether it is a case of land- 
ing a quarter ton of fighting, plunging tuna or a mere pound 
of gamey brook trout hooked with a feather-light fly rod, 
anglers demand tackle that has the “stuff”’—tackle sturdily 
built by men who know their business. That is why fisher- 
men the country over are selecting UNION HARDWARE 
Rods and Reels. They realize that in specifying UNION 
HARDWARE Tackle they get top-quality products at 
prices considerably lower than they have usually paid. 


Take advantage of the popular trend to UNION HARD- 
WARE Tackle. Now is the opportune time to check your 
stocks. Your jobber can supply the complete UNION line. 


In addition to 116 models of split bamboo rods for both 
fresh and salt water fishing, UNION manufactures a fast- 
selling line of steel rods in the following styles: one-piece 
solid steel casting rods; tubular steel casting rods; tubular 
steel bait rods; telescopic casting rods; and telescopic bait 
rods. These rods are all reasonably priced, enabling you 
to offer values that assure REAL selling volume. 


For complete information and detailed descriptions of all 
UNION HARDWARE Rods and Reels ask for our latest 
Fishing Tackle Catalog No. 19. 


HARDWARE COMPANY 


REC. .US.PAT. OFF. ESTABLISHED 1854 
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NEW YORK OFFICE ISI CHAMBERS STREET 
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Be Be in Hardware — the 
ever-increasing demand by the 
user—the “nightmare” of the 


STANLEY “MULTICHROME” CABINET PULL No. 4478CM 


Wrought Brass, Bright Chromium Regularly furnished with three 
Plated, with interchangeable _ colors—black, ivory and red. Fur- 
VISCALOID Colored Strips. nished with blue, green, orchid, 
Length 3%/,”, width 54”, height 1”. yellow and white on request. 


HOW IT WORKS! 


Only one stock of Pulls needed. Select strip 
of color desired, insert it in slot at end of pull. 
Push strip until it is all the way in. When 
pull is applied, strip cannot come out. 


HARDWARE FOR CAREFREE DOORS 
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By concentrating your efforts on sporting arms 
produced by the Savage Arms Corporation 
(Savage, Fox, and Stevens brands) ... 


You can satisfy every customer’s need and ... 
Reduce your Inventory . . . Simplify Stock-keep- 
ing ... Get faster Turnover . . . Cut down on 
Record-keeping . . . Please your Customers and 
build up increased patronage by furnishing 
Better Values. 


Dealers find it easy to demonstrate that Savage 
‘Values lead the field. Study the quality and ex- 
clusive features of Savage Rifles and Shotguns. 
Then weigh them against Savage Prices. The 
conclusion is Extra Value. And that always 
pleases customers. 


Savage Arms are continuously advertised to the 
entire shooting fraternity. Interesting display 
material and imprinted literature for mailing 
and counter distribution are available, to make 


the line attract the greatest possible number of 


customers. 

By all means, be sure to have copies of all Sav- 
age, Fox, and Stevens literature. Ask for dis- 
play material. 


The Savage Line will repay your sales effort in 
building a larger business. 


SAVAGE ARMS CORPORATION 
DEPT. L-25. UTICA, N.Y. 
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Mail coupon for Savage 
Merchandising Material 
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LET’S TAKE 
A: Little Giant’ neart 


Look at each tool in the assortment. Note 
the design, the workmanship, the finish. 
Compare it directly or mentally with tools 
from any other screw plate on the market. 
Go further. Test the accuracy of the taps 
and dies in any way you wish. 

Quality tells. 


Never-failing quality has made “Little 
Giants” the world’s most popular and largest 
selling brand. Over one and a half million 
in use. 





Stick with “Little Giants” and you'll never 
be “stuck” with screw plates. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort St. 


Warehouses: New York, 15 Warren St.; Chicago, 611 W. Washington 
Bivd.; Los Angeles, 441 S. San Pedro St.; San Francisco, 
420 Market St. 


in Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 








Don't forget National Hardware Week, May 9-14 
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TAP WRENCH 
“Streamlined” design ; 
beautiful mottled finish 
frame with hardened 
and tempered tool steel 
jaws. 


















Little Giant 
DIE STOCK 


Mottled and _ polished 
finish. Single holding 
screw for quick die 
changes. Knurled han- 
dles won't slip. 


e 
“GREENFIELD” 
TAPS 


Exactly same as used 
for production jobs. 
Finest steel, guaranteed 
accuracy, long life. 


\ y, 


mull 


Cut-away view shows 
simple construction. 
Wide, easy positive ad- 
justment. Reversible in 
collet for cutting to 
shoulder. Easy to sharp- 
en. Long lived and 
accurate. 


THE BOX 
Oiled and varnished 
hardwood. Guaranteed 
not to warp or crack. 
Beautiful—permanent 


DIES: DRILLS 
SCREW PLATES 


PIPE TOOLS 
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AMERICA’S FINEST TOOLS 





THE OLD 


@ The old style strap ferrule is not used on 
TruE TEMPER Tools. The reason is shown 
below. This is an unretouched photograph 
of various makes of forks, showing how this 
type of ferrule breaks in severe service. 
The tubular ferrule is an exclusive TRUE 
TEMPER development. That’s why more and 
more merchants are insisting on TRUE 
TEMPER Tubular Forks. As one merchant 
said, “I want the customer to come back, not 
the tool.” True TEMPER Tubular Ferrules 


do not break. Your jobber can supply you. 
Observe National Hardware Week, May 9-14 


THE AMERICAN FORK & HOE CO. 


Makers of Essential Tools ® CLEVELAND, OHIO 
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LESS 
BRITTLE 









AN EQUAL DIVISION OF 
THE OUTSTANDING ADVANTAGES 


OF L-O-F Quality Glass 


@ With glass used more generously than ever before 
in every type of construction, its quality becomes a 
matter of paramount importance. When you stand- 
ardize on L-O-F Quality Glass you are using the 
finest window glass produced. For the EXCLUSIVE 
L-O-F Flat Drawing process provides EXCLUSIVE 
features of practical advantage to your business and 
your customers. These outstanding characteristics 
have been stressed continuously for many years in 
L-O-F national advertising until, today, the L-O-F 
label is familiar to millions as a symbol of HIGHEST 
quality. For protected profits because of LESS 
breakage loss, for complete customer satisfaction, 
use L-O-F Quality Glass. 

Libbey-Owens-Ford Glass Company, Toledo, Ohio. 


National Hardware Week—May 9 to 14, 1938. 








LIBBEY: OWENS: FORD GUALIT!Y GLASS 


LOOK FOR THE LABEL 
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THIS YEAR ALL EYES 


ARE ON PETERS .22's! 


Backed by one of the most dramatic advertising campaigns the 
industry has ever seen, sportsmen everywhere are talking Peters 
... buying Peters . . . trying Peters for themselves. No question 
about it, Peters 1938 advertising packs the power as effectively as 
Peters .22’s! Yes! It’s developing into a big year for dealers who 


stock and display Peters ammunition. 


SPEEDLIGHT STUDY OF A PETERS .22 





WHAT HAPPENS when you squeeze the tr 
flight? What occurs at the moment of impact? It was 
ballistic experts applied modern Speedlight photography. Now Peters knows. And 





ry body's guess until Peters 


the result? Peters packs the power 





HERE'S & Peters High Velocity Filmkote 22 
nollow point bullet about t ke 
Direct Speedlight pi 


happens when a grapefruit is the target tack in the first phase of t? 


THREE THOUSANDTHS of a second later, the 


force of impact ssobvious. Ita good-bye grape 





pests, too when you're shooting Peters .22's 





PETERS CARTRIDGE DIVISION, Remington Arms Co. inc. Bridgeport, Conn 
Pue 0 Veneta ead Restivas ave Poure dor the. rede marks Bag . Don't forget — National 
MEMBER AMERICAN WILDLIFE ORSTITUTE, “FOR A MORE ABURDART GAME SUPPLT Hardware Week— May 9-14 
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fruit! And it’s good-bye to small game and 


ETERS PACKS THE POWER °2?02:2°": 








Peters High Velocity .22’s, in the silver and 
black box, pack the power for all kinds of 
shooting. Their high speed, flat trajectory, 
and tremendous wallop, make them the 
choice of small game hunters. For high 
accuracy at the same price as regular .22 
smokeless, shooters everywhere are asking 
for Peters new Target cartridges. They have 
flatter trajectory, target accuracy and new 
model brass cases. 


Peters .22’s are Rustless primed . . . which 
means that guns need never be cleaned. Get 
a complete stock of Peters .22’s now, and 
be prepared for a record sales year. 


APPEARING IN THE 
MAY AND JUNE ISSUES 


OF LEADING NATIONAL 
SPORTING MAGAZINES 


Filmkote, High Velocity, Taryct and Rustless ure 
Peters Cartridac Dir. trade marks Reg. U. 8S. Pat. Off 
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LIKE A WELCOME BEACO 


IRWINS 62 T 
HILITE Finish 
LEADS the WAY to 
BIGGER AUGER BIT 
SALES and PROFITS 








New Eye Appealing Finish Stimulates 
I Auger Bit Sales and Boosts Your Profits 


as Four months have passed since we introduced the IRWIN 62T 

I “Hi-Lrre” Finish Bit to the hardware trade. We made claims for its 

\ eye and sales appeal — we invited comparison with other brands 

4 Z and sent FREE samples to those who wanted to make the “sight test.” 

; We knew of no better judge than the hardware dealer and we rested 
our case with him. 


To say the 62T “Hr-Lrre” Finish was a success would be putting it 
mildly. No announcement that we ever made before, was so enthusi- 
astically received by the trade. Letters of commendation from dealers q 
and jobbers everywhere, tell the story of our enormous increase in 

Auger Bit sales since the 62T “Hi-Lrre” Finish was introduced. 


Recognized for over a half century for making the best cutting and 
most efficient Auger Bit on the market, Irwin now gives you that 
modern sales punch — “EYE APPEAL” in Auger Bits for bigger sales 
and profits. 


i | 















acelCUllClCO eet eee 268 


We suggest that you investigate this modern new tool, designed 
specifically to stimulate tool sales. Thousands of dealers have, and 
it is paying them well. Ask your jobber for the IRWIN 62T with the 
new “Hr-Lrre” Finish. 





ST AVUINE 


Reg. U.S. Pat. Off 


PAC 
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‘Cyclone? O.K., we'll take it f° 








Cyclone Re?7e9° 


SCREEN CLOTH 


Many customers need new screens. Some 
fix old ones. And they'll all get screen 
cloth where they see it displayed and hear 
it talked about. 





HARDWARE CLOTH 


There are so many uses for good hard- 
ware cloth that we can’t list them here. It 
pays to sell Cyclone — it looks trim — 
holds its shape and even mesh — resists 
corrosion. 


Tur nt his pr eference _ LAWN FENCE and GATES 


Green lawns and pretty flowers need pro- 


m ba tection. And Cyclone makes the kind of 
fence your customers want. Longlasting. 
Wl O Strong. 


FLOWER BED BORDER 


x . oe 2 i i bai When you sell seeds and bulbs for 
EOPLE know Cyclone . . . know that they can depend upon Scscieten Wen sited tes dnote: ont atten 


Cyclone products for good looks and long service. For 50 flower bed border. People who treasure 
years of reliable service and consistent advertising have built an flowers want to protect them. 
enviable reputation for the Cyclone name. When you sell BURNER BASKETS 


Cyclone you don’t have to argue w ith customers. They know the “Cleaner-uppers” need burner baskets. 
ae h Cyclone “Catch-All” and Burner Baskets 
quality is there. are easy to sell—and they are profitable, 


Lawn Fence—hardware cloth—screen cloth—burner baskets too. ° 
—all can be big sellers for you now and through the months -- 
ahead. It will pay you to check up on your stock of these profit- - 
building items. And be sure to feature and display these Cyclone Gclone 
Hardware Products where they will be seen by customers who “Red{ag: 
know the Cyclone name. Ask your jobber or write us direct for FENCE 
the convenient-sized Cyclone display cards. Feature Cyclone AND PRODUC TS 
and you'll sell more of these hardware products. 





















U-S*S CYCLONE ‘Re9707’ HARDWARE PRODUCTS 


CYCLONE FENCE COMPANY, General Offices: Waukegan, Ill. 


Branches in Principal Cities 


PACIFIC COAST DIVISION: Standard Fence Company, Oakland, California UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distributors 


UNIZQED S FATES SI eet 








ARE SUPERIOR! 


ly ARE SUP' SNIPS 





Crescent Snips are designed primarily to provide maxi- 
mum cutting ability. But well as that quality has been 
provided, their design is such that other valuable features 
that make for greater utility and convenience, have been 


included rather than sacrificed. 


For example, when a Crescent Snip cuts through stiff, 
awkward metal you will find it sliding smoothly over the 
gently-bevelled shoulders. The Bolt is flush too — always 
out of the way. And whether you are cutting well back on 
the blades or right out at the tips, your Crescent Snip cuts 
with remarkable ease. All in all, you'll find in Crescent 
Snips the little things, as well as the big ones, that make 
a mechanic a happier and better workman when he uses 
a really fine tool. 


There is a Crescent pattern for every type of service. Put 
in a representative stock of these moderately- priced, fast- 
selling tools. Your jobber can supply you. 


CRESCENT TOOL CO., JAMESTOWN, N.Y. 
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LOOK FORWARD TO A BIG YEAR 
WITH STERLING 
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wave ravers 















Quatre ean 
POULTRY NETTING 





STERLING ELECTRIC STEEL IS 


ast Years L¢ 


Far sighted retailers realize the actual selling 





STERLING 


advantage of Sterling Electric Steel, for this 
longer lasting Fence and Netting will build 


customer satisfaction and a profitable sales 





volume. Write or wire today for details. 


<= 


From July 1937 issue 
of Steel Facts 





NORTHWESTERN BARB WIRE CO., STERLING, ILLINOIS 
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tis WAKE-EM-UP apvermisine! 


Is Creating Profitable Pittsburgh Paint Customers For You! 


ITTSBURGH’S 1938 advertising cam- national magazines carry these “Double Dare 
paign routs out new, profitable paint cus- You” challenges. And a hard-hitting cooper 
tomers for you! Starts ‘em buying. First and 
last it’s advertising that gets results —really 
“wakes up” home-owners to the need for 
modernization—stimulates them to try new 
and daring volor effects with Pittsburgh Paints! 


ative newspaper campaign, dealer helps of all 
kinds, attention-compelling direct mail, 
premiums, window and counter displays 
bring new prospects right into your store! Tie 


Full-page, four-color ads tell the story. The in! Keep the Pittsburgh Sun shining bright 
Saturday Evening Post, Collier's, McCall's, in You neighborhood! It’s a sure way to 


American Home—and other widely-read make ’38 a banner year! 
Copr. 1938 Pittsburgh Plate Glass Co. 


PITTSBURGH @) PAINTS 


= as Offs 
WALLHIDE e FLORHIDE « WATERSPAR @ aye ee 
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~ 
s the time to “CASH IN” on our big 


" SULEX 


TRADE ABH AEGISTERECO UE PAT. OFF, 


“BRIDE’S SPECIAL” 


combination glass coffee and tea maker 





Smashing through with a ‘Bride's Special’ value—available in 
both electric table and kitchen range models—and an inten- 
sive, hard-hitting, advertising drive—SILEX offers you the big 


Specially designed “Bride's Blue”’ 
opportunity of the Wedding Gift season. 


carton with plenty of Gift Appeal! 


With such tremendous, sales-making support and the Silex 
reputation as the pioneer glass coffee maker that revolutionized 
the entire art of coffee brewing, this promotion is the event of the 
Spring presses disc against day. Get behind Silex. Tie in with ‘Bride's Special” counters 


tng in and window displays! Your best customers will be repeatedly 
stops small leaves. sold by Silex advertising in the magazines listed below. 
me of tea maker bowl. 
trainer stops. large, leaves, “BRIDE'S SPECIAL” OFFER GOOD ONLY ‘TIL JUNE 30, 1938 
Spring clip holds strainer in 
neck of bowl. 





29,712,349 Advertisements 


Concentrated During the “Wedding 
Season" in these Leading Magazines— 
The Saturday Evening Post’ 
McCall's @ House Beautiful 
Woman's Home Companion 
House & Garden @ The New Yorker 
Better Homes & Gardens 
American Home @ This Week 
Good Housekeeping 
American Weekly @ Harper's Bazaar 
Ladies’ Home Journal 


Let these ads appearing in mog- 
azines listed sell SILEX for you. 


mmo GIFT 28 = SU wm BRIDE 
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No. 117 Flat Corner Iron 





No. 118 Mending Plate 





Wire Hooks and Eyes 




















National Builders’ 
Hardware is sold 
direct to the retail 
dealer—a policy 
that promotes 
quality, service 
and direct selling 
cooperation. 





There is a constant demand 
for this type of hardware 


No. 115 Corner tron 


Hardware and should be included in 


HESE sales leaders are popular mem- 
bers of the National Line of Builders’ 


your 


stock to supply all your trade requirements. 


Their designs and construction are in 
keeping with modern needs. 


National 


This hardware is devoid of frills and 
is designed to give quick, efficient serv- 
ice over a long period of years. 


The fine protective finishes, such as 
Sherardizing, cadmium and hot galva- 
nized plating, account for the manner in 
which these sturdy products defy rust 
and its resultant deterioration. 


Write today for full particulars regard- 
ing this extensive 
and profitable line of 


modern hardware. 


* 


NATIONAL 













COMPANY 


STERLING - - 






No. 195 Screen Door Turnbuckle 


No. 196 
Screen [oor 
Turnbuckle 


MANUFACTURING 


ILLINOIS 





































ware 
ulate 
for ] 
thei: 
insti 


Atk: 
File 
and 
inst: 
cen! 
tion 
filin 
sho 
anc 
cus 
Cor 
The 


and 


Cas 
Nat 
wit 
cor 
uot 
for 


41 








NATIONAL 


HARDWARE 
WEEK 


MAY 9-14 


@ Thousands of extra customers will visit the hard- 
ware stores of your state the week of May 9th—stim- 
ulated by newspaper, magazine and radio advertising 
for National Hardware Week. The idea is to increase 
their respect for the hardware store as an American 
institution, and to keep that respect year by year. 


Atkins Silver Steel Saws, Pruning Tools, Trowels and 
Files are representative of the merchandise that wins 
and holds respect. Atkins Saws are also an American 
institution widely respected for the better part of a 
century. Wherever people talk about tools they men- 
tion the long periods of time Atkins Saws cut without 
filing—the long total of years they serve one family or 
shop. We are justly proud of their continuous perform- 
ance. Our consumer advertising features it—directs 


customers to the nearest hardware store. See it in 
Country Gentleman, Farm Journal, Popular Mechanics, Y; 
The Carpenter, Popular Science, Progressive Farmer : / y / Yj 
and Successful Farming. Yy _ 
Cash in on this “continuous performance” during Y YY Y 
National Hardware Week. It is the sort of sales appeal YY , : 
Yyy Display Kit. 
ool 





with which you can beat the variety stores and cut-rate 
competition. Tell your customers to Buy for contin- Send for Atkins Free 
Display Materials 


uous performance and they'll still be coming back "U7 d Li 
for National Hardware Week next year and the next. 4 Yy = iterature. 
E. C. ATKINS AND COMPANY | 


410 S. Illinois Street Indianapolis, Imdiana 





CERTIFIED SAWS, SAW TOOLS, 
MACHINE KNIVES, ETC 

















ure, You Know Hardware 


... that’s your business... But do you know what's 
back of the Insurance Policies you buy to protect it 
from crippling losses? ... That’s our business... 





You don’t run your own business on guesswork— 
take any tyro’s say-so on important decisions—accept 


every salesman’s story as gospel truth.—Not you. 





You insist on the full facts and figures—require 


demand deep-reaching surveys that 





expert analyses 


delineate your problems in clear-cut terms. 


But how about the business that’s back of your 
business—Insurance? If you caught a crushing blow 
tomorrow from fire, flood or thievery, would your in- 
surance policies cover the full burden of loss? Could 
the companies in back of them pay every dollar due 


you under the terms of the contract? 


Insurance is a hazardous business that requires 
skilled and seasoned management. 

Insurance selling is a technical task that requires 
specialized knowledge and sound judgment that is 
free from bias. 

That’s why the vast bulk of fire and casualty in- 
surance in this country is written under the American 
Agency System. 

Your local insurance agent today, licensed in most 
states only after examination and training, is compe- 
tent to bring to your insurance problems the same 
skill, analysis and singleness of purpose that you de- 


mand of department heads in your firm. 


And he has this advantage over salaried employees 
who sell direct: He’s an independent business man 
operating on his own who’s free to place your insur- 
ance only with those companies best calculated to be 


able to meet their claims when due. 











Riot, Compensation, Robbery, Fidelity 


Insurance agents enhance their services as insurance 
counsellors by intensive study and use of The Spec- 
tator Year Book Reporting Service—70 year old in- 
surance authority that furnishes the complete facts 
on the financial condition of all companies. 


ASK YOUR AGENT FOR THE SPECTATOR RE- 
PORT ON THE COMPANY HE SELECTS AS YOUR 
INSURANCE CARRIER 


THE SPECTATOR YEAR BOOK sine cneiut i, Phlodeiphe, Po 
Other Chilton Publications: The Iron Age, Hardware Age, Department Store Economist, Boot and Shoe Recorder, The Jewelers’ Circular-Keystone, The Optical 


Journal and Review of Optometry, Automobile Trade Journal, Motor World Wholesale, Motor Age, Commercial Car Journal, Automotive Industries, Distribu- 
tion and Warehousing, The Spectator American Review of Life Insurance, The Spectator Property Insurance Review. 
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WOUNTING PROFITS 


FROM MOVING AIR! 


You can earn big profits by selling General 
Electric Air Circulators. 


Aids to Help You Sell. 
Everywhere, there will be a summer de- 


mand for devices that relieve oppressive 
summer heat. You can profit by supplying 
this demand with G-E Air Circulators! 
Quiet and economical, these low-cost Air 
Cireulators offer lasting value—and they 
make lasting friends for you! 


G-E Sales 





















General Electric Air Circulators sell fast on - 
demonstration. No complicated installation 
—just plug them in as you would an elec- 
tric fan. You can sell a type of G-E Air 
Circulator for each and every purpose! 


PROFITS 
i Ye kn 


General Electric Air Circulators provide 
effective ventilation, and circulation. They 
drive out hot air and odors—and they pull 
in fresh, cool night-time air. 

The Deluxe model is particularly suitable 
for locations exposed to public view. If the 
establishment is large, or if constant smoke 
and odors necessitate more frequent air 
changes, suggest the Giant. The Utility 
model is adapted to attic instalkations, ceil- 
ing suspension or floor use—its closed 
construction makes it safe. 


For positive prefits, handle General Elec- 
tric Air Circulators! Write your General 
For: Restaurants, Dress Shops, Night Clubs, Offices, Hos- a Se F 

pitals, Stores, Beauty Shops, Barber Shops, Laundries, a ee oe: oe the 
Libraries, Dance Halls, Waiting Rooms and Homes. coupon to the General Electric Company. 


GEN E a4 A nn 
. — - roe Bugaeuewueeonno“"" \ 
a _ -_ = sosscees® } 
L kb 'v s¢ Company t 
’ 1 Electric © ; _ 
E \ eee Circulator Departmen i 
L CTRIC \ Division —_™ —_ | ; : 
ge : lete information OF ¢ 
Corcubster .end comp ! 
y Please: Ci culators- 
; H G-E Air Circulators; | 
' er ees ane 
' ee ee al 
— NT. 
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EXCLUSIVE 
The famous G-E One- 
control Wringer is on 


every wringer washer 


in the line. Redesigned 
— more massive and | 
more beautiful. One 
control does every- 
thing. Women every- 
where appreciate its 
convenience, cleanli- 
ness and safety. And 
only General Electric 
can give you this great 
sales clincher. 


THESE SIX 
MAJOR FEATURES 


Six Top-notch Salesmen 
for you 

. G-E Activator 

. One-control Wringer 

. Quiet Washing Opera- 
tion 

. Adjustable Permadrive 
Mechanism 

. No Oiling Required 

. The General Electric 
Name 


THE NEW AUTOMATIC FLATPLATH IRONER 
THREE NEW ROTARY IRONERS 
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The Great New White Line of General Electric Washers and Ironers was built 
for you — to sell. Every washer with gleaming baked white finish, bonderized to 
resist rust. Every wringer type washer has the remarkable One-control Wringer — 
Permadrive Adjustable Mechanism — G-E Activator Washing Action!, 

An outstanding model in every price bracket. With this Great New White Line 
you will get volume because each and every model gives your customers more 
value for their dollars. 

And to help you sell — the hottest consumer contest ever staged to help. 
washer and ironer dealers! Radio broadcasts to more than 10,000,000 listeners! The 
new General Electric Washing Compound — exclusive to G-E dealers! 

Your G-E distributor has plenty more to tell you — write or phone him today. 
Or write to Home Laundry Equipment Section, Appliance and Merchandise Depart- 
ment, General Electric Company, Bridgeport, Connecticut. 

G-E Home Laundry Equipment is part of the great General Electric family of 
outstanding home appliances. For wise dealers, they constitute the main appliance line. 


“GO TO TOWN" ON THE MAINLINE 


GENERAL (%) ELECTRIC 


MAY 5, 1938 

















SPECIALS : all 
} Ree: 


AN 


WIAA 
TA WIM HINATHHIAAAII UH HHIIIHHNIH TT 
TH WH NAHI TTT 
HANIA 


Il \ 


MAT | 
LH 


NATION 
AL HARDWARE WEE 
+ WEEK. MAY 
, 9-J4 






“57” FILE 
This file is 4 well-known 
sharpening mower knife sec 
other sharpening uses. Carborun um 
Brand Silicon Carbide No. 57 Files will 
sell themselves this Spring, Summer an 

Fall. Stock up 10W for extra profit. 
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GARDEN STONE 


No. 46 Garden Stone sharpens — 







and other € 
appeals to © 
garden. 








SCYTHE STONE 


e puts 4 keen-cutting edge on 
scythes, sickles and hay knives. Every 
farmer needs one or two of these handy 
sharpening stones this time of year. 






This ston 



















GENERAL PURPOSE STONE 


The No. 198 Carborundum Brand Silicon 
Carbide General Purpose Stone can be 
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Its fast-cutting qualities are appreciate 
by farmers, gardeners and householders. 
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They like the looks of 
AMCO 


“ALL-WEATHER MANILA ROPE 


WRITE FOR 
A SAMPLE 















Western Factory Branch: 





St. Louis Cordage Mills, 


You will never appreciate how much LOOKS have 
to do with selling rope until you put AMCO out 
in front. Wait till you see how that rich AMCO 
color stops the fellow who comes in for rope. It's 
one of your best advertisements for this exclusive 
water-proofed and rot-proofed rope. It’s a sort of 
trade mark for the protective penetration which 
makes AMCO All-Weather Manila Rope last lon- 
ger. If you're selling painters, farmers, truckmen, 
bargemen, builders, there’s no stronger appeal 
than the fine appearance of this exclusive rot- 
proofed, water-proofed rope. 








St. Louis, Mo. 
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Informal Editorial Comments 





FAILURES :— 

Among retailers, the hardware 
business has long enjoyed an en- 
viable record for having collec- 
tively good credit and for having 
low mortality rates. The record, 
basically, continues to be relative- 
ly good, but there are, of course, 
quite a few failures among retail 
hardware stores and always will 
be. Often we read of the success- 
ful stores, of their methods, ideas, 
campaigns, display and advertis- 
ing efforts, etc., but seldom do we 
study the record of hardware store 
failures to determine the factors 
that led to failure and which, if 
thoroughly understood and _pub- 
licized, might be good study mate- 
rial telling us what to avoid. The 
HarpwareE AGE editorial staff has 
been digging into failure records 
as maintained by liquidation and 
credit organizations of 
standing. From this study should 
develop interesting and 
worth-while editorial material to 
later. From the 
early data at hand it is clear that 
the following factors loom up 
very importantly: lack of origi- 
nal capital; lack of experience; 
insufficient variety of stocks; poor 
location; too much attention to 
non-business activities; too many 


known 
some 


be published 


buying accounts; over-expansion 
and over-buying, and the imagi- 
nary price advantage. 


NEW STORES :- 

Many failures in the retail hard- 
ware business should have been 
prevented when the prospective 
merchant started to negotiate for 
his opening stock order. It is 
perfectly natural for an ambitious 
man to long to own and operate 
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By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


his own business. But competition 
being as it is today greater care 
should be exercised in the loca- 
tion of the store, amount of capi- 
tal available for original invest- 
ment and carrying on and _ the 
experience and ability of the pros- 
pect. Such checks on new stores 
must rest largely with the credit 
men of the wholesale hardware 
houses of this country. It is ap- 
parent that too many new stores, 
in all sections, have been inade- 
quately financed and stocked and 
too often also poorly located or 
established in sections not sufli- 
ciently developed to give the new 
store a fighting chance to suc- 
Wholesalers have 
records and facilities for knowing 
good locations and likely pros- 
pective locations, but when stores 


ceed. ample 


are established in new develop- 
ments prematurely the industry at 
large suffers and no one makes a 
net profit on the transaction. The 
lack of either capital or experi- 
ence might not be a permanent 
obstacle for the unusually aggres- 
sive man, but the lack of both is 
too much of a handicap, in most 
cases resulting in failure followed 
by distressed merchandise, credit 
losses and another relief liability. 
The costs of such failures must 


be charged to distribution ex- 





penses and the successful stores 
must share their pro-rata part of 
costs. A little more thought and 
regulation on the opening of new 
stores would reduce the numbe: 
of failures and be a genuine ser- 
vice to hardware distribution. 


BUYING HABITS :-— 

Some stores that had an ad- 
doubtful start 
could have survived had 


mittedly poor or 
more 
efficient buying habits been prac- 
ticed. The lure of a small extra 
discount for an excessive amoun! 
of goods has swamped many good 
stores and has ruined countless 
struggling new ones. Too many 
sources of supply is another com- 
mon evil and results in the dealer 
being between too many cross- 
fires in his credit relations. He 
outlet 
for any single wholesaler and his 


cannot’ be an important 
credit facilities are limited. Thx 
dealer who concentrates his buy: 
ing with one or not more than 
two reputable houses becomes an 
important account. The whole- 
saler will endeavor to keep him 
afloat even in a spell of rather 
stormy weather because he repre- 
sents a highly desirable outlet 
which the jobber wishes to main- 
tain. If there are any special 
helps available, it is the concen- 
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LESS STOCK—BETTER CHOICE—QUICKER TURNOVER 
Now you can satisfy more customers, reduce your inventory, and 
stimulate sales with an improved all-metal knob. Polyflex consists 


of a forged brass knob body with an interchangeable forged brass | se] 
knob top, available in four standard patterns. These metal bodies 

may also be used in combination with the Patrician plastic knob ASSOCIATED INDUs: 

tops, which are produced in several harmonious colors and four | of M USTRIES 


ASSACHY Ne 
§ 
attractive designs. ETTS 
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Polyflex Knobs are featured in the Lockwood section of the i 


MEN 


1938 Sweet’s Architectural Catalogs. Builders and architects are } sees 


IN MANU EACy 
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enthusiastic about them, and the Associated Industries ot Massa- | ba VND 708 rromvcrs greet | 
° ° : “Otlerstess ide > os COMITTED py 
chusetts has awarded them its Certificate of Merit. | XD AERERY ice et Mehta 
j OCMI28 rye pot 72? 
~ j SRVELY 
> Z > 2 2 } 4 PMENT OF 
Show Polyflex and other new Lockwood developments to your of ee ' Ofer Kent 
customers. An enthusiastic response and improved sales are assured. | COMO cetaeerng MEO OF Retesnce 
APT. 
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The new Polyfiex knob features a forged brass knob body 
of standard french shank cross-section, with forged Orass tops 
that are interchangeable. These tops are now available in four 
standard patterns, Thus, Polyfiex affords not only a knob of 
finer and more durable material, but also greater flexibility in 
its architectural application. The patented Dardelet set screw 
is used in this modet, ending forever the long-standing problem 
of loose knobs. 









Im addition. the Patri- 





cian plastic kneb tops in 
four designs in ivory, black 
and pastel tones, may be 
combined with these metal 
knob bodies. permitting even 
greater flexibitity. 

Above and on the right 
are illustrated the four de- 
signs of metal tops, one of 
the plastic tops, and two 
styles of key plates. 








secured Betow is shown the 








firmly sitio 
The Unifast nes hs at took well i ap Sho n the lock forged brass Polyfiex knob 
with the new oross be wood into = spect Only one serew body and the four styles of 
to 


brass tops. 

Polyftex exciusive as- 
sembly feature enables 
builders’ hardware dealers to 
stock the cornptete range of 
designs, assuring promptness 
and satisfaction in meeting 
the requirements of each job. 
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Lockwood Hardware Mfg. Co. 


Division of Independent Lock Co. Fitchbu rg, Massachusetts 
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trating buyer who will have them. 
‘The same is true of opportunities 
to buy any special goods at spe- 
cial prices. A large part of the 
retail hardware failures in this 
country can be very largely traced 
to indiscriminate buying from 
too many sources of supply. 


BAIT :— 


Obviously, the hardware dealer 
who embarks on an_ intelligent 
concentrated buying plan becomes 
the target for all the “special” 
bait available from the houses 
who are not getting any of his 
business. This is a natural and 
expected competitive strategy. 
Hardware margins and net prof- 
its being as they are, it should be 
quite evident that most of these 
“special prices” are simply bait 
and must be offset elsewhere on 
other lines in the near future if 
the dealer succumbs to the lure. 
Margins and net profits, accord- 
ing to all available data, do not 
permit extra fives and tens on 
competitive goods sold through 
hardware channels. And so the 
dealer may be “kidding” himself 
when he thinks he has been a 
smart buyer by spreading his bus- 
iness thinly among many sources 
of supply, making each supplier 
hid for his trade. Such a buyer 
has few friends when the going 
gets tough and he is frequently 
found among the failures. 


FAIR TRADE :- 


The Harpware AGE survey of 
hardware industry opinion on fair 
trade legislation was published in 
our last issue (April 21, 1938). 
Readers were and are again in- 
vited to request extra copies of 
this survey. These will be fur- 
nished without cost as long as our 
supply of reprints lasts. Many 
readers have already written us 
for extra copies and have been 
very complimentary to this pub- 
lication for making this important 
study, the first that has been made 
in the hardware field. Since this 
material was collated, Mississippi 
has become the forty-third state 
to enact a fair-trade law, leaving 
hut five states without such legis- 
lation. These five states are: Ala- 
hama, Delaware, Missouri, Texas 
and Vermont. 
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“LITTLE BUSINESS” :— 


Several new trade organizations 
have sprung into existence since 
the now-famous “little business” 
Washington conference. All of 
these aim to acquire members 
from all lines of business, but 
have varying ideas when it comes 
to determining the ceiling for eli- 
gibility to be classed as a “little 
business.” Judging from the press 
releases from some of these new 
groups, fond hopes are riding 
high that governmental financial 
aid may soon be expected for the 
average small business. I fear 
such hopes are due for an awful 
crash and an early rude awaken- 
ing. As I read the so-called lib- 
eralizing clauses in RFC and re- 
lated Federal loan set-ups the 
collateral requirements will not 
permit many small business loans. 
The business that could measure 
up to these standards would not 
need Federal aid, but could go 
to a local bank and arrange the 
loan. There can be no quarrel 
with these standards as they do 
represent necessary safeguards. 
But it is highly improper to cre- 
ate the impression that loan 
money will be at all free under 
new regulations or that relatively 
small business houses will find it 
easier to make a loan from the 
government. 


CO-OPS:-— 

The Cooperative League, New 
York City, operates a very active 
publicity bureau in the interests 
of consumer cooperatives. A_ re- 
cent release from this unit tells of 
the first census of the consumer 
cooperative movement in _ the 
United States, recently completed 
by the U. S. Department of Labor 
following a full year’s work. The 
results of the survey are said to 
be intended for publication in the 
May, 1938. issue of the Monthly 
Labor Review, issued by the De- 
partment of Labor. It should be 
remembered that the costs of this 
study and its subsequent publica- 
tion are borne by all taxpayers 
including retail and wholesale dis- 
tributors of goods with whom the 
co-ops are in earnest competition. 
The survey reports 3600 coopera- 
the United 
1936, comprising 


tive associations in 
States during 


677,000 individual members with 
annual sales amounting to $182.- 
685,000 in strictly consumer 
goods. Another section of the re- 
port shows 3728 cooperative tele- 
phone associations with 330,000 
individual members; 259 electric 
supply cooperatives serving 161.- 
000 farm homes; 42 cooperative 
burial associations serving 27,000 
members: and 35 cooperative 
housing associations with 2200 
family members. Of the consumers’ 
cooperative associations serving 
farm families, the current report 
covers only those which deal in 
consumer’s goods (groceries, gen- 
eral merchandise, gas and _ oil. 
etc.). These represent 1173 co- 
operative associations with 303.- 
899 members doing an annual 
business of $111,998,641. A previ- 
ous study by the Farm Credit Ad- 
ministration covering cooperative 
purchase of all types of goods by 
farm cooperatives showed an ad- 
ditional 1000 cooperatives with 
646,000 members, making a total 
of farmers’ purchasing coopera- 
tives handling consumers’ goods 
and farm supplies of 2112 associ- 
ations with an estimated member- 
ship of 950,000 which did a busi- 
ness of $254.000,000 for the year 
ending June 30, 1936. Consumers’ 
cooperative credit and cooperative 
insurance associations are not in- 
cluded in the survey as statistics 
are not yet available for coopera- 
tive insurance companies. The 
Credit Union National Association 
reports that there are 7000 credit 
unions in the United States, hav- 
ing a total membership of 1,500.- 
000. These credit co-ops are re- 
ported to have assets of $60.- 
000,000 and made loans of more 
than $100.000,000 in 1937. 


GROWTH:-— 


Previous studies of 
were made by the Department of 
Labor in 1920, 1929 and 1933. 
also at the cost of the taxpayers. 
including wholesalers and re- 
tailers who face the competition 
of the co-ops. A quick glance at 
data available from the four sur- 
veys shows the growth of the Con- 


co-ops 


sumer Cooperative movement in 
the U.S.A. as follows: 

1920 696 associations 196,352 members 
1929 1,577 associations 287,641 members 


1933 1,854 associations 328,278 members 
1926 3,600 associations 677,750 members 
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Store Meetings Will Pay 





The Pickett Club of the Pickett Hardware Co., Warren, Pa.. in session. The author 


of this article is seated at the right. 


The speaker addressing the meeting is 


John Rodaberger, who succeeded Mr. Kelly as president and manager of the firm. 


F you are seeking to develop 
| a closer relationship between 

your hardware store and its 
personnel consider the store meet- 
ing. You will find that well-con- 
ducted store meetings, held at reg- 
ular intervals and at specified 
times, will be of decided assistance 
in building up and maintaining the 
relationship you are desirous of 
developing. 

Building up the enthusiasm of 
your co-workers and a desire to 
want store meetings is easily ac- 
complished by organizing a store 
club. 
boyhood. 


Clubs start with us in early 
You remember the old 
shack in your back yard where the 


gang met on Saturdays to hold 
their club meetings. The club idea 
is ever present in our lives, in high 
school, in college and when we 
Let it be the club 
meeting of your store and you will 


enter business. 


find the desire to attend will de- 
velop without opposition. 

See to it that the elub’s name is 
built around the name of your 
company or names of its officers. 
Make it as personal as possible in 
order to bind the club to your 
The “I Will Be Odell’s” 
Club of Greensboro, N. C., was 
named by taking the initials and 
names of the officers of that com- 


Messrs. Wills, 


business. 


pany. Ireland. 


Store Meetings 


Develop a closer relationship between 


the store, its executives and personnel, 


and aid salesmen in knowing themselves, 


their customers and their merchandise. 





Brooks and Odell. The Kelby 
Boosters of Mobile, Ala., was 
named for its company, Kelby- 
Brady Hardware Co., while the 
Pickett Club was composed of the 
personnel of the Pickett Hardware 
Co. of Warren, Pa. 

At the beginning of the club’s 
activities, let it be known that 
meetings are to be held regularly 
at a fixed time, that a place has 
heen provided in the store for 
these meetings, and that subjects 
to be discussed and studied will be 
of benefit to the members. It 
should be the aim of the officers to 
make it possible for the members 
to become better salespeople and 
facts and figures should be pre- 
sented. giving them a true picture 
of the business, the progress the 
company is making and their own 
part in that progress. 

The officers of the club, the ex- 
ecutives and program committees 
should be elected by the members. 
The management should see that 
the key men of the organization 
fill these places. A definite, well- 
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You Dividends! 


planned program should be 
adopted for the meetings. Here is 
one used by the Pickett Club: 

Roll call. 

Reading of minutes. 

Adoption of minutes. 

Report of committees. 

Weekly sales report. 

Paper or address. 

Announcements. 

Suggestions for the good of all. 

Adjournment. 


Meetings were held on Monday 
evenings at 6:30 o'clock, lasted 
one hour, and were never were 
allowed to run over time. The im- 
portant business of the meeting 
was: 

1—The sales report. 
2—Paper or address. 
3—Announcements. 

This weekly report gave the 
sales of all salesmen for the past 
week—three honor places were 
given the three leaders in sales: 
first, second and third places were 
accorded the salesmen serving the 
largest number of customers and 
three places were given for the 
highest average profits. Quotas 
were assigned every month and 
bonuses paid quarterly to those 
exceeding their quotas, the bonus 
check being presented at the end 
of each quarter. A fair and well- 


balanced bonus system covering 
sales, service and profits may be 
worked out by using the honor 
places described above and by al- 
lowing a given number of points 
those 


for attaining places. A 
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friendly sales contest was on for 
the entire year. 

The paper or address was the 
highlight of the meeting and was 
arranged by the program commit- 
tee covering topics related to the 
business. In planning these talks, 
the committee sought the cooper- 
ation of the entire membership and 
every member had a voice in sug- 
gesting topics to be discussed. 

The work of the program com- 
mittee was lightened as sugges- 
tions came in. One member 
thought the policies of the store 
should be discussed. He stated 
he endeavored to treat every cus- 
tomer as a guest of the store and 
named the little extra attentions to 
be given that would bring her 
back to the store and the pride 
he took in the neatness of his 
packages. How to handle com- 
plaints came up for a lively dis- 
cussion as well as the returned 
goods evil. The eternal question 

-““Is the customer always right?” 

-came in for its share of discus- 
sion and how best to handle new 
customers desiring to open charge 
accounts. 

You will be surprised at the in- 
terest that will be revealed to you 
as your co-workers begin to feel 
they are a vital part of your busi- 
ness. Take them into your con- 
fidence and at the beginning of 
the year discuss your plans for the 
year, the sales expectancy, the 
margins to be made and your ex- 
pense budget. As the year pro- 
eresses let them know how business 
conditions are, give them compari- 
sons of the year’s accomplishments 
as against previous years and al- 
ways give them the real facts if 
you want their continued interest 
and cooperation. 

Special promotions and_ sales 


By 
WILLIAM T. KELLY 


Lorick & Lowrance, Inc. 
Columbia, S.C. 


campaigns can best be discussed 
by a factory representative. Have 
him attend the meetings previous 
to the campaign and with the aid 
of the advertising and display 
manager sell the campaign 100 
per cent to the entire personnel. 

At least every quarter bring in 
some outstanding speaker. The 
most interesting subject to sales 
people is, of course, “Salesman- 
ship and Selling.” Watch your 
trade magazines and the stories 
by sales managers. When you 
come across one whose line of 
merchandise you sell, write him 
regarding your store club and its 
meetings and invite him to attend 
a meeting and address its mem- 
bers. Nine times out of ten he 
will accept. Make his coming the 
occasion for a dinner meeting and 
let the members invite the press 
and good customers who may be 
interested in the address to be 
made. 

Every now and then arrange to 
show an industrial film of some 
of the lines you sell. There are 
now available many interesting 
films Showing the manufacture of 
steel pipe, paints, cement, car- 
borundum and many other arti- 
cles handled in hardware stores. 
Let your salesmen see how the 
goods they sell are made for this 
is an important member of the 
“Salesmen’s Trinity”: Know your- 
self. Know your customer. Know 
your merchandise. 

Suggestions for the good of all 
should be in the nature of an open 


Store meetings improve the morale of 


your employees and aid in making your 
business a success. The more you put 


into them the more you get out of them 





forum and should be used when 
time permits such discussion. 

Material helpful in preparing 
interesting and worthwhile pro- 
grams may be thought out when 
you arrange the room for meet- 
ings. After it is made comfortable 
and attractive, so that it can be 
used during rest hours, provide 
the leading hardware trade papers, 
business magazines, your hard- 
ware association bulletins and 
books on business and selling by 
capable writers and encourage 
reading these publications. 

Just how far you wish to go 
with this club idea for your store 
is up to you but we would like to 
leave with you an idea of one of 
the members of the Pickett Club 


that grew into a very worthwhile 
plan. He suggested, “Let’s stop 
passing the hat” when sorrow 
comes in the lives of a fellow 
worker and adopt an organized 
plan to take care of these occa- 
sions. From the free discussions 
of the members grew “The Joy 
and Sorrow Fund.” A small de- 
posit monthly by all the members 
with the secretary provided the 
committee in charge with funds to 
provide flowers for the sick or in 
the hour of sorrow, present for the 
“little stranger” when he arrived 
and to the lucky fellow when he 
selected his life’s partner. The 
amounts to be expended by the 
committee for the different occa- 
sions were fixed so no partiality 





was shown to any one employee. 

The Pickett Hardware Co. gave 
the club two large parties a year 
in order to compensate the mem- 
bers for the time they had given: 
The annual picnic in mid-summe: 
and the Santa Claus party at 
Christmas time. These annual 
parties are still remembered with 
a great deal of pleasure and happi- 
ness. 

Making store meetings pay d.vi- 
dends, in building closer relation- 
ships with your employees and se- 
curing their cooperation to further 
their interest in making your busi- 
ness a success, is just life. The 
more you put into it the more you 
will get out of it in success and 
happiness. 


The Making of Good Times 


This editorial originally appeared in the Feb. 24, 1921 issue of 
Hardware Age and is reprinted in view of the fact that the mes- 
sage it contains is well worth repeating for present day readers 


HE thing we call “Hard Times” is not al- 

ways the result of unfavorable economic 

conditions. Often it is a manufactured pro- 
duct produced in that greatest of factories—the 
human mind. 

It is a wonderful factory, but like many others 
it does not confine itself to one product. Its 
machinery is equally adaptable to the production 
of Hard Times or Good Times. It can also often 


build Good Times on a framework of Hard Times, 


or put a Hard Times finish on a Good Times pro- 
duct. 

Good Times are usually made from “all-wool” 
material—thoughts and actions based on knowl- 
edge of and confidence in basic conditions. 

Hard Times may be manufactured from the 
same material, but are usually made up in whole 
or part of shoddy substitutes—rumors, untruths, 
ignorance. 

Just now the business world is full of rumors, 
many of which have no foundation in fact. Un- 
doubtedly we had reached a condition where 
business was unhealthy. A slight operation, with a 
certain amount of pain, was not only a matter of 
wisdom, but of necessity. However, there was 
nothing in the situation to warrant putting busi- 
ness under an anesthetic and keeping it there for 
a period of months or years. 

We knew that our business pulse was slightly 
above normal, and we began to worry. We grew 
frightened and looked to rumor for a cure. The 
cure was worse than the disease. Our mind factory 
began turning out Hard Times substitutes made 
from the self-same materials which up to that time 
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had been used successfully in the manufacture of 
Good Times. 

When the men behind a great modern manufac- 
turing plant discover that a certain part of thei: 
output is inferior and detrimental to their best 
interests, they discontinue the manufacture of that 
particular line. If the fault lies in the machinery. 
the plant is overhauled and the machines remedied. 
With them it is the only logical thing to do. They 
know that it is good business to manufacture only 
profitable quality merchandise. 

Yet the American public which controls the 
factory capable of producing at least a fair type 
of prosperity now, allows that factory to run over- 
time on depression. 

It is not because the raw material for the pro- 
duction of Good Times is off the market. There 
is plenty available to keep the factory busy. It is 
not because we (the public) prefer hard times. 
It is because we have magnified the difficulties of 
manufacturing Good Times and because those 
who have such raw materials as knowledge, con- 
fidence and optimism, have not pushed the sale 
of their products. 

The hardware merchants’ business is founded on 
selling, but there are times when he must sell more 
than mere merchandise, if he is to retain his stand- 
ing as a merchant. 

Just now Good Times is a commodity—a part 
of every hardware stock. On its sale depends the 
sale of other merchandise. The merchant who 
carries it over into another season will carry his 
other merchandise and his profits over with it. 

Only by selling Good Times can we continue to 
make Good Times. 
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Courtesy Westinghouse Electric &€ Mfg. Co. 


LANNING the major equip- 
and the layout of the 

kitchen are the major jobs 
in the creation of a modern kitch- 
en but the proper smaller equip- 
ment and accessories are likewise 
of great importance. Whether the 
major appliances are all white 
with chromium nickel or stainless 
steel trim or include some of the 
colored appliances such as ranges 
and refrigerator, the general colo: 
scheme must be predetermined to 
properly equip the utensil cabi- 
nets, drawers, etc. Consideration 
must be given to the color of win- 
dow shades, wall finishes and cur- 
tains as well as to the color ol 
kitchen utensils. 

For the kitchen properly 
equipped to care for the needs of 
a family of five, Mary Davis Gil- 
lies and Faye I. Hamilton of 
McCall’s Magazine in a booklet 
“All About Kitchens” suggest the 
equipment listed on the following 
page, much of which is available 
in colored finishes or in chromium 
or copper plated finish. 


MAY 5, 





1938 





An Early American kitchen equipped with modern 
appliances and utensils—attractive and practical. 





They occupy a definite place in the 


modernization campaign and provide 


additional profits for the dealer 


Many of the items mentioned 
will be found unnecessary in the 
all-electric kitchen, but the list 
provides a good variety for the 
kitchen that partially 
equipped with electrical items. 

If your store sets up a model 
kitchen as part of its moderniza- 
tion campaign it is desirable that 
all of this equipment be shown 
right in the various cabinets, uten- 
sil drawers, etc. Where some of 
these items are replaced by elec- 
trical equipment you could dis- 
play both the electrical items and 
the hand operated equipment. It 


is only 


would be well to have 
marked on each piece of equip- 
ment. In addition you would find 
it advantageous to have a pre- 
pared list of the different groups 
of equipment and their cost. 

Your model kitchen display 
could be supplemented by show- 
ings of accessories adjoining the 
“kitchen.” There could be one 
group of accessories of highest 
quality and another showing items 
having a lower cost. 

Very effective window displays 
may be installed to sell the acces- 
sories—-a display of all blue or 


prices 
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KITCHEN EQUIPMENT FOR FAMILY OF FIVE 


Dishwashing Equipment 


1 dish pan 
1 sink strainer 
1 soap dish 
1 dish mop 


1 rubber plate scraper 
1 garbage can 
1 waste basket 


1 towel rack 


Cooking and Storage Utensils 


1 baking sheet 

2 sets muffin pans (6-8 in set) 
layer cake pans (8 or 9”) 
oblong cake pan (5 x 10”) 
square cake pan 

loaf cake pan 

springside cake pan 

pudding mold 

individual molds 

bread and cake box 

set storage jars (flour, sugar, salt) 
set spice jars 

sets covered refrigerator dishes 
double boiler 

roasting pan 


3 ho 


— 
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3 saucepans with cover (1 pint, 1 


quart, 2 quarts) 


griddle 


steamer 
casserole 
pie pans 
coffee pot 
tea pot 


—_ 
m= NO IN ee = WOON ee ee 


Small Equipment 


set biscuit cutters 

set cookie cutters 

measuring cups (1 metal, 1 heat proof 
glass) 


a) 


l fruit juice extractor 

1 complete set kitchen cutlery 
1 cake turner 

1 knife sharpener 

] set measuring spoons 

3 mixing spoons (2 in wood) 
1 potato masher 

1 potato ricer 

1 French ball cutter 

1 pastry blender 
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1 egg beater 
1 can opener 


custard cups 
set mixing bowls 


covered frying pan 
small frying pan (5” or 6”) 
quart kettle with cover 
quart kettle with cover 


wire cake coolers 
3 tablespoons 
3 teaspoons 


(10”) 


set salt and pepper shakers 
vegetable brush 


l 
] 
1 apple corer 
] 


food chopper 


1 chopping bowl and knife 


1 bread board 


| flour sifter 


1 set strainers 


Desirable Equipment 


covered kettle (3 quart) 
Dutch oven 

sugar thermometer 

deep fat frying thermometer 


— i et ee 


1 funnel 
1 set scales 


(coarse 


] roll paper towels 
1 roll wax paper 


and fine) 





all red accessories could be used 
in the window. For such a display 
a background representing a kitch- 
en would be advisable and major 
appliances and larger pieces of 
kitchen equipment could be used 
to add to the effectiveness of the 
display. Pictures of model kitch- 
ens, where available, would great- 
ly enhance the value of such a 
display. Displays of this nature 
could be used over a period of 
weeks, providing new items were 
placed in the display window each 
week. One week accent could be 
on blue kitchen equipment and on 
yellow, green, red, etc., in succes- 
sive weeks. Care would have to 
be taken that the display is not too 
crowded. 

Reports from manufacturers of 
kitchen utensils show a variety of 
opinions as to the most popular 
colors. Interest in blue has in- 
spired a group of manufacturers 
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to cooperate with each other in 
offering kitchen equipment in a 
standardized blue which is mak- 
ing quite a hit throughout the 
country. One manufacturer of 
kitchen utensils says, “We find at 
the present moment the trend 
seems to be toward green, ivory 
and red, with each of these shades 
about as popular as the other. 
Next in line comes white, with 
color trims such as green, red and 
blue.” Another manufacturer 
points out that with “new lines, 
bordering on the streamline idez. 
kitchen utensils have become a 
thing of grace and beauty without 
losing the economy and durability 
of former years.” 


Changes in Color Trends 


Of changes in trends as to 
colored kitchenware, another 
manufacturer observes, “Green is 
still the most popular color, at 
least so far as the demand in our 
particular line of kitchen tools is 
concerned. The next most popu- 
lar color in our lines is ivory, 
although in certain sections of this 
country, particularly the Middle 
West, red is rapidly increasing in 
popularity. It is our belief that 
for some time to come green and 
ivory will continue to be very 
popular. Delphinium blue is. . . 
used a great deal.” 








Courtesy McCall’s Magazine 


Utensils and tools in this modern kitchen harmonize perfectly 
with the major appliances and cabinets in both design and color. 
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Left—The brush display 





Big Sales Messages 


From Small Items 


display small items properly 
and many hardware dealers 
shy away from attempting to dis- 
play them by reason of the difhi- 
culty involved. It can be done, 
done artistically and done in a 
way that will produce profits. 
The two illustrations at the top 
of this page represent successful 
small item displays. They were 
sent us by M. J. Estes, display 
manager for the Bunting Hard- 
ware Co., Kansas City, Mo. They 
represent a display of kitchen 
gadgets and a display of a set of 
11 household brushes. Mr. Estes 
describes the methods used and 
the results attained as follows: 
“The gadget display consisted 
of a set of ten steps, the face of 
each being a panel 1514 in. wide 
and 18 in. high. These were as- 
sembled upward toward the left 


[i always a difficult job to 
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and back upward from the glass. 
Each step section was 31% in. 
thick and each face was painted 
a different color, usually in pastel 
shades made by adding white to 
regular show card colors. Three 
shades of green, and one each of 
blue, yellow, orange, lavender, 
pink, purple and red were used 
in this display. All step thick- 
ness sections were painted dead 
black. Two signs and two panels 
filled out the top above the lower 
steps. These steps and panels 
were sampled with brushes, wood- 
enware, wire goods, can openers. 


Below—The kitchen gadget display 
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choppers, squeezers and light alu- 
minum goods. Each item was 
priced with a tiny tag 1-in. square. 
“This window display remained 
in place six weeks and did a 
steady stream of business on all 
items shown, selling out of about 
six items that had to be removed 
from the display and about six 
more that had to be reordered 
several times. Due to the low- 
priced merchandise involved, it 
did not’ set any sales records, but 
it did produce a very nice volume 
at full profit on small merchandise 
seldom displayed in our store. 
“Items of this -nature do not 
make good displays in regular 
trims. They are so small and in- 
significant looking that your 
whole stock won’t even make an 
impression. Items scattered ‘hel- 
ter-skelter’ over large panels are 
not worth the work assembling 
(Continued on page 91) 


M. J. Estes, Display Manager for the 
Bunting Hardware Co., Kansas City, 
Mo., Shows How Ingenious Displays 
Help to Sell Small Merchandise. 
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This display of 
small appliances and 
cutlery is at the left 
when the customer opens 
the door. There’s ample 
space in front of these 
displays for customers 
to gather without any 
blocking of the aisles. 


radio, 





New Appliance Displays 


Unusual type units develop business 
for Terminal Hardware, Inc., Wilmette, 
Ill, to extent of 30 to 35 per cent 
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display units. 
Plans were also made for outside 


canvassing and for the use of 
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their friends and other 
Bigegrely, likely prospects. The electrical ap- 
Keay Marchal pliance display section was in- 

stalled last November and a simi- 
lar unit was recently constructed 
promoting electrical ap- for radio sets, small electrical ap- 
pliance department sales. pliances and cutlery. 
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Three good leads on refrigera- 










urs. 
ous er ely 3°" iyc. 
Very AL HARDMARE® 2 
Te) 








Two of the letters used in 


HARDWARE AGE 





'S 





4 
at ae Rt Ses, 


BUY ON OUR BUDGET PLAN 


WHIRLPOOL DELuae 
HRONER 


‘5950 


WASHER 





Increase Sales 


on.All Lines 


tors were secured soon after the 
appliance unit was installed and 
in the month of January sales vol- 
ume for all departments showed 
increases of from 30 to 35 per 
cent over the same month in 1937, 
the increases being largely due, 
says Mr. Dornbos, to dressing up 
the front of the display room. Be- 
tween Thanksgiving and the end 
of January the firm sold three 
washing machines—one at $44.95 
and two at $69.95 each, two elec- 
tric ironers at $59.50 each and 
five vacuum cleaners at $29.95 
each. 

“These new displays alone,” 
says Mr. Dornbos, “have _in- 
creased our business in the lines 
stressed by more than 100 per 
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cent. The personal calls and let- 
ters have brought our sales in 
major items up to more than 200 
per cent of what we previously 
enjoyed. Our radio service busi- 
ness has shown an increase of 309 
per cent over our best previous 
record.” 

Mr. Dornbos says, with en- 
thusiasm, “The new appliance dis- 
play plan has made all of our 
store force more appliance-minded 
and has made more people in Wil- 
mette realize that we have electri- 
cal appliances. Since installing 
these units, we know that people 
will buy appliances and radio sets 
from us if they know that we have 
these lines. More than one cus- 
tomer seeing the new displays for 


This display of major 
electrical appliances 
is at the customer's 
right as she enters 
the store. The display 
is strong enough to 
support merchandise 
of considerable weight. 


the first time has said, ‘I did not 
know you sold electric refrigera- 
tors’ (radio sets, ironers, vacuum 
cleaners or refrigerators). The 
improved set-up has pepped up 
our salespeople. Our salesclerks 
are proud of the displays. All of 
us want to shout from the house 
tops about these lines. We are 
going to go out and canvass on 
these lines and send special letters 
to friends of our employees and 
to other prospects. 

“Although we have repaired ap- 
pliances and radio sets for some 
time past we have not previously 
gone out and sold these services. 
We are going out for more repair 
work as a means of getting greater 
business on radios and appli- 
ances.” 

Terminal’s new “front of the 
store” displays were inspired by 
a blanket display pictured in a 
magazine advertisement. Adapting 
the idea shown in the advertise- 
ment, the two attractive display 
units were created. Customers 
entering the store see a display of 
ironers, washing machines, re- 
frigerators and a variety of vacuum 
cleaners to the right of the door. 
On the left is a display utilized 
for radio sets—console and table 

(Continued on page 94) 
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By ADON H. BROWNELL 


Chapter 26—Intermediate Course 


Kitchen Cabinet Hardware 


ITCHEN cabinet hardware 
K is worthy of a chapter by 

itself. So much has been 
done in the way of modernizing 
kitchens in recent years that mod- 
ernizing the hardware that goes in 
the kitchen just naturally had to 
take place. 

The major electric refrigerator 
people had much to do with mak- 
ing the public “kitchen-minded” 
just as the manufacturers of 
plumbing supplies have made the 
public realize the need of modern 
bathrooms. 


Modern Kitchens 


Major electrical appliances and 
smart linoleum manufacturers’ 
advertising have resulted in an- 
other development by popular de- 
mand—modern kitchen cabinets. 

Many companies have made 


these cabinets in units, ready to 
be set up. Whether they were 
made of wood or steel made no 
difference to the builders’ hard- 
ware man, because in either case, 
they were sold in units complete 
with all essential hardware. 

Only when the kitchen cabinets 
are made by the carpenter on the 
job does the builders’ hardware 
man get a chance to sell his hard- 
ware. You will perhaps remem- 
ber that I suggested in one of the 
chapters of the elementary series 
that it would be a good idea for 
you to secure an agency for 
kitchen cabinets so that you could 
sell the cabinets as well as the 
hardware. 

For quite a while after kitch- 
en cabinets were on the market, 
their hardware was far more mod- 
ern than anything the builders’ 
hardware man was able to obtain 








MODERN KITCHEN CABINET HARDWARE 
DISPLAY HELPS AVAILABLE 


Immediately following this article are 

three pages devoted to display helps 

available from leading manufacturers 

of modern kitchen cabinet hardware. 
See pages 42, 43 and 44. 
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and it has been only within a 
comparatively recent time that 
hardware manufacturers have 
made available as fine a line of 
kitchen cabinet hardware as could 
be obtained on complete jobs of 
kitchen cabinet installation. 

The illustrations used with this 
chapter will give you some idea of 
how splendidly hardware manu- 
facturers have come to the support 
of the hardware dealer by making 
available so distinctive a line of 
kitchen cabinet hardware. 


A Real Market 


There is a real market for the 
hardware store in old, remodelled 
kitchens where the owners cannot 
afford to buy new cabinets and 
are repainting (don’t forget to sell 
the paint!) and putting on this 
modern kitchen cabinet hardware. 

Some manufacturers have made 
up assortments with display panels 
to put on the show case and are 
creating a lot of consumer demand 
as a result of their efforts. Display 
panels, many of which are illus- 
trated herewith, are sold with as- 
sorted stocks well-labeled and 
price-tagged on the back of the 
panel for easy selling. 

Note how the modern kitchen 
cabinet hardware really matches 
with hinges, catches and pulls of 
the same design. 

Modern kitchens have brought 
forth another detail which has be- 
come quite common, the overlap- 
ping door requiring what we call 
in hardware terms “offset hinges.” 
When you sell this type of hard- 
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ware be sure to find out whether 
the doors overlap the frame or are 
flush with it. Modern kitchen cabi- 
net hinges can be secured for 
either type. 

The same problems of catches 
for the doors and pulls for the 
drawers that we discussed in our 
previous chapters have to be con- 








Lift latch cabinet catch 


sidered in these kitchen cabinets. 
In this modern kitchen cabinet 
hardware, however, all the pieces 
can be matched to the same de- 
sign and finish. 

There are also different kinds 
of catches. Again let me warn 
you of the necessity of knowing 
whether the doors overlap or are 
flush. This is particularly impor- 
tant where you have to trim a 
single door with hinges and a 
catch where you have an offset 
strike for overlapping doors. 

The excessive cost of color 
printing prohibits us from show- 
ing what really beautiful color 
combinations have been worked 
out to appeal to the consumer. 
Much has been done to add to the 
attractiveness of this hardware by 
introducing color, particularly on 
many of the pulls and catches. 

One manufacturer, at least, has 
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helped the dealer solve the prob- 
lem of large stocks by furnishing 
celluloid strips in many colors so 
that only one stock of metal parts 
is required, the strips being fur- 
nished in any of the colors de- 





Modernistic door pull 


sired, all fitting the single metal 
stock. 

Manufacturers who specialize in 
glass pulls and catches have not 
been slow to introduce many new 
colors and patterns to the trade 
to compete with metal hardware. 
Indeed, these manufacturers of 





Glass drawer 
pull and knob 





glass pulls and catches first intro- 
duced color into the kitchen by 
their earlier developments. 

I would not in my enthusiasm 
for this modern matched type of 
kitchen cabinet hardware have you 
think that this is the only type of 
hardware to match modern kitch- 
ens. 

Many manufacturers make and 
sell large quantities of cabinet 
hardware to fit these modern cabi- 
nets in plain design. Plain design, 





Modernistic drawer pull 


kitchen cabinet hardware is in 
perfectly good taste and will 
always have popular demand. 
Drawer pulls of plain design have 
been discussed before and we need 





Modernistic knob pull 


not remind you of their everyday 
demand in every hardware store. 

Many kitchens are equipped 
with broom closets. Sometimes a 
full size, 13% in., is used, requiring 
regular, full-sized door hardware 
to match the other large doors in 
the kitchen. Frequently, however, 
they are comparatively narrow, 
made of 11% in. wood, and the 
hardware must match the hard- 
ware of the cabinets. 

A milk and package delivery door 
is used in many kitchens. Many of 
these are of metal and you can 
sell them complete with their hard- 
ware as you sell a steel sash or 

(Continued on page 90) 
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GENE COOPER, OF SACRAMENTO, CALIF, HAS 
SHAVED EVERY DAY FOR THE LAST 47 
YEARS WITH A RAZOR THAT IS 
OLDER THAN THE UNITED STATES! 
IT WAS BROUGHT INTO THE COUNTRY A 
YEAR BEFORE THE DECLARATION OF 

INDEPENDENCE WAS SIGNED, 
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Millions of Farm Homes 
Need Power Washers Now \ 


83% 


—the big majority— must use gas-motor washers 
in order to enjoy the advantages and economies 


of power washing ... Only 17°/5 can use electric washers 
because only this small per cent have hi-line service. 


It's a big market — this rural America — and 
a receptive one, too. The need for power 
washers is great — the desire to purchase is 
great — and the cash income, “ability-to-buy,” 
is good — a better market today than most 
metropolitan and industrial centers. 


It's a market where saturation is low — where 
competition is not so keen — where most sales 
are “clean,” with no trade-in problems. 


Farmers Want Power Washers 


Farm women want power washers, now. They 
want the same labor-saving appliances that 
city people have. They want more time, for 
other tasks, for more leisure. They know that 
power washers make clothes cleaner, whiter 
— save time — save on clothing — eliminate 
hard work — do away with backaches. 


There Is No Difference 


Farm women are tired of waiting for hi-lines 
so that they can buy electric washers. They 
know that most farms will have to wait years— 
that many farms will never have hi-line service. 
Farm women know there is nothing to gain by 
waiting—that electric and gas-motor washers 
are practically the same — that one does the 
wash just as well as the other — just as 
quickly — just as economically. 
Farm women also know that they can buy 
a gas-motor washer now — enjoy all the 
advantages of power washing—and then 
later, if the hi-line does come, the gas- 
motor washer can be made over to an 
electric drive, quickly and at little 
expense, by merely adding an elec- 


tric motor. It is probable the gas-motor wash ~ 


will have proved itself so dependable and eq 
nomical that the change will not be mak 


Briggs & Stratton Motors Lead 


Farm people know Briggs & Stratton 4-cyc: 
gasoline motors. There are over a million i 
farm use today — the leader in their field ~~ 
noted for easy and quick starting, for rugge 
dependability and years of trouble-free servic: 
for economy and simplicity — famous for fam 
washers, because they are built for women 
operate. 

Your farm washer sales will be made mu 
quickly, more easily, if the models you sell ar 
powered by Briggs & Stratton gas-moton 
There is an increasing demand for washe 
models powered by Briggs & Stratton Star 
chargers. Farm people like the added ad 
vantages of being able to crank the washe 
motor electrically, and also charging radio ani 
other batteries while doing the wash. 


Now Is The Time 


Now’s the time to sell this big market. Briggs é 
Stratton advertising now appearing in farm 


papers with a combined circulation of 9,940,000 ~ 


Bee. 


copies, is regularly telling farmers everywhere 
why they should buy a gas-motor washer now. 
Now’s the time to display and demonstrate 
gas-motor washers powered by Briggs & 
Stratton. Push for sales where they are 
the easiest to make — the farm market. 

Ask your washer manufacturer's repre- 
sentative for more information on his 
gas-motor models. 


BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S.A. 


Dealers find that equipment “powered b 
to sell — not only power washers, 


Briggs & Stratton” is easier 
ut also pumps and water 


systems, small tractors, lighting plants, lawn mowers — and 
many other farm tools and equipment. 


YOU HAVE NOTHING TO GAIN 
BY WAITING FOR A HI-LINE. YOU 
CAN CHANGE THIS GAS-MOTOR 
WASHER OVER TO ELEC- ‘ 
TRIC DRIVE, AT LITTLE 
EXPENSE, EASILY AND 
QUICKLY, AT ANY TIME. 
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Farm Auction 

Farmers congregate at a hard- 
ware store and there is no better 
place to advertise a farm auction. 
In Illinois, a progressive dealer 
contacted his local printer and 
made arrangements for the post- 
ing of all auction bills in a con- 
spicuous place in his store. This 
pleased the farmers, and the dealer 
made it a point to attend all of 
the auctions for contact purposes 
and to observe who had the cash 
to spend. He followed these pur- 
chasers up later and found that 
many of them proved to be good 





cash-paying customers, in the mar- 
ket for things on which they had 
bid unsuccessfully at the auction. 


* *% 


Poor Pay 


Payment of taxes is one of the 
first duties of a good citizen. Thus 
reasons an Indiana merchant who 
makes it a point to obtain the list 
of delinquent taxpayers from his 
trading area by visiting the county 
court house. When one of the de- 
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Others have used them to advantage 


Why not try them in your own store ? 


linquents asks for credit at the 
store, the dealer either turns him 
down flat or else stalls for time 
to make a careful investigation. 
Nine times out of ten he finds that 





the man who is behind in paying 
his taxes is a bad risk and conse- 
quently he saves thousands of dol- 
lars which might have been lost 
in bad accounts. 


* * 


School Bags 


“Sell the children and you sell 
the parents,” reasons an Iowa 
dealer. In accordance with this 
policy he obtained a large lot of 
inexpensive school bags which he 
distributed to children coming to 
the store accompanied by their 
parents. The bags bore the dealer’s 
firm name and listed several of 
his leading products. The boys 
and girls appreciated such prac- 
tical gifts and their schoolmates 
wanted them too. So they urged 
their parents to trade at the store. 
This advertising stunt paid big 
returns and won good will. 


Making Change 

A hardware firm in the Midd! 
West discovered that customers 
are annoyed by having their 
change thrown down on the coun- 
ter and has instructed all of its 
clerks to place the change in the 
customer's hand, counting it out 
carefully as they did so. The store 
has also adopted the plan of giv- 
ing the customer his merchandise 
hefore asking for payment. 


*% * % 


Collects Tin Foil 


A Pénnsylvania dealer has won 
the hearts of farmers and towns- 
people in his community by col- 
lecting tin foil and delivering it 
to a local hospital which sells the 
product and converts it into cash 
to be used for charity purposes. 
The idea has made coming to the 
store a habit and usually the party 
depositing tin foil makes a pur- 






LEMME HAV 
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chase before leaving. The plan 
has been in operation for several 
years and is considered the firm’s 
best trade builder. 
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AVE just received a copy 
of the radio address by 
the Honorable Albert E. 


Carter of California on wild life 
legislation. This address was given 
on Feb. 6. Much of the mat- 
ter in the following article has 
been taken from this address, as 
it gives many interesting facts that 
conservationists and lovers of wild 
life and hunting would be glad 
to have in permanent form. 

As I review my own contacts 
with conservation, the story is 
quite interesting and sometimes 
amusing. It can now be told be- 
cause I am out of the arms and 
ammunition business, and cannot 
truthfully be accused of having 
any axe to grind. 


Public Has Wrong Idea 


The strange thing about conser- 
vation is the fact that the general 
public are imbued with the idea 
that the arms and ammunition 
manufacturers are just hellbent to 
sell arms and ammunition, regard- 
less of the conservation of game. 
The true facts show that this is not 
the case. There is an Arms and 
Ammunition Institute, composed 
of practically all of the manufac- 
turers in this line. Not only has 
this Institute contributed large 
sums of money for the protection 
and conservation of game, but the 
individual members have also 
made very large contributions. As 
a matter of fact, and I don’t think 
this is generally known, the am- 





Eprror’s Notre: We are advised that 
the game farm of the Sporting Arms 
and Ammunition Manufacturers’ In- 
stitute was discontinued several years 
ago, after having served its very use- 
ful purpose. Since that time members 
of the institute have greatly increased 
their individual conservation activities 
based on the research developed by the 
institute’s activities. Mr. Norvell's 
article gives a proper background of 
wild-life conservation prior to 1935. 
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The Story of 
Wildlife Conservation 


munition institute conducted a reg- 
ular farm, with the object of study- 


ing the life of wild birds. Experts 
in breeding wild birds were in 
charge of this farm. Young men, 
many of them college graduates, 
were given positions at regular 
salaries, to learn the habits and 
care of game birds. In many of 
our agricultural colleges through- 
out the country, there is a depart- 
ment devoted to wild life and its 
conservation. The professors of 
these departments cooperated with 
this farm of the Arms and Am- 
munition Institute. 

In the advertisements of the 
various members of this institute, 
much space is given to conserva- 
tion. At Washington, in the vari- 
ous meetings held in different 
parts of the country, the ammuni- 
tion and arms manufacturers co- 
operate with these activities, 
especially the Biological Survey 
in Washington. These activities, 
strange to say, led to many differ- 
ences of opinion in regard to con- 
servation. Some of the meetings 
I have attended on the subject, 
were not only unharmonious, but 
frequently exciting. Conservation- 
ists of wild life, while very tender- 
hearted toward the birds, seem to 
have lost consideration in some of 
these debates, for the lives of their 
fellow-conservationists. Most of 
these conservationists are ardent 
hunters, and somehow it seems 
that it is a natural thing for a 
hunter to be more in the pug- 
nacious class, than our esteemed 
friend “Caspar Milquetoast.” 

I shall not soon forget this in- 
cident. After a long season de- 
voted to the hatching of the eggs 
and the development of the pheas- 
ants, when we had a beautiful crop 





By SAUNDERS NORVELL 


of pheasants on our Institute farm, 
one fine morning we found that 
some of our neighbors had had 
an eye on this crop. Young pheas- 
ants in good condition are worth 
money. Evidently these neighbors 
came over at night with bags, and 
carried away practically the en- 
tire season’s crop. However, after 
shedding a few tears for the lost 
pheasants, we went to work and 
started all over again. 

We had an expert working for 
us on wild birds. I remember one 
time after attending a meeting at 
the Pennsylvania Hotel, I drove 
this expert down to Bowling Green 
with me in a taxicab. When he 
saw me pay the driver $2.00 for 
the trip, he said he thought that 
was a useless expense, as we could 
have gone down more quickly in 
the subway. My expert on wild 
life was not aware of the fact that 
in the taxicab I had interviewed 
him on the subject of wild life, and 
the life of the quail especially, and 
as a result prepared and sold an 
article that paid for a new suit of 
clothes. 


Habits of Quail 


There are very interesting things 
that can be written about quail. 
What I wanted to know was if 
you started with a pair of quail, 
how many quail would you have 
at the end of the year. I learned 
that you would have from 12 to 
16 young quail. Then I wanted 
to know how far quail flew. Did 
they stay in one place, or did they 
travel around. I learned that quail 
are homeloving birds, and very 
seldom travel far from their origi- 
nal nesting place. I was surprised 
to learn from my expert friend 
that quail will not live on certain 
kinds of ground. In certain states 
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where there are clay deposits, 
quail, even if planted there, will 
not stay. I also found out that 
quail must have a certain amount 
of covered land, or timber, in 
which to exist. Strange to say, if 
quail become too numerous in a 
certain space, they will stop re- 
producing. This probably is sim- 
ply a question of the food supply. 
Therefore, quail seem to be no 
different from mankind. The cele- 
brated historical writer “Henry” 
Thomas Buckle states that civiliza- 
tion in the long run is no more 
than a question of the kind of 
food we eat. 


Good Sportsmen 


On a number of occasions we 
went to Washington to attend 
hearings. At times these hearings 
were loaded with dynamite. How- 
ever, | must say that a number of 
our Senators and Congressmen 
were good sportsmen, and were 
most active and useful in forward- 
ing wild life legislation. One of 
these men was former Senator 
Harry Hawes of Missouri. He has 
written very interesting books on 
hoth hunting and fishing. Senator 
Hawes deserves the credit, when 
there was a hue and cry about five- 
shot automatic or pump guns, for 
suggesting the three-shot gun as a 
compromise. This suggestion led 
to the development of a special 
three-shot automatic which has be- 
come a very popular gun, but very 
few people know that it was 
fathered in its initial stages by 
Senator Hawes. 

Another Senator who was also 
very active in conservation was 
Senator Key Pittman. Of course. 
all of you know about him on ac- 
count of his recent activities in the 
Senate, but as a matter of fact, if 
you wish to know Senator Pittman 
at his best, just get him started 
after a good dinner on some of 
his wild, Western stories. 

In an article such as this a great 
deal must be left unsaid, but just 
in passing I wish to recommend 
the books on wild ducks and other 
wild life written by Dr. Bruette. 
These books not only give clean- 
cut information about these birds, 
but one of Dr. Bruette’s descrip- 
tions about going out after geese 
before sunrise on the Texas coast. 
reads like a poem. What a thrill 
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there must be when lying in your 
cover you hear the honking of 
these great geese as they come 
your way. I wonder how many 
men know that dogs are frequent- 
ly trained to act as decoys for 
ducks and geese. 

From the radio address of the 
Honorable Albert E. Carter, allow 
me to give some excerpts, which 
I am sure will be interesting to 
all lovers of wild life: 

“What might be termed the first 
wildlife legislation in this country 
took effect just 209 years ago. In 
1629 the West India Co. granted 
hunting privileges to persons plant- 
ing colonies in New Netherlands. 
Since that time legislation and legis- 
lators have played an important part 
in the preservation and restoration 
of American wildlife. 

“By 1694 the first closed season 
on game ever known in America 
had been declared in Massachusetts. 
which forbade the killing of deer 
during part of the year. Sixty-six 
years before those who conceived 
this great Nation and declared its 
independence the use of sail or 
blind boats for waterfowl was pro- 
hibited. This was the first legal lim- 
itation of hunting equipments in our 
country. The first American game 
officers were appointed in 1739. 
They were known as ‘deer wardens,’ 
and were the forerunners of our 
modern game wardens. 

“From the very outset of Ameri- 
can wildlife legislation. until a time 
well within the memory of this gen- 
eration, practically all wildlife regu- 
lations dealt with game—and prac- 
tically were ‘prohibitory,’ arbitrarily 
limiting seasons and_ establishing 
bag limits. 


Class Gestures 


“For the most part these early 
regulations and _ restrictions were 
class gestures or anticlass gestures. 
scraps of paper with little or noth- 
ing behind them. Shortly after the 
War between the States. the men 
who loved shooting—and. as we 
said, very little consideration was 
given any form of wildlife other 
than game in those days—began to 
realize that they had a responsibility 
toward that game and that the duty 
of protecting it was theirs. 

“The old principle that wild game 
belonged te the landowners was be- 
ing disregarded, or defied, in most 
instances. A few landowners were 
willing and able to protect their 
game, but many more were not. In 
many of the more thickly populated 
sections of the United States there 


was less game than there is today, 
this despite the fact that the popu- 
lation from 1870 to 1930 increased 
from 13 to the square mile to 41 and 
in numbers from 38% million to 
122,775,046. 

“As the sportsmen realized their 
responsibility, everywhere protective 
organizations mushroomed into be- 
ing almost overnight. This move- 
ment of 60 or 65 years ago is re- 
sponsible in a large degree for our 
modern system of game protection. 


Advanced Laws 


“Once organized these sportsmen 
secured the enforcement of existing 
game laws and the enactment of 
more advanced protective legisla- 
tion. In many cases these organiza- 
tions hired their own game wardens 
and. paid rewards for the conviction 
of those violating the laws. They 
continued in this course of game-law 
enforcement until 1878, when the 
first game commission was estab- 
lished in the United States. 

“What might be termed the cli- 
max of this phase of conservation 
was reached in 1896 when the 
United States Supreme Court rec- 
ognized the principle that the game 
of the country belonged not to the 
landowner, but to the State, held in 
trust for all its citizens; and that 
each and every one of us had an 
equal and undivided interest in it. 

“A gradual trend toward a more 
general program of conservation 
and away from arbitrary restrictions 
began at the turn of this century. 
In 1903, the first National Bird Res- 
ervation was established. The first 
State Refuge and Public Shooting 
Ground for upland game was started 
two years later. In’ succession there 
followed a great list of ‘firsts’—the 
National Game Reservation; the 
first State Game, which initiated the 
public restocking program; the first 
large-scale winter-feeding program 
undertaken by State officers, and 
many others. 

“In 1909 President Theodore 
Roosevelt anounced a policy of pri- 
vate and public responsibility for 
game management, starting a mass 
movement toward not only the pres- 
ervation of all forms of wildlife 
rather than just game, but toward 
the restoration as well of a great 
natural resource. The era of prohi- 
bitions was ended. 

“More and more of the American 
people were beginning to realize the 
importance to this country of its 
wildlife. More and more of those 
vitally concerned with making the 

(Continued on page 112) 
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This wall chart recorded the 
progress of the contest. Each 
salesman was represented by 
a train and the nearness of 
that train to “New York” showed 
how near he was to the com- 
pletion of his sales quota. 


“Honeymoon Express’ Contest 
Increases Sales 30 Per Cent 


Ruttenberg’s of Camden, N. J., stages a 
welcome to a recently married couple 
and makes that welcome pay a profit 


HE Ruttenberg hardware 
store, in Camden, N. J., was 
recently the scene of an un- 


usual sales campaign. While Mel- 
vin Ruttenberg was on a four 


weeks’ honeymoon cruise to South 
America, his brother, Sam, de- 
vised a “Honeymoon Express” 
sales campaign among all the 
store employees., Each employee 


The winning salesmen enjoy luncheon with the returning honeymooners. 
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was given a quota to meet, and 
all who could reach this predeter- 
mined volume, were promised a 
trip to New York to meet the 
honeymooners on their return. 
The employees entered into the 
spirit of the contest with enthu- 
siasm, and the manufacturers co- 
operated by providing special 
displays, demonstrators and even 
awards for the salesmen. 

On the wall over the wrapping 
table, in the center of the store, 
was hung a progress chart about 
6 by 12 ft. in size. Likenesses of 
the bride and groom were dis- 
played at the top on either side of 
the titlke— “Honeymoon Express 
Contest.” Directly beneath were 
six rows showing silhouettes of 
the various cities between Camden 
and New York. On each of the 
rows there was a train bearing 
the head of an appliance sales- 
man, placed to show how near 
each man was to New York. This 
unusual sign drew the attention of 
all the customers to the contest 

(Continued on page 92) 
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OUR FIRST INSPECTION— 


Spark leslineg 


ou have a stake in the quality of LAMSON & 
Vase products—and you are protected from 
the time the raw material arrives at one of our five 
plants until you sell those products across the 
counter. At every step in its manufacture, from 
“spark-testing’’ the steel when it arrives, through 
chemical, metallurgical and physical testing labora- 
tories, LAMSON engineers and inspectors check the 


product again and again and again. These inspec- 


IN MAKING A BOLT 


Tail 


tions are for the prime purpose, of course, of main- 
taining our standards of quality for you, but in 
addition serve to protect our good name. When you 
order bolt and nut products from LAMSON & SESSIONS 
you can be sure you are getting highest quality, 
backed by almost three-quarters of a century of ex- 
perience in bolt manufacture. THE LAMSON & SESSIONS 
co., General Offices, Cleveland, O. Five Plants—at 
Cleveland and Kent, O.; Chicago and Birmingham. 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Modernly Styled Waffle Iron 


A new “Westport” waffle iron has 
been introduced by the General Elec- 
tric Co., Bridgeport, Conn, It has a 


wide tray base and batter-overflow rim, 
and its rounded plain surfaces make for 
easy cleaning and handling. The waffle 
iron is finished in chromeplate with 
ebony-finish Textolite lifting handles. 
A heat indicator shows when batter is 
to be poured. An expanding hinge in- 
sures proper even browning of each 
waffle. Scratch-proof fibre feet prevent 
the marring of table tops. Iron is fur- 
nished with six-foot cord and G-E 
moulded rubber attachment plug. It 
is rated at 660 watts and 115 volts. 
Priced at $5.95. 


Florence Combination Range 


This Dual-Oven range utilizes oil o1 
gas, or both. Two powerful double-ring 
oil burners set in the firebox, four non 
clogging ring-type gas burners in the 


cooking top, two sidewall gas burner 
at the bottom of the oven, and a ga- 
broiler in the top. Maker states a new 
device, placed above the two burners. 
prevents cool air in the firebox from 
reaching cooking top and oven until it 
has been deflected through the burner 
flames. Florence Stove Co., Gardner, 
Vass. 


Alabastine Catalog 


The new catalog issued by the Ala- 
bastine Co., Grand Rapids, Mich., is a 
complete practical handbook with com 
plete information on each line for the 
Alabastine oil paint 


use of agents. 


Wallpaper Remover 


“Wet-It” is a liquid wallpaper re- 
mover that is neutral and will not 
injure varnish or paint. It is applied 


freely to wallpaper with brush or it 
may be sprayed on. While paper is 
still damp it should be rmoved with 
broad knife or scraper. Wet-It Products 
Co., 4158 Grand Ave., Chicago. 


Non-Crumbling Cleaner 


“Clean” is a new product for clean- 
ing pictures, window’ shades, lamp 
shades, wallpaper, California stucco and 
sanded walls, and may be used by chii- 
dren for modeling. It is said to be 
non-crumbling and is kneaded into a 
dough before using. Clean Products 
Co., 815 East Mount St., Columbus, 
Ohio. 


Free Tool Display 


This display together with four 
Estwing steel and leather handle tools 
mounted on a blue and white board is 


furnished dealers ready for use. It may 
be set up in window or counter, either 
flat or at an angle, to suit any space, 
as it is hinged through the center. Two 
unattached tools, a section of the 
handle showing its construction and a 
supply of circulars are included with 
each display. The six tools are the 
fastest sellers in the line. Display is 
free with purchase of the tools. Deal- 
er’s cost, $7.75; retail value, $11.75. 
Estwing Mfg. Co., Rockford, Tl. 


**Staynless” Cartridges 


Winchester has developed Leader 
Staynless .22 rim fire smokeless car- 
tridges. They come in .22 short, .22 
long, and .22 long rifle sizes—the latter 
especially recommended for fine target 
practice and competitive shooting ac- 
curacy, at all indoor and _ outdoor 
ranges, up to and including 200 yards. 
They are packed in attractive new de- 
sign cartons, having the new Win- 
chester combination of colors used for 
metallic cartridges—dark blue, yellow 
and red. Winchester Repeating Arms 
Co., New Haven, Conn. 
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g DOLLAR 
BUSINESS 


You know how important late, 
accurate information is to your 
business. Farm operation re- 
quires it even more, because the 
operator—the farm family—is at 


once capitalist, laborer, finan- 


cier, salesman, purchasing agent, 


and citizen. 


Four-day writer-to-reader service 
was pioneered by Farm Journal 
to meet the needs of today’s farm 
family. Farm Journal gathers and 
interprets all the news that affects 
farming, and delivers it in time to 
be really useful—one full month 
earlier than is possible without 
4.-day writer-to-reader service. 


FARM JOURNAL 


Washington Square, Philadelphia 
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THE NATIONAL NEWS MAGAZINE FOR THE FARM FAMILY 
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It's hardware week every week in farm trade stores. 
Bee: They dv 76% of America’s retail hardware business. 
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Bond Displays 

Two new Bond offers are the No. 
4758 spotlight in a special display 
package No. D-47, and the new No. 
2121 Spreadlight in a special display 
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package, No. D-21. The unique Si-Me 
twin displays furnished free with each 
six lights are colorful and attractive. 
They are hinged in the middle so that 
they may be opened wide to display six 
lights to the front or they swing back 
to display three lights front and three 
lights rear. Another new display is a 
brilliant three-color unit that holds 48 
flashlight cells. It is now standard 
dealer packaging for all Bond Safety 
Seal unit cell flashlight batteries. Bond 
Electric Corp., New Haven, Conn. 





Non-Pickable Lock Cylinder 


The Segal Lock & Hardware Co., 
Inc., 261 Broadway, New York City, has 
announced the perfection of a non-pick- 
able lock which is so constructed as to 
prevent its opening by the use of any 
instrument other than the owner’s key. 
Manufacturer states Underwriters’ Lab- 
oratories has completed tests which 
prove conclusively that this new lock 
cannot be picked. It can be easily in- 
stalled on any lock at present in use 
by merely replacing the cylinder. The 
Segal company, which controls the 
patent throughout the world, is ar- 
ranging to license the pick-proof lock 
to many manufacturers in the hard- 











ware as well as other fields. It would 
be used on automobiles, all types of 
vending machines, bank vaults, filing 
cabinets, burglary alarms, strong boxes, 
desks, all types of furniture where lock- 
ing devices are used as well as on 
treasure boxes. 


Pressure Lubrication 


“Pressure Lubrication Without Spe- 
cial Fittings” is the title of an attractive 
folder illustrating and describing the 
Acco-Morrow pressure lubricator. It 
shows how pressure lubrication is pos- 
sible even with common oil holes and 
without the use of special fittings be- 
cause of the “oilingseal” tip which is 
an integral part of the lubricator. This 
product is made in 10 styles, including 
an oiler type giving pressure of over 
500 pounds and a gun type with pres- 
sure of 1,000 pounds. American Chain 
& Cable Co., Inc., York, Pa. 





Katzinger Catalog 


The Golden Anniversary catalog of 
the Edward Katzinger Co., 1949 North 
Cicero Ave., Chicago, Ill., attractively 
presents Katzinger tinware, Ovenex, A. 
& J. kitchen tools, Ajax strainers, egg- 
beaters and specialties, and Geneva 
Forge cutlery. [Illustrations are half 
page in size and all the items are con- 
cisely and completely described. 





New Door Closer 


“Close-A-Door,” a new product of the 
Gardner Wire Co., 5045 W. Lake St., 
Chicago, Ill., may be used on either 
right or left hand doors and equally 
well on wide or narrow door frames. 
Each “Close-A-Door” comes completely 
mounted on attractively varnished three- 
color display card which holds the in- 
stallation screws as well as complete 
instructions. As an introductory offer, 
this device is being offered in a unit 
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package made up of one working model, 
a three-color counter display card with 
two and one half dozen closers. Each 


closer is made of rugged, sturdy 
cadmium plated and burnished high 
tensile steel. A heavy duty black rub- 
ber roller is used to maintain door con- 
tact. Powerful double torsion spring 
carries unlimited breakage guarantee. 
Approximate over-all size is 4 by 3% 
by 1% in. 


Pressure Cooker 


This new “Model C” has double 
safety valves to prevent automatically 
dangerous pressures. The specially de- 
signed cover cannot be removed until 
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all the steam has been removed, thus 
preventing burning and _ scalding; 
safety valve automatically releases at 
set pressure; a safety-plug opens an 
emergency vent should valve go out of 
order; tilted gage permits easier read- 
ing; Bakelite knobs are not heat con- 
ducting; handles are non-slip. Kettle 
and cover are of heavy cast-aluminum. 
This model is made in 10, 12, 18, 21, 
and 25-quart sizes complete with inset 
pans and wire basket. It is also made 
in a canner, 2l-quart size complete 
with wire basket only. National Pres- 
sure Cooker Co., Eau Claire, Wis. 








Empire Slotted Head Screws 


The Empire brand machine screws, 
stove bolts and sheet metal screws, 
manufactured by the Russell, Burdsall 
& Ward Bolt & Nut Co., Port Chester, 
N. Y., are now made with the Phillips 
Recessed Head in a complete line of 
sizes. The company has taken a license 
under the Phillips Recessed Head 
Screw patents of the American Screw 
Co., Providence, R. I. 


| 





Redesigned Scout Axe 


Streamline design and color are the 
new design features of the Plumb Of- 
ficial Scout Axe. New axe retains the 
Plumb patented Take-Up Wedge. 
Colors are red grip, green stripe and 
stamping. Handle is slimmer with 
graceful scroll end. Head is patterned 
after the woodsman’s type axe and has 
a broad, keen bevel and high-lustre 
finish. Fayette R. Plumb, Inc., Phila- ‘i 
delphia, Pa. 5 


| 


HARDWARE AGE 























aa VN RN 


1.) Bees 








~ Close-A-Door 


A 60 DAY OFFER THAT PACKS 
A MIGHTY SALES WALLOP! 


To introduce 


WH WN 


this new mar- 


vel, we make 
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this big 3 point 
introductory 


| 


unit package 
offer. 


@ A BIG WORKING MODEL 


Gardner wire offers you absolutely free a 
full size, working, demonstrating model. 
This model shows your customer how to 
close doors the quicker, surer way and helps 
you close the sale as well. CLOSE-A-DOOR 
working model is mounted on beautiful 
natural finish wood. Seeing is believing. 


@ POWERFUL COUNTER CARD 


A dramatic 3 color, varnished, counter card 
tells at a glance the whole story of CLOSE- 
A-DOOR. Card proves CLOSE-A-DOOR is 
so simple to install a child can do it. No 
complicated installation. 


© AND 30 CLOSE-A-DOORS : oa: «Unit package 


The new sensation—individually mounted . consists of Free 
on three color varnished display cards com- ; working model 
plete with installation instructions and counter card ane 
screws for attaching. A profit building item \ Zee 21% dozen Close- 
that sells itself. Now for 60 days only—get pi Renny 

. this great introductory package unit. 


Close-A-Door. A new item designed for use on any left or right-hand door or screen door, 
large or small, having wide or narrow frame. It’s the sweetest door closer you have ever seen. 
No door can afford to be without Close-A-Door! Sturdy, single piece, double torsion spring 
which carries an absolute breakage proof guarantee, a heavy duty black rubber roller and 
all metal parts heavily cadmium plated and burnished. Farms, Homes, Offices, Factories, 


Schools, Municipalities — There’s a door for every Close-A-Door. 


4 Profits from a 25¢ Retail Vom 


The above 60-day introductory unit package offer comes as a real opportunity to the Hardware 


| 
| 


Dealer. Close-A-Door is a real leader item. Close-A-Door has unlimited demand — Close-A-Door 
is guaranteed — Get your introductory unit package order in today. To help you, we suggest you 
fill in and mail this coupon at once. Your Jobber will supply you. This is your opportunity to cash 


in on h t-t d profits from a 25c Retail Seller. Unparalleled — a greater value. 
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GARDNER WIRE COMPANY, ese: 
5045 W. LAKE ST. oo MAL 
CHICAGO, ILL. “ 
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Standard Electric Ranges 


These ranges have one-piece acid- 
proof cooking top with four surface 
burners; one-piece porcelain enamel 











lined oven with recessed burners and 
self-contained burners; two utility cab- 
inets. Cooker, clock, light, are optional 
and extra. Standard Electric Mfg. Co., 
1712-1720 N. Twelfth St.. Toledo, Ohio. 


Hotpoint Patriot Washer 


Capacity is 8 lbs. of dry clothes, 17 
gallons of water. Has new type alumi- 
num alloy Thriftivator, 124% in. high, 
which creates a continuous washing 
cycle. Spin basket holds full washer 
tub load and is designed to damp-dry 
clothes. Control levers are on skirt- 
front of washer. Motor is “4 h.p. Gen- 
eral Electric, rubber mounted, and 








58 


sealed in special lubricant. All-rubber, 
water-proof cord is 8% feet long. Car- 
ries one-year-written guarantee against 
defective materials and workmanship. 
Edison General Electric Co., 5600 W. 
Taylor St., Chicago, III. 


Millers Falls Tools 


In its catalog No. 42 the Millers 
Falls Co., Greenfield, Mass., attractively 
presents the numerous tools in the 
Millers Falls and Goodell-Pratt lines. 
The catalog has 240 pages and is 
printed in red and black and has been 
dedicated to the company’s 70th anni- 
versary. To distinguish those tools that 
have newly been added to the lines, a 
red check appears in the margin be- 
side the illustration. All illustrations 
are of an extra-large size and are ac- 
companied by compactly worded de- 
scriptions, Among the items shown in 
the volume are planes, screw drivers. 
drills, scrapers, forged tools, glass 
cutters, hack saw blades and frames. 
grinders, electric tools, precision tools. 
etc. A complete index is contained in 
the rear of the catalog. Red stars indi 
cate those items that are new or addi 
tions to the line. 


All-Angle Flashlight Holder 


This holder rotates, swivels, balances. 
underslings, and clamps on anything 
handy, leaving both hands free while 
directed at 


light remains work. It 





can be used efficiently by mechanics, 
plumbers, electricians, motorists, camp- 
ers, ete. It is particularly adaptable 
for fisherman as the holder can be at- 
tached to the wrist, leaving hands free 
for handling the fishing rod and reel. 
Holder fits all standard two-cell flash- 
lights and holds ‘a light socket also. 
Retail price. 50 Kingadget. 
Woodstock. N.Y. 


cents. 


Wright & Wilhelmy Catalog 

Contains lines of harness, stoves and 
furnaces, house furnishings, sporting 
xoods, cutlery, paints and brushes, auto 
and bicycle supplies, radio and electric 
supplies, roofing, tin plate, sheet steel 
and metal, ete. Catalog is thumb- 
indexed. Wright & Wilhelmy Co.. 
Omaha, Neb. 


Peden Catalog 


No. 42—Shows abrasives, agricul- 
tural implements, builders’ hardware, 
cutlery, electric supplies, heavy hard- 
ware, machine tools, mill supplies, shelf 
hardware, sporting goods, wire products 
and many other lines distributed by 
the Peden Iron & Steel Co. Houston 
Tex. 





Double-Use Hampers 


The Kay double-use steel clothes 
hamper provides a separate compart- 
ment for silks, stockings, and othe: 











items desired to be kept apart. Soiled 
things are removed by opening bottom 
door. Made in two convenient sizes, 36 
by 16 by 11 inches and 42 by 16 by 11 


inches. National Metal-Art Mfg. Co.. 
120-43 Twelfth St., Brooklyn, New 
York. 


Evereraft Gifts 

Two new Evercraft gifts are the 
Double-Decker Hostess Tray and _ the 
Tiffin Toast Rack. The Tray is of 
chrome with a knob of polished grain 
walnut. Lower tray, of 9-inch diameter. 
is highly polished on its topside, with 
contrasting soft dull finish on the 
bottom. Arising from the center of the 
round base is a slender single rod of 
polished chrome which supports a 
second tray, 5% inches in diameter. 
Both trays have raised outside rims. 





The toast rack is eight inches long and 
less than three inches deep and _ will 
hold from 12 to 14 regular-sized pieces 
of toast. Rack is of chrome. Chains at 
either end serve as an ornament and 
also to keep the toast neatly in place. 
The Everedy Co., Frederick, Md. 





HARDWARE AGE 

















BRANDS 


Sun-Red Edge 
AluminA 
(electro-plated 
with zinc) 


Sun-Red Edge Black 
(painted) 


Sun-Red Edge Bronze 


“he 


SOLD TO AND DISTRIBUTED BY RECOGNIZED JOBBERS ONLY 
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WILL SELL MORE 


FOR YOU THAN EVER 
THIS YEAR 


That ‘ed enamel edge on Red Edge Screen Cloth makes it an “old 
friend”’ to customers—because it positively identifies it as the screen 
cloth of extra service and extra satisfaction. It just as positively 
identifies you as the dealer who sold it to them. That means quicker 


sales...and the extra profits that come from repeat business. 


And that red edge is just as effective in making new friends. It 
makes Red Edge Screen Cloth stand out as different. Different 
because of the double protection the :ed enamel edge gives by 
retarding rusting under the nailing strip...guarding against wires 
pulling out along the selvage and reinforcing the firm body of the 
screen cloth. Different because the red edge accurately measure- 
marks the cloth every six inches...saving time and eliminating 
waste. Different because Red Edge is better screen...made of 
better wire, better woven...better inspected. Different because its 
meshes are uniformly square and even...keeping out small insects 


as well as flies. 


Display Red Edge...talk it up as being different...then notice 


the difference it makes in increasing your screen cloth sales and profits. 


WRITE FOR SALES HELPS 


REYNOLDS WIRE CO., DIXON, ILLINOIS 
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Red Jacket Expands Lines 


As part of its 60th anniversary cele- 
bration the Red Jacket Mfg. Co., Daven- 


port, Iowa, has added to its complete 





line of automatic, shallow and deep well 
water systems, hand and _ windmill 
pumps, a full line of water condition- 
ing units including the household size 
zeolite water softeners. The line in- 
cludes 20 models of zeolite water 
softeners ranging in capacity from 
12,000 grains per regeneration to 
96,000 grains and a_ price range 
from $64.00 to $372.00. An attrac- 
tive announcement broadside, No. 601, 
is available to dealers. Also new 
are four “Super Silent” shallow well 
water systems, one model of which is 
illustrated here, completely packaged. 
Rubber suspension eliminates possibility 
of metal contact between pump and 
house piping system. These _ silent 
models are offered in the Warrior Series 
in two models—W-250-T8, a 250-gal. 
per hour pumping unit mounted on an 
8-gal. tank and the W-250-T20 (20-gal. 
tank). In the DeLuxe Oil Lubricated 
Chief Series, with 250-gal. per hour ca- 
pacity, there are two models, O-250-T8 
and O-250-T20, mounted on 8 and 20 
gal. tanks respectively. Information on 
these may be secured from a dealer 
mailing piece, No. 402, and consumer 
mailing piece, No. 401. As sales helps 
for these expanded lines, the company 
has prepared many promotions for both 
the wholesaler and retailer. 


Draper-Maynard Catalog 


The 1938 spring, summer, fall and 
winter line of athletic equipment of 
The Draper-Maynard Co., 400 York St., 
Cincinnati, Ohio, is shown in its new 
catalog. 


Special Duty Dise Sander 


This special duty model “N” disc 
sander has been developed to provide 
a low priced, efficient tool for inter- 





mittent grinding of light welds, for 
sanding in repair work, for smoothing 
fractures in cast metal frames, for 
auto body and fender repair work, and 
for removing stencils and labels from 
barrels and shipping cases. This model 
is 15% in. long and weighs 10% Ibs. 
and sells for $53.00. Skilsaw, Inc., Chi- 
cago, Ill. 


Victor “Tornado” Fan 


Has blade diameter of 20 inches and 
is designed for offices, factories, stores, 
restaurants, etc. Equipped with a 














triple-blade and a super-powered mo- 
tor, this fan produces current just 
above head level. Available as floor 
standard, or with short pedestal for 
counter and wall, or as a ceiling unit 
mounted. Victor Electric Products, 
Inc., Cincinnati, Ohio. 

A new 1938 fan catalog, giving the 
complete specifications of all Victor 
models, has recently been issued by 
Victor Electric Products, Inc. 


New Aluminum Paint 


Waterlox Hades aluminum paint may 
be applied to either hot or cold sur- 
faces by brush or spray. Dipping is 
not recommended. Vehicle used in 
this paint is expressly forntulated for 
metal coating, especially where extreme 
heat is encountered. Manufacturer states 
it will not flake or peel and has ex- 
cellent covering qualities. The paint is 
furnished in double compartment con- 
tainers in several convenient sizes and 
also supplied separately in five-gallon 
cans, 30-gallon drums, and 55-gallon 
drums. Waterlox of Ohio, Inc., 2636 E. 
76th St., Cleveland, Ohio. 


Thermos Brand Gift Item 


The “Hollywood Set” now comes in 
four popular colored-enamel finishes. 
Introduced originally in gray Alumilite, 





it is now offered in pastel shades of 
blue, green, old rose, and ivory. Colors 
are emphasized by black glass tumbler 
top and tray. All sets have the Thermos 
vacuum-glass filler. Retail price is 
$5.95. The American Thermos Bottle 


Co., Norwich, Conn. 


Barn Hardware Catalog 


Starline, Inc., Harvard, Ill., has is- 
sued a new catalog of 288 pages show- 
ing its complete and comprehensive 
line of barn hardware. 


Hy-Grade Hose Gun 


The 1938 Hy-Grade Hoze-Gun has a 
transparent non-inflammable cartridge 
chamber and a nozzle that is non- 
clogging and can be adjusted for a 
fine or course spray. The cartridge is 
always visible, eliminating the possi- 
bility of spraying with a too diluted 
solution as operator can always tell 
when cartridge needs replacement. The 
new-type handle is free from protruding 
parts. Patented shut-off valve operates 
with slight turn of wrist on principle 
of a swivel. Gun is constructed on 
solid brass with chrome finish. Hy- 
Grade Colloidal Insecticide Co., 109 St. 
& Jamaica Ave., Richmond Hill, N. Y 
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INTERNATIONAL TRUCKS 
on Convenient Terms 
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Long, long before the very birth of 


the automotive industry the men who 
laid the foundation of International 
Harvester were selling millions of dol- 
lars’ worth of equipment annually, on 
“time”. Trucks came into the picture 


many years later. 


In the past 30 years tens of thou- 


sands of men have been helped to 










The new 2-ton 


ownership of International Trucks by 
International Harvester’s extension of 


credit. 


Pay CASH on delivery for your 
trucks when you can. and save all 
financing charges, but when cash must 
be conserved see what International’s 
practical time-payment plan can offer 
you. Let [nternational Trucks earn 


their way as you pay. 


INTERNATIONAL HARVESTER COMPANY 


(Incorporated) 


180 North Michigan Avenue 





Chicago, Illinois 


INTERNATIONAL TRUCKS 
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International Model 
D-40 with utility stake body. 
are International Trucks for every hauling need, from ‘2-ton 
light-delivery up to powerful six-wheelers. International deal- 
ers and Company-owned branches are at your service. 





Break-Down of Answers Received to Beaver Dam, Wis., Questionnaire 
Showing the types of purchasers who purchased elsewhere and from whom they purchased 
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2 | 2 

e | 6 
Auto Supplies 15.8 | 46.2 
Groceries 4.9 | 75.0 
Lumber 3.6 | 83.5 
Drugs 14.2 57.2 
Hardware 11.5 | 36.8 
Dry Goods 24.3 | 70.0 
Jewelry 4.9 | 87.5 
Electrical Goods | 11.5 | 36.8 
Electric Refrigerators 2.4 100.0 
Radios 6.1 | 30.0 
Men's Clothing 30.3 | 74.0 | 
Children’s Clothing 33.3 | 69.0 
Women's Clothing 52.7 | 83.3 
Shoes 32.8 | 81.8 
Hosiery 10.3 | 52.9 
Novelties 12.7 | 85.8 
Seeds and Feed 7.3 | 66.6 
Furniture 18.8 | 51.7 
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Where They Go 
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45.6 54. 
80.0 20. 
| 75.0 | 25. 
50.0 | 25. 
30.0 70. 
37.5 | 62. 
75.0 25. 
33.3 | 66. 
100.0 | 
| 33.3 | 66. 
73 4 26. 
60.0 | 40. 
72.3 | 27. 
81.9 | 18. 
60.0 40. 
100.0 
| 55.6 | 44. 
50.0 | 50. 
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© Business and Profes- 
sional Buying Out of Town 


Peddlers 


25.0 


Where They Go 


Where They Go 
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71.5 | 28.5 30.7 | 25.0 | 75.0 
100.0 12.5 100.0 
100.0 16.7 |100.0 oa 
100.0 14.3 —«:100.0 
60.0 | 50.0 | | 36.8 | 43.0 57.0 
77.2 | 22.8 | 25.0 80.0 | 20.0 
100.0 | 42.5 1100.0) 
100.0 42.0 | 25.0 | 75.0 | 
100.0 in we I 
33.3 66.7 40.0 25.0 | 75.0 
100.0 | 42.0 | 56.2 | 43.8 
84.2 15.8 | 47.3 | 61.5 | 38.5 | 
94.5 5.5 38.0 | 70.8 29.2. 
100.0 31.5 | 76.5 | 23.5 |_ 
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How About a Survey of 
Local Buying Habits? 


Merchants of Beaver Dam and Richland 
Center, Wis., develop interesting facts 
as result of investigation of buying 
habits of inhabitants of trading area 


How Do You Regard Service Rendered by Beaver Dam Stores? 


(Percentages) 
Excellent Good 
Farmers 20.6 48.8 
Business and Professional 12.1 43.0 
Factory Workers 5.6 38.9 
Total Groups 12.0 43.0 


Fair 


28.2 
38.0 
50.0 


39.6 


Poor 


2.6 
6.7 


1) 
> 


1) 
_ 


Classified comments on the efficiency of Beaver Dam service 
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SYSTEMATIC analysis ot 
local trade territories is an 
excellent method for mer- 

chants to use in ascertaining just 
how buying trends in their dis- 
tricts affect business in the local 
stores. Such analyses can be made 
by means of cooperative trade sur- 
veys and surveys of this type have 
been conducted in many cities and 
towns throughout the United 
States. 

Interesting and illuminating in- 
vestigations of buying trends were 
recently conducted in two repre- 
sentative municipalities in Wis- 
consin. The first of these was car- 
ried the merchants of 
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Beaver Dam, a small city of 10,- 
recently 
ranked closest to the average 
in a consumer-purchase study 
conducted by the United States 
Department of Agriculture of 19 
representative small cities. The 
other survey was held in Rich- 
land Center, a town of 5000 popu- 
lation. In each instance the inves- 
ligation was sponsored by the 
local chamber of commerce. 

Merchants of Beaver Dam sent 
out 3000 questionnaires through- 
out the entire trading area request- 
ing information as to where people 
purchased merchandise of various 
kinds and their reasons for pur- 
chasing at the various sources. 
Among the local firms which were 
a part of this movement were the 
Zweck-Wollenburg Hardware Co. 
and the Volkmann Hardware Co. 

The survey was of a decidedly 
comprehensive nature and ques- 
tionnaires were sent to city resi- 
dents, factory workers, profession- 
al people and farmers. Those re- 
ceiving the questionnaires were 
not obliged to disclose their iden- 
tities in the replies and this fact 
contributed largely to the fact that 
there was an approximate 30 per 
cent return of filled-in question- 
naires, 

A breaking down of the replies 
received showed that there was a 
high percentage of out-of-town 
purchases of dry goods, clothing 
and shoes, in some instances aver- 
aging 50 per cent or more. Only 
11.5 of those who purchased from 
out-of-town sources, however, went 
to other centers to buy hardware 
ilems. 

Questionnaires showed that of 
this 11.5 per cent, 36.8 per cent 
purchased in other localities while 
63.2 per cent bought from mail 
This conclusively 


order houses. 


Richland Center, Wis., Trade Survey 





Showing the number of persons who purchased elsewhere and 


their reasons for doing it. 
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Auto Supplies 18 21 
Food 18 3 
Lumber 27 
Drugs 6| 12] 15 | 
Hardware 6 e| 2 
Dry Goods 37 64 
Electrical Goods 9 18 | 
Electric Refrigerators 9 | 6 
Radios 3 15 
Men’s Clothing 27 39 
Children’s Clothing | 24 72 
Ladies’ Clothing | 43 114 | 
Shoes 31 | 29 
Hosiery 9 | 27 
Stationery 3 3 | 6 | 
Brushes 6 6 6 | 
Furniture 3 24 
House Furnishings 3 22 | 


demonstrated the fact that the mail 
order houses were the principal 
competitors of the Beaver Dam 
hardware stores. 

Farmers represented 52.7 per 
cent of those who purchased their 
hardware out-of-town and of this 
52.7 per cent, 30 per cent made 
their purchases in other localities 
while 70 per cent patronized the 
mail order firms. Professional 
people patronized local merchants 
largely, only 10.5 per cent of them 
stating that they purchased hard- 
ware outside of Beaver Dam. Fac- 
tory workers to the extent of 36.8 


per cent bought elsewhere. In 


In What Respect Do You Most Often Find Service Unsatisfactory? 


(Percentage) 

Price Quality Selection | Salespeople 
Farmers 25.8 6.5 42.0 25.8 
Business and Professional 7.8 9.1 55.8 27.2 
Factory Workers 21.4 5.9 45.5 7.4 
Total Groups 19.3 7.4 §2.3 20.4 
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Break-down of unsatisfactory features of Beaver Dam service 
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short, farmers constituted the class 
that was least loyal to local mer- 
chants. 

Among the principal reasons 
for out-of-town purchasing were 
the following: lower prices, better 
quality, more special sales, more 
courteous sales people, greater 
variety, newer styles and more 
liberal credit terms. 

Those questioned were about 
equally divided on the question, 
“How do you regard service as 
rendered in Beaver Dam stores?” 
about 50 per cent*answering “ex- 
cellent” while the balance of the 
answers ranged all the way from 
“fair” to “poor.” 

“Is what respect do you most 
often find unsatis- 
factory?” was another question 
which illuminating 
replies. A majority of the answers 
stated that the local selection of 


local service 


developed 


merchandise was not large enough 


and did not include sufficient 
variety. The attitude of local sales 
people was the next largest com- 
plaint and this was followed by 
criticism of high prices and quality 


(Continued on page 102) 


Window Displays That Mean 


FEW short weeks more and 
June will appear over the 
horizon and June, as we 


all know, is the month of wed- 
dings The June wedding repre- 
sents, or should represent, an 
excellent profit for 
hardware dealers throughout the 
Practically every retail 


source of 


country. 
































establishment in the United States 
aims its late May and early June 
advertising at prospective newly- 
weds and the hardware store that 
does not fall in line with the pro- 
cession is missing both sales and 
profits. 

Every wedding means a new 
home and every new home means 
that are newly created sales op- 
portunities for hardware items 
ranging all the way from major 
appliances to kitchen 
And then there is the subject of 
cifts. The average hardware store 
carries any number of articles 
suitable for wedding gifts and the 
best part of it is that they are in 
the nature of essentials that will 


gadgets. 


be prized in any new home. 


you will find, when. the 
sent (OME J, a 
comple selection of GIFTS for 
THI BRIDE 














The window display on _ this 
page illustrates some of the small- 
er articles which will always be 
acceptable to the June bride. 
Lamps, dishes, cutlery, electrical 
merchandise, and radios are all 
found in the hardware store and 
are all excellent for wedding gift 
purposes. 

This display is arranged sym- 
metrically with one side balancing 
the other. The floor lamp and 
the mirror serve to fill in the 
gaps at the end and add finish 
to the display. Smaller items are 
shown on the graduated pedestals 
while sets of various items are 
displayed on the plateau in the 
foreground and on the floor to the 
front. White is the shade invari- 
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ably associated with the June 
bride so it might be well to have 
fixtures and background in white 
with the lettering on the central 
panel in gold or a subdued shade 
of green. 

June ushers in the summer sea- 
son, the months of sunshine and 
parching heat. Anything that con- 
tributes to a person’s comfort dur- 
ing this season is desirable and 
the hardware store carries a num- 
ber of items which are especially 
helpful in giving aid and com- 
fort to the heat sufferers. 

The window on this page was 
especially designed to warn pros- 
pective customers of the impend- 
ing hot weather. It contains a 
number of articles which should 
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aid in counteracting the effect of 
the warm weather and which 
should bring in seasonal profits 
to the hardware dealer. Cocktail 
shakers, glasses, siphons, ice 
cream freezers, food and drink 
containers and electric fans all 
mean coolness and comfort. 

This display is also of the sym- 
metrical balanced types with the 
merchandise being shown on 
pedestals of varying heights, on a 
plateau and on the floor in front 
of the fixtures. The HARDWARE 
AGE interchangeable display fix- 
tures are used in this window as 
well as in the one across the way. 

The matter of color is of decided 
importance with a window of this 
type. Avoid all warm colors such 





WEATHER FORECAST: 


COOL 
COMFORT 














n| Additional Summer Profits 


as red. orange and yellow. It 
would be best to have your dis- 
play fixtures in either cool blues 
or greens. Have the lettering in 
the darkest shade of the color used 
for fixtures. And, if you want to 
inject the idea of approaching 
heat, have the pennant bearing 
the words “heat wave” in red. 
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News of Retailers, Jobbers 
and Manufacturers and 
Salesmen 
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MODERNIZATION AND REPAIR LOANS 
FOR RETAILERS UNDER NEW RULES 


Collateral requirements unchanged despite ru- 
mors to the contrary. Provided through re-enact- 


a ment of FHA law which 


(Washington Bureau 
of Hardware Age) 

Loans to retailers for modern- 
ization, repairs, and other pur- 
poses have been made _ possible 
through broadened RFC powers 
and through re-enactment of the 
Federal Housing Administration 
Jaw which expired on March 31, 
1937. 

Under the new lending powers 
conferred upon RFC, the agency 
is in a position to extend short- 
term credit for re-payment with- 
in five years or and for 
capital expenditures a longer re- 
payment plan is authorized de- 
pending upon the nature of the 
requested loan. Interest rates are 
fixed from time to time by the 
Corporation and are generally 
expected to be around 5 per cent. 

While the amended RFC Act 
provides that loans be made for 
maintaining and promoting the | 
economic stability of the coun- 
try or encouraging the employ- 
ment of labor, the agency ex- 
pects to make loans for these 
purposes: 

(1) Loans for labor and ma- 
terials; (2) Replacement of ob- 
solete or worn out machinery or 
for new additional machinery if 
such purchases are deemed to be 
warranted; (3) New enterprises | 
and for the expansion of existing 
businesses; (4) Construction 
work if sufficient funds are avail- 
able to complete the project and 
to insure continuous operation; 
and (5) To pay existing indebt- 
edness and taxes providing the 
principal amount of the loan will 
not be used for those purposes. 

Loans made by the RFC prior 
to the Glass-Steagall law are due 
to mature by 1945 but that re- 
striction was removed under the 
new authorization. Collateral re- 
quirements, however, remain the 


less; 





same despite widespread reports 
to the contrary. For example, 
the new law requires that all 
loans “shall be, in the opinion 
of the board of directors, of such | 





sound value, or so secured, as 
reasonably to assure retirement 


66 


broadens RFC powers 


mercial and industrial properties | paid in 
| ments. 


are not made by the Government 
but by existing banks and other 
approved lending institutions and 








the loans are insured by the 
| FHA so that losses, if any, in- 
| P 

| curred above the 10 per cent 


FHA insurance are borne by the 





or re-payment.” The loans, the | lending agency. 
law says, should be secured by Unlike the provisions of the old 
collateral of character and | FHA law, loans for the purchase 


amount which, considered in con- 


nection with other factors, such 
as the character and ability of 
the management and prospective 
earnings, will afford reasonable 
assurance of re-payment. 

While no 
that the agency will ease its re- 
quirements beyond its former 
policies in effect since 1932, 
Chairman Jesse Jones insists that 
applicants for small loans actu- 
ally get more consideration than 
do applicants for larger 
the chairman 
figures showing that 


there is 


loans. 
In substantiation, 
has cited 
the average amount of RFC in- 
dustrial loans has been $54,760, 
with 31 per cent of the loans for 
$10,000 or less and 21 per cent 
ranging from $10,000 to $25,000. 

Applications for RFC loans are 
available at the Corporation’s 32 
branch offices. They 
handled directly by Washington 
headquarters but should be re- 


are not 


ferred to the field office serving 
a particular district. 


Under Title I of the revised 
Federal Housing Act, loans for 


modernizing and repairing com 


indication | 


and installation of machinery 
| and equipment are not author- 
ized. However, any repairs, im- 
provements or additions which 
; are physically attached to the 
property come within the mean- 
ing of the act and could be made 
| with an FHA-insured loan. A 
store could be redecorated, en- 
larged, surface in- 


} 


new floor 


cases built in, but display cases 
and other items generally re 
garded as trade fixtures 
not be covered by the loan. 


could 


Other items, all becoming an 


inherent part of the structure 
after completion, considered eli- 
gible include elevators, escala- 
tors, air-conditioning systems 


boilers and other parts of heat 
lighting 
burglar alarms, sprinkler systems 


ing systems, systems, 
and other similar improvements. 

Loans may be made up to $10,- 
000 and re-payment 
spread over a period not to ex- 


The 


permitted finance charge is $5.00 


may be 


ceed five years. maximum 


fur each $100 of the original face 





amount of a one-year note to be 


stalled, wall paneling added, wall | 








equal monthly instal- 
The applicant must be 
either the owner of the property 
or must hold a lease covering 
a period of six months beyond 
the maturity date of the loan. 
More than 7000 lending insti- 
tutions have been authorized to 
make FHA-insured loans since 
the new act was passed in Feb- 
ruary. Under the original act, 
the FHA insured more than 
1,450,000 modernization and re- 
pair loans amounting to over 
$560,000,000, the bulk of which 
covered dwelling repairs. About 
60 per cent of the total dollar 
value of the notes insured was 
for financing additions, altera- 
tions or repairs and the remain- 
ing 40 per cent was for the in- 
stallation of machinery and 
equipment. 


CHAMPION HDW. APPOINTS 
SOUTH-EAST AGENT 


Russell Smith of Atlanta, Ga., 
has been appointed representa- 
tive in the southeastern states 
for The Champion Hardware 
Co., Geneva, Ohio. Mr. Smith 
also represents the McKinney 
Mfg. Co., Pittsburgh, Pa., in that 
territory. 


TEAGEN MANAGES EXPORTS 
FOR UNIVERSAL COOLER 


J. Howard Teagen has been 
appointed export manager of the 
Universal Cooler Corp., Detroit, 
Mich. 


SSS 


TO HOUSE U. S. STEEL'S WORLD’S FAIR EXHIBIT 





This exhibition building of polished stainless steel in the shape of a perfect hemisphere supported 
by external structural members will house the United States Steel Corp.’s display of informa- 


| tive and interesting material built about the theme, “steel thinks ahead.” The building is now 


being erected for the New York World’s Fair of 1939. 
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ORGANIZE NATIONAL GROUP 


TO SUPPORT 


The first step in the creation 
of a national organization to wage 
a campaign of counter-propa- 
ganda against opponents of the 
fair trade acts in force in 42 





INGERSOLL 


WILLIAM H. 


states, was taken recently at a 
meeting in the Hotel Astor, New 
York City, by 300 executives rep- 
resenting manufacturers, distrib- 
utors and retailers from all sec- 
tions of the country. 

The meeting was called by a 
committee headed by 
H. Ingersoll, Ingersoll, Norvell & 
Babson, Inc., New York, and 
former vice-president of the In- 
gersoll Watch Co., to sound out 
sentiment concerning the revival 


of the American Fair Trade 
League. Mr. Ingersoll announced 
that the committee would meet 


to arrange a following date to 
draft a preliminary plan of or- 
ganization. 

The purpose of the proposed 
league is as follows: 

“To awaken interest in and 
favorable reception of fair trade 
practices and the principles and 
practices of retail price mainte- 
nance. 

“To disseminate information 
concerning the economies of fair- 
trade practices and the laws and 
decisions establishing, constru- 
ing, and enforcing the same. 

“To assist by all proper and 
lawful means in the fair and 
vigorous enforcement of existing 
fair trade laws and to prevent 


their violation or circumvention. ' 
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FAIR TRADE ACTS 


“To recommend from time to 
time such changes or amend- 
ments in existing fair trade laws 
as may appear expedient to carry 
into effect the spirit thereof or 
to recommend new legislation for 
like ends.” 

The proposed league will prob- 
ably strive to police the retail 
field by seeking cooperation from 
district attorneys throughout the 
states where fair trade laws are 
in effect, to proceed against vio- 
lators of fair trade contracts un- 
der existing fraud laws. If such 
action is found to be impractica- 
ble, the league will seek to have 
the various fair trade acts 
amended. 

Speakers at the meeting were 


| unanimously in favor of the fair 


trade acts. They differed on what 
the primary purpose of the pro- 


| posed Fair Trade League should 
| be. Some expressed the opinion 


that it should serve as a_ fact 
finding organization while others 
thought that it should devote its 
efforts mainly to educating the 
consumers concerning the neces- 
sity for fair trade acts for the 
benefit of the community as a 


whole. Several of the speakers 
severely criticized the Federal 
Trade Commission, “and other 


high Federal officials,” for their 
antagonistic attitude toward the 
fair-price laws. 

Rowland Jones of Washington, 
urged the organization of the 
league immediately, so that can- 
didates in the spring primary 
elections, and in the fall elec- 
tions, could “be properly told 
the story of fair trade.” He said 
that the Tydings-Miller Act prob- 
ably would not be amended by 
the present Congress, but added 
that “the picture for the Con- 
gress convening in January” was 
not so rosy. 

He told of “a rumor in Wash- 
ington” that President Roosevelt 
was going to send a special mes- 
sage to Congress on the subject 
of monopoly, and pointed out 
that if the President in his mes- 
sage suggested the supplanting 
of all present anti-trust laws by 
a single law, the Tydings-Miller 
law would be eliminated. 

The committee charged with 


organizing the Fair Trade 








| League comprises the following, 
many of whom addressed 
| meeting: 

| Mr. Ingersoll, chairman; Rus- 
sell A. Atkinson, chairman of the 
Associated Electrical Appliance 
Dealers; John W. Dargavel, sec- 
retary of the National Associa- 
tion of Retail Druggists; Charles 
T. Evans, secretary American 
National Retail Jewelers Associa- 


| tion; Albert H. Gregg, president 


of the American Cigarette & 
Cigar Co.; F. J. Griffith, presi- 
dent of the Pennsylvania Drug 
Co. Also William A. Hollings- 
worth, president of the Retail To- 
bacco Dealers of America; Henry 
Hoyns, chairman of Harper & 
Brothers; Stanley Horner, of the 
National Automobile Retail Deal- 
ers Association; John W. Ander- 
son, president of the Anderson 
Co., automobile accessories manu- 
facturers, Gary, Ind.; Edgar S. 
Bellis, president of the New York 
State Pharmaceutical Associa- 
tion; R. D. Keim, vice-president 
of E. R. Squibb & Sons; Frank 
L. Magel, chairman of the Ameri- 
can Booksellers Association; John 
W. Mettler, president of the In- 
terwoven Stocking Co. 
Also E. L. Newcomb, 
president of the National Whole- 
sale Druggists’ Association; J. W. 
Scott, of Grand Rapids, Mich., 
secretary of the Bissell Carpet 
Sweeper Co.; Dr. Lee Galloway, 
who came from Florida to attend 
the meeting; Leavitt Parsons, of 
Boston, publisher of “The New 
England Apothecary”: R. P. 
Fischelis, of Trenton, N. J., di- 
rector of the Research Bureau of 
the New Jersey Pharmaceutical 
Association, and Chrichton 
Clarke, member of committee on 
arrangements and counsel for the 
American Booksellers Assn. 


vice- 








ARTHUR STOCKSTROM 
HEADS AMERICAN 
STOVE CO. 


Arthur Stockstrom, secretary, 
the American Stove Co., St. 
Louis, Mo., has been elected pres- 
ident of that company, succeed- 
ing his father, Louis Stockstrom, 
who was elected chairman of the 
board. George F. Baker was 
elected secretary-treasurer. Vice- 


| presidents reelected were: R. K. 


Clark and A. F. Millikan, Chi- 
cago; I. W. Peffly, New York. 
and S. E. Little, Cleveland. 









the | 


WESTINGHOUSE FORMS 
INDUSTRY DEPARTMENTS 


To serve industry better. the 
Westinghouse Electric & Mfg. 
Co. has announced a realignment 
of the industrial department. 
Three new departments, indus 
trial, resale and industry engi 
neering have been formed to 
meet the changing conditions in 
industrial markets. These will 
be located in the company’s East 
Pittsburgh office. 

The electrification of industries 
such as iron and steel, mining, 
chemical, petroleum and _ public 
works will be served by the in 
dustrial department. C. B. Stain 
back will be manager. The resale 
department will devote its facili 
ties to servicing manufacturers 
whose products incorporate elec 
trical equipment and other sec- 
ondary distribution channels such 
as industrial agents and jobbers 
Such activities as machinery 
electrification, appliance electri 
fication, and construction indus 
tries and contractors will be 
included in the new department 
However, those companies build 
ing equipment for a specific in 
dustry will remain the responsi 
bility of the industrial department 
Bernard Lester is manager. Back 
ing up both departments with 
application engineers, the indus 
try engineering will provide a 
corps of engineers experienced in 
electrical problems of the sev 
eral industries. C. A. Powel 
will be manager of the new de- 
partment which will also embrace 
the activities of the central sta- 
tion engineering department 
previously headed by him. 


" 
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EMMET F. HARDING JOINS' 





JOHN H. GRAHAM & CO., INC. 

Emmet F. Harding became ag- 
sociated with John H. Graham & 
Co., Inc., manufacturers’. direct 
representatives, 113 Chambers 
St., New York City, as of May ]. 
Mr. Harding, who will be lpcated 
on the Pacific Coast for. the 
Graham Company, was for al- 
most 15 years affiliated with 
Henry Disston & Sons, Ine., 
Philadelphia, Pa., saw. manufac- 
turers. In his former connection 
with the Disston company he cov- 
ered various territories including 
the one which he will now han- 





dle for the Graham concern. 





PATMAN ASKS FEDERAL SUBSIDY 
FOR BUSINESS TRAINING COURSES 


Money would go to state universities, high 
schools, and part time schools, for courses 
in retailing, distributing and manufacturing. 


(Washington Bureau 


of HARDWARE AGE) 
A Government subsidy even 
tually amounting to $7,000,000 


a year to State universities, high 
schools and part-time schools for 


courses in business training cov- 
ering retailing, distributing and 
manufacturing subjects is the 
latest proposal dropped in the 
legislative hopper by Wright 
Patman of Texas, co-author of 


the anti-price discrimination law 
and other bills designed to pro- 
tect the independent retailer. 

Courses contemplated under the 
bill, identified H.R. 10280, 
would include advertising, con- 
sumer psychology, window dis- 
play, interior display and ar- 
rangement, stock turn-over, and 
control, distribution cost finding 
and time study, traffic flow, sales- 
manship, installment selling, pur- 
chasing business 
nance and banking and employer- 
employee relationship. 

Its objectives, as listed by Mr. 
Patman, are designed to benefit 
the “small businessmen” to pro- 
mote “greater efficiency, assure 
them a more secure economic 
position, assure the public an in- 
creasingly efficient system of dis- 
tribution, and the consumer as 
low a cost of living as may be 
consistent with 
the producer.” 

The measure provides for co- 
operajive business education work 
between the various State uni- 
versities and the Bureau of For- 
eign and Domestic Commerce; 
for the further development of 
business training among distrib- 
utors, including manufacturers 
and retailers; for Federal aid in 
business research and extension 
work among independent retail- 
ers; for study and research into 
distribution practices; and for 
the training of teachers and the 
payment of salaries in business 
subjects in high schools and part- 
time schools. 

Patterned to a large degree 
after existing laws extending aid 
to agriculture through experi- 
mental | stations, county agents 
and the training of instructors 
for teaching agricultural subjects 
in rural high schools, the Pat- 
man bill would be administered 
something like this: 

The Commerce Department, 
the designated administrative 
agency, would be given $500,000 
the first year plus $100,000 ad- 
ditional each succeeding year un- 
til $1,000,000 was reached for 


as 


economics, fi- 


fair rewards to 
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research, disseminating informa- 
tion and = general supervision. 
Each State would receive $20,600 
the first year and eventually $60,- 
000 annually for maintaining a 
research bureau ia 
State universities, plus $500,000 
the initial year and eventualiv 
$3,000,000 for training and pav- 
ing extension workers among 
small independent businessmen, 
plus another $500,000 the first 
year and eventually $3,000,000 
each year for training and pay 
ing teachers of business and dis 
tributing subjects in high schoots. 

The amounts designated for 
maintenance of university re- 
search bureaus and for training 
and paying extension workers 
would be matched in 
amounts by the States, and Fed- 
eral aid would be apportioned ac- 
cording to the State’s proportion 


equal 


of manufacturing, retailing dis- 
tributors and service outlets com 
pared with the national totals. 

State administrative boards 
would of at least three 
members and would include the 
president, dean of the college of 
business administration, and 
dean of the graduate school of 
the State university. 

$1,200,000 designated for dis- 
tributive trade studies under the 
George-Dean vocational educa- 
tion law would be diverted under 


consist 


Patman’s proposal to his _pro- 
posed business education and 
training plan. 

The bill was referred to the 


House Committee on Interstate 
and Foreign Commerce. 


TORK CLOCK ELECTS 
TWO NEW OFFICERS 


C. J. White was recently elect- 
ed president and A. A. Berard, 
vice-president of The Tork Clock 
Co., Inc., Mt. Vernon, N. Y. Mr. 
White was Pacific Coast repre- 
sentative for the company for 10 
years prior to coming East in 
1933. Mr. Berard is generai sales 
manager of The Ward Leonard 
Electric Co. and takes a prom- 
inent part in MEMA affairs. 


MACKEY IN SOUTHWEST 
FOR WESTINGHOUSE LAMP 


A. E. Snyder, sales manager, 
Westinghouse Lamp Division, re- 
cently announced the appoint- 
ment of George Best Mackey as 
manager, southwestern district, 
Westinghouse Lamp Division, 
with headquarters in St. Louis. 


P SEEK AGENTS FOR 





Mr. Mackey joined what was | 
then known as the Westinghouse 
Lamp Company in January, 1922, 
as junior salesman in Philadel- 
phia. He became Philadelphia 
manager in February, 1929. In 
April, 1935, he was transferred 
to the Executive Sales Office as 
manager of the syndicate depart- 
ment, 


LOCK FIRM TO USE RADIO 
DURING HARDWARE WEEK 


The Master Lock Co., Mil- 
waukee, Wis., has instituted a 
hundred-station radio campaign, 
inspired by National Hardware 
Week. This program to be broad- 
cast, May 9 to 14, will carry only 
incidental reference to the spon- 
sor and will emphasize the inde- 
pendent hardware merchani’s 
neighborly interest, his fair deal- 
ing, dependable products, and 
expert advice. 

Announcements similar to the 
following will be broadcast ove 
more than a 100 stations: “This 
is National Hardware Week 
during which Independent Hard- 
ware Dealers are offering 
unusual It’s a reminder 
that your Independent Hardware 
Merchant always sells quality 
hardware reasonably. His neigh- 
borly interest in your lecality, 
his fair dealing, dependable pro- 
and expert advice- -de- 
serve your patronage. He sells 
reliable merchandise—at prices 
that save you money. This week 

and every week—patronize 
your home-owned hardware store 
for any hardware items vou 
need. Also see the strongest pail- 
locks in the world—built by 
Master Lock Co., sponsors of this 
tribute to your community build- 
er—the Independent Hardware 
Dealer.” 


you 
values. 


ducts 


DORR PUMP LINE 


The Dorr Pump & Manufac- 
turing Co., Whitewater, Wis., 
manufacturer of shallow and 
deep well pumps and water sys- 
tems, would appreciate hearing 
from manufacturers’ agents with 
pump selling experience and 
who are interested in taking on 
the company’s line. 


PATTERSON IN SOUTH 
FOR SCREW FIRM 


William R. Patterson has been 
appointed representative in the 
southern states east of the Mis- 
sissippi for The National Screw 
& Mfg. Co., Cleveland, Ohio. 
Mr. Patterson will cover this 
territory in addition to his former 
territory which included Arkan- 
sas and the city of Memphis, 
Tenn. His headquarters will re- 





main in Memphis. 





SPACE RESERVATIONS FOR 
BUILDERS’ HDW. MEETING 


Reservations for sample rooms 
at the annual meeting of the Na- 
tional Association of Contract 
Builders’ Hardware Distributors, 
Inc., Sept. 20-22, at the William 
Penn Hotel, Pittsburgh, should 
be made directly with R. C. Wil- 
son of the hotel’s staff. The asso- 
ciation plans to fill the Oliver 
Ave. wing of the hotel first, and 
then the center wing as neces- 
sary. 

One day of the meeting has 
been designated as “Architect’s 
Day” when architects and their 
specification men may _ inspect 
and become better acquainted 
with hardware to the mutual 
benefit of all. The association 
will extend invitations and urge 
those gentlemen to participate. 


CARNEGIE APPOINTS NEW 
CINCINNATI MANAGER 


William P. Andrews, has been 
appointed manager of sales for 


the Cincinnati district of the 
Carnegie-Illinois Steel Corp., 
Pittsburgh, Pa. Mr. Andrews 


succeeds the late Lawrence K. 
Slaback and was previously as- 
sistant manager of sales of the 
Chicago district. 

Mr. Andrews has been asso- 
ciated with the United States 
Steel Corp. subsidiaries for 17 
years, beginning as a weighmas- 
ter at the Gary tin mills of the 
former American Sheet & Tin 
Plate Co. He spent two years 
as a sales student, following 
which he was appointed a sales 
representative in the New York 
office. Later he served in the 
same capacity in Chicago and 
Minneapolis and in 1934 was 
appointed assistant manager of 
sales at Chicago. He _ con- 
tinued in the same position from 
the formation of Carnegie-Illi- 
nois in 1936 until his present 
appointment. 


HOME MODERNIZATION 
BOOKLET AVAILABLE 


A new F.H.A. booklet, “The 
ABC of F.H.A.,” is available 
free from the American Radiator 
Co., 40 W. 40th St., New York 
City. It is helpful in explaining 
to prospects and clients the ad- 
vantages of home modernization 
and the operation of Title 1 of 
the F.H.A. The booklet answers 
questions that arise in the home- 
owner’s mind about the National 
Housing Act with special refer- 
ence to the modernization of 
home heating and air condition- 
ing. It tells who may get a mod- 
ernization loan, how such a loan 
is procured, and how much it 
costs. 
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WATER 
COOLERS 


- . FOR QUICK 
SUMMER PROFITS 


* 


The new Cordley Ice 
Coolers offer you the 
complete answer in water 
cooling equipment...the 
most attractive and mod- 
ern coolers on the market 
..areal asset to any place 
of business ...a means of 
creating good will and 
getting new business. 

Best of all, Cordley Coolers are surprisingly low in 
price in addition to being extremely compact, properly 
insulated for efficiency, and easy to service. The stream- 
lined cabinet of the pressure cooler 
(above) has a high gloss, pearl gray 
finish with jet black base and cover, 
chrome plated drain basin and fit- 
tings. Uses either cracked ice or a 
solid block. May we send you speci- 
fications and prices? 


“ BOTTLE COOLERS, zo 


Equally handsome and efficient bottle 

coolers are likewise available; either 

bronze or white finish; black drip 

.| tray and base. Sanitary cooling crock 

; _ holds 1% gallon storage reserve. It’s 
ie the answer to your search for the 
| lowest cost modern water cooler—no 
plumbing, no installation expense. 

Entire cover removes for easy icing. 


CORDLEY & HAYES 


155 Hudson Street * New York City 








Also Electric Coolers—A Complete Line 
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A TRUE STORY OF DISTRIBUTION 
"I want Pol-mer-1k 
Linseed Qi]!’ 


Cz 
< = 






WE GOT this story 
from a retailer in 
Illinois who tested 
Pol-mer-ik selling. 
In no time at all, 
his customers 
wanted Pol-mer-ik 
exclusively. Said 
this dealer, ““You 
cant stop extra value 
in merchandise. It’s a fundamental of all 
selling. Pol-mer-ik naturally wins its way 
in any market, because it’s a better value. 
Pol-mer-ik, at the same price, gives more 
protective value than regular linseed oil.’’ 
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LINS FED OIL 






IN PAINT 

























Give Pol-mer-ik the sales test in your 
store. It’s 100% pure linseed oil — 10% of 
which has been polymerized, kettle- 
cooked to a varnish body. It increases dur- 
ability, gloss, and color. Paints brush bet- 
ter, level better because of it. 


POL-MER-IK in factory-sealed cans in- 
creases linseed oil sales and profits and 
eliminates losses of bulk selling. Its pur- 
ity is guaranteed. 













FOR BEST RESULTS 
RECOMMEND POL-MER-IK 


ARCHER-DANIELS-MIDLAND CO. 


MINNEAPOLIS, MINNESOTA 








WRITE FOR THE FOLDER: The complete 
story of Pol-mer-ik Linseed Oil and the 
value of cooked oil — briefly, clearly told. 













RECOMMEND THE VALUE OF COOKED OIL 
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FIVE WESTINGHOUSE EXECUTIVES 
ARE ASSIGNED TO NEW DUTIES | 


rhree vice-presidents and two 
division managers of the West- 
inghouse Electric & Manufac- 


turing Company have been as- 





RALPH KELLY 


Mr. 
nell University in 1900, became 
special mining engineer to 
George Westinghouse in 1906. 
Until 1915 he was 
with the Westinghouse Machine 
Company, then was appointed 
general manager of the company’s 
stoker department with head- 
quarters in Philadelphia. He was 
elected vice-president in 1934, 
taking charge of the steam and 
stoker departments. 

Mr. Symonds, graduate of 
Stanford University, in 1901, 
joined Westinghouse in 1902. For 
many years he was located in 
the Chicago district and in 1921 
was appointed manager of the 
sales offices there. After his 
election as vice-president in 1932 
he transferred his headquarters 
to Pittsburgh where he has since 


| been located. 


Mr. McCarty, graduate of the 


| University of Tennessee has been 
| in various engineering divisions 


signed new duties in a revised 
schedule, of responsibilities an- | 
nounced by President George H. | 
Bucher. 

Vice-president Ralph Kelly is 
placed in charge of sales of the 
company with headquarters in 
the Pittsburgh executive offices. 
Formerly he was in charge of 
Pittsburgh district works includ- 
ing the headquarters plant at 
East Pittsburgh. | 

Vice-president R. B. Mildon 
assumes management of the East 
Pittsburgh division, coming here 
from Philadelphia where he had | 
charge of the steam and stoker | 
departments with headquarters | 
in the South Philadelphia Works. | 
His new offices will be in East 
Pittsburgh. 

Vice-president N. G. Symonds, | 
long associated with sales oper- | 
ations, will devote his time in the | 
sales department to specific cus- 
tomer activities, association work | 
and special duties as assigned. 

Roy A. McCarty, formerly 
manager of the Small Motor Di- 
vision at Lima, Ohio, was trans- 
ferred to South Philadelphia as 
manager of the steam and stoker 
division, and B. H. Lytle, for- 
merly a division manager in East 
Pittsburgh, goes to Lima as man- 
ager there. 

Mr. Kelly has been with West- 
inghouse since 1909, the year he 
graduated from Harvard Univer- 
sity. For many years he was 
associated with engineering de- 
partments of the company, then, 
in 1930, became manager of the 
Southwestern Sales District. Later 
he came to Pittsburgh as man- 
ager of the sales district here 
and in 1934 was elected vice- 
president. 
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of Westinghouse since 1903. 
Prior to his appointment as man- 
ager of the small motor division 





N. G. SYMONDS 


he was manager of the generator 
division at East Pittsburgh. 
Mr. Lytle, after graduating 
from Carnegie Institute of Tech- 
nology, joined Westinghouse in 
1909. His service with the com- 
pany includes engineering assign- 
ments at East Pittsburgh and 
activities in the Philadel- 
phia office. He has been man- 
ager of the feeder division at 
East Pittsburgh since 1936. 


sales 


LINCOLN ELECTRIC HAS 
AUSTRALIAN PLANT 


J. F. Lincoln, president, The 
Lincoln Electric Co., manufac- 
turer of arc welding equipment, 
Cleveland, Ohio, has announced 
the establishment of a manufac- 
turing subsidiary to be called 


associated | 








the Lincoln Electric Company 
(Australia) Pty., Ltd., at Syd- 
ney, Australia. A suitable fac- 


, . | tory has already been purchased 
Mildon, graduate of Cor-| 3 . P 


and are welding equipment man- 
ufacturing operations will begin 
in a year’s time. 


GRINNELL ELECTRIC MFG. 
BUSINESS DISCONTINUED 


The Automatic Washer Co., 
Newton, Iowa, has acquired the 
trade name, “Laundry Queen” 
from the former Grinnell Elec- 
tric Mfg. Co., Grifnell, Towa, 
and has renamed its washer the 
“Automatic Laundry Queen.” The 
Wind-Power Mfg. Co., Newton, 
has acquired the repair part 
business of the Grinnell com- 
pany and now has a complete 
stock of parts available for the 
Grinnell line of washers. 
BROCHURE ON PLANNING 

ELECTRIC KITCHENS 


The latest volume on 
modern electric kitchen to 
issued by The Modern Kitchen 
Bureau, 420 Lexington Ave., New 
York City, is an attractively illus- 
trated brochure on the planning 


of this room. Many diagrams 
are given as well as color photo- 
graphs showing the planned 


electric kitchen. 


the | 
be | 








ESTABLISH RESEARCH 
BUREAU IN NEW YORK 


Initial plans have been com 
pleted for the establishment of a 
technical and commercial infor- 
mation bureau where executives, 
engineers, designers, production 
managers, writers and others may 
procure without cost technical 
data and literature on materials, 
products and processes, as well 
as technical consultation service. 
The bureau will be located in 
International Building, New York 
City, and is being sponsored by 
Designers for Industry, Inc., 
through its Chicago, Cleveland 
and New York offices. An in 
itial ten-thousand drawer filing 
system is contemplated from 
which trade literature will be 
distributed to persons interested. 
The Bureau will be manned by 
a corps of consultant specialists 
representing the eight major di- 
visions of industry. 


NEW JERSEY FIRM 
WANTS CATALOGS 


Brennan & Donoghue, Inc., 677 
Montgomery St., Jersey City, 
N. J., distributor of hardware, 
industrial and contractors’ sup- 
plies, wishes catalogs and price 
lists from manufacturers. 








MAKER OF STANDARD ELECTRIC RANGES 
ANNOUNCES REORGANIZATION PLANS 


Following acquisition of its as- 
by the Standard Electric 
Manufacturing Corporation, To- 
ledo, Ohio, the 25-year-old Stand- 
ard Electric Stove Company has 
reorganized under the former’s 
name, for the purpose of reha- 
bilitation through a_re-inforced 
capital structure and_ enlarged 
manufacturing facilities. 
According to Joseph W. Rob- 
inson, president of the new cor- 
poration, there have been no 
changes in personnel, the pur- 
pose of the reorganization being 
to enlarge the scope of the com- 
pany’s activities and to improve 
its manufacturing and distribu- 
tion facilities, for better and 
more efficient service to dealers. 
In addition to Mr. Robinson, 
who was associated with the Lib- 
bey Glass Company for nearly 25 
years, during 10 of which he 
served as president, other officers 
of the newly-organized Standard 
Electric Manufacturing Corpora- 
tion include: Jefferson D. Robin- 
son, vice-president, formerly vice- 
president of the Libbey Glass 
Company, with which he was as- 
sociated for 10 years; Charles 
A. Pierson, formerly president of 
the Standard Electric Stove Com- 
pany and connected with them 
for 20 years, who now becomes 


sets 








the new corporation’s vice-presi- 
dent in charge of manufacturing. 
also heading up and organizing 
a new research and development 
department; H. H. Venable, for- 
merly sales manager for the 
Standard Electric Stove Com- 
pany, with which he was con- 
nected for 25 years, now vice- 
president in charge of sales for 
the Range Division of Standard 
Electric Manufacturing Corpora- 
tion, and Ellsworth L. Tait, trea- 
surer, who served the Libbey 
Glass Company as assistant trea- 
surer for 20 years prior to its 
sale to the Owens-Illinois Glass 
Company. 

The corporation plans to en- 
gage in a broader and more ex- 
tensive manufacturing program 
which will include not only an 
improved line of electric ranges 
for both domestic and commer- 
cial use but also a wide variety 
of electrical appliances. 

Complete national distribution 
is expected to be accomplished 
through an enlarged distributor 
and dealer organization, backed 
by dealer helps, and by an ag- 
gressive program of advertising 
and sales promotion. In addi- 
tion, the corporation’s merchan- 
dising plans call for a liberal 
dealer policy. 
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GREENLEE 


scneM DRIVERS 
















Y. mechanic customers 
cannot afford to waste time 
or take chances with screws 
4 of uncertain quality — nor 
can you afford to sell them 
screws that are not first class 
in EVERY respect. 












i Fine quality in Eagle Wood 
§ Screws starts with suitable, 
4 tough metal and continues 
into precision manufacture 
that assures clean slots, uni- The fact that a tool has certain exclusive fea- 
form heads, sharp points and tures is not of great importance to you, unless 
accurately cut threads. They those features add value to the tool and help 


| th + h you sell it. Consider the Greenlee Spiral Screw 
please e customers whose Driver. The first thing anygne will observe 






















trade you want. about it is that the spiral is completely en- 
closed, even when fully extended, as shown to 
» the right. 


This one feature, alone, adds considerable value 


The Eagle Quality Line both from the standpoint of sales and ufility. 


First, it attracts attention because it is different. 


pa — —— hist Second, it makes it easier and more convenient 
Front Door Sets Wood Screws to use, and it adds to the useful life of the tool. 
Store Door Sets Stove Bolts By means of this enclosing sleeve, dust and dirt 
Machine Screws can’t get in, oil can’t get out, and the user can’t 


pinch his fingers. 








There are many other design features incorpo- 
rated in these screw drivers, which help sell 


CO them and help keep them sold. Let us give 
4 ° you the whole story. Just drop us a line and 
es 2cé@ 


mention the name of your jobber. 











| EAGLE R 


CnerTa 


26 Warren Street -- New York 










q Branch Offices: 


521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. G id E E Be LE E | @) O L Cc 8) a 


Works at Terryville, Conn. 


1715 Columbia Ave. Rockford, Illinois 
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SMALL BUSINESSMEN REQUEST 
FORMATION OF ADVISORY COUNCIL 


Organization of advisory group seen as 
step towards parity with “Big Business” 


Bureau 
AGE) 


(Washington 
of HARDWARE 


The 


small businessmen named at the 


committee of so-called 
Washington conference early in 
February has called on Secretary 
of Commerce Roper for the sec 
ond time and reiterated its re- 
quest for the appointment of an 
advisory council of small busi- 
nessmen to give the group parity 
with “big business.” 

The group, including H. D. 
North, of the Ferry Cap & Set 
Screw Co., Cleveland, urged that 


enlarged by not more than 20 
members to make it more repre- 
sentative of both geographical 
and commercial groups of small 
businesses in proceeding with a 
plan to create and organize the 
advisory council. 

Mr. Roper emphasized that he 


18 states included in its 
membership and that active or- 
ganization work is going forward 
in 200 Congressional districts. 


are 


F. H. LAWSON CO. HAS 
PACIFIC REPRESENTATIVE 

Febco Products, The Frederick 
E. Becker Co., 630 N. W. 10th 
Ave., Portland, Ore., has been 


| appointed representative on the 


Pacific Coast for The F. H. Law- 
son Co., Cincinnati, Ohio, whose 


the original committee of 10 be | lines Febco has represented in 


| the 


Pacific Northwest for the 
past four years, maintaining a 
Portland warehouse stock. Febco 
has also acquired for that terri- 


| tory the Cooper Oven Thermom- 


would prefer having no hand in | 


the organization of the council 
and told the delegates that its 
creation was entirely up to them. 
After organization, however, he 


said he would be pleased to meet | 
with the selected representatives | 


and bring to their attention “the 
point of view of the Government 
in matters affecting business” 
and receive from them “the view 
of business on such problems.” 

“It should be 
Mr. Roper explained, “that no 
money is available for this coun- 
cil and that its members will 
naturally be expected to serve 
without compensation.” 

Assuring the delegates that 
“the President and I both en- 
thusiastically approved” the rec- 
ommendations, Mr. Roper warned 
that the most important question 
to be considered is how the coun- 
cil members can be wisely se- 
lected. 

“I hope that all will realize 
that business must have a repre- 
sentative council acceptable to a 
large majority of small business 
or else the general objective 
sought will be defeated.” the 
Secretary asserted. 

Meanwhile, other offsprings of 
the business conference have 
been reporting progress and 
clamoring for recognition—a de- 
velopment which reportedly is 
disturbing Mr. Roper and _ his 
aides no end. Of the more than 
75 groups organized under the 
name of “small business” inter- 
ests, one of the most active has 


been the American Federation 
of Little Business with head- 
quarters in Washington. It 


claims that representatives from 
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eter Co. line made in Pequabuck. 
Conn. 


AUTOMATIC MACHINERY 
FIRM REORGANIZES 


Following the confirmation of 
a plan of reorganization in 77-B 
proceedings by the Hon. C. C. 
Hincks of the United States Dis- 
trict Court in New Haven re 
cently, the Automatic Machinery 
Manufacturing Corporation has 


| been organized to carry out the 


.. | provisions of the plan and suc- 
remembered, 


ceeds to the business and assets 


| of The Automatic Machine Com- 


| 
} 
' 
| 
} 








| pany. 


The plan was developed 


by George L. Sexton, _ presi- 


| dent of the old company, in co- 


operation with the Aetna Indus- 
trial Corporation, nationally 
known industrial engineers of 
New York City. 
dustrial Corporation is headed by 
Walter W. Weismann, president 


and Ben Lauterstein, secretary 
and treasurer. 
Mr. Sexton will remain as 


president and general manager 
of the new organization. It is 
announced also that the active 
personnel of The Automatic Ma- 
chine Company will 
The Aetna Industrial Corpora- 
tion will act in an advisory ca- 
pacity. 

The Automatic Machine Com- 
pany was established in 1896 and 
its early line consisted largely of 
wire-forming machinery. In 1908 
the company was incorporated 
under the laws of the State of 
Connecticut and in 1909 suc- 
ceeded to the business 
Pacific Iron Works, Inc. At that 
time it moved to its present loca- 
tion at 113 East Washington 
Ave., Bridgeport, Conn. The 
company occupies a plant con- 


taining approximately 120,000 
sq. ft. of floor space. 

The company pioneered such 
items as automatic threading 
lathes, diamond boring machines, 
open side shaper-planers, auto- 
matic profilers, hob thread mill- 
ing machines and volumetric rub- 
ber blanking presses. 

The new corporation will fur- 


| ther develop and expand its line 
| of equipment. It is now produc- 
| ing semi-automatic and automatic 


| businesses. 


The Aetna In.- | 


continue. | 


boring machines using diamonds, 
and tantalum- 
carbide, thread hobbing ma- 
chines, hand and automatic pro- 
and 


tungsten-carbide 


filers, hydraulic automatic 
threading lathes, cam milling ma- 
chines of barrel and periphery 
types, variable speed hand mill- 
ing machines, automatic valve 
body and wedge facing machines 
together with open side shaper- 


planers. 


N. Y. HARDWAREMEN HEAR 
TALK ON DISTRIBUTION 


Discussing the system of job- 
ber distribution at the April 19 
meeting of the Hardware Trade 
Association, at the Railroad Ma- 
chinery Club, 30 Church St., 
New York City, Stewart F. 
Heinritz, editor, Purchasing, said 
that in spite of the cries we hear 
as to monopolies, this country is 
still primarily a nation of small 
Declaring that job- 
ber distribution is the answer to 
good buying and good selling, 
Mr. Heinritz outlined the things 
the industrial buyer expects of 
the distributor. Buyers expect 
distributors, he said, to maintain 
adequate stocks, know the lines 
they represent, follow through on 
deliveries, etc., and to stand back 
of the merchandise offered. 

W. W. Edwards, Federal Hard- 
ware Co., New York City, pre- 
sided at the meeting. Plans were 
discussed for a golf party the 
time and place to be announced 
at a later date. 


POT & KETTLERS NAME 
CONVENTION COMMITTEES 

This year the Los Angeles Pot 
and Kettle Club will play host 


at the annual convention of 
the Associated Pot and Ket. 
| tle Clubs’ convention at the 
Santa Barbara Biltmore Ho. 


tel, Santa Barbara, Calif., June 
24-26. Al G. Fischer, J. W. 
Robinson Co., Los Angeles, is in 
charge of reservations, while W. 
| R. Read is general convention 
chairman; A. F. Tengwald, chair- 
man publicity and attendance, 
and T. M. Moroney, Los Angeles, 
publicity committee. Others on 
| the publicity committee are: 0. 
| M. Tucker, Portland, Ore., O. W. 
Watson, Seattle, Wash., George 
G. Foster, San Francisco, and 
Roy Johnson, Oakland, Calif. 

The Santa Barbara Biltmore 
Hotel has made special conces- 
sions to the clubs on rates and 
in addition has given the club 
members the freedom of the 
Coral Casino on mornings. Golf, 
tennis and other sports are on 
the entertainment committee’s 
program. The convention starts 
Friday night, June 24, with a 
dinner. The famous Pot & Kettle 
Club dinner-dance will be held 
the following evening. 





ELECTRIC REFRIGERATOR 
PLAN BOOK 


The national program of the 
refrigerator section of The Mod- 
ern Kitchen Bureau, 420 Lexing- 
ton Ave., New York City, is 
described in an eight-page Plan 
Book, telling of the test cam- 
paigns conducted last fall in 
Dallas, Tex., and Oklahoma City. 
Okla., and how they may be 
adapted for use in other cities. 
Sales helps described in the book 
include a demonstration port- 
folio, a hand-out leaflet, banners 
and posters, a salesman’s guide 
to selling electric refrigeration. 











1937 EXPORTS OF SPORTING GOODS 
GAIN HALF MILLION OVER 1936 


American-made _ athletic and 


| sporting goods are meeting with 


of The | 


increased favor abroad with 1937 
exports running ahead of the 
1936 figure by 45 per cent, ac- 
cording to the Commerce Depart- 
ment’s Bureau of Foreign and 
Commerce. The Bu- 
reau reported exports for 1937 
were valued at $1,723,463 and 
those for 1936 at $1,184,819. 

Ice and roller skates consti- 
tuted the bulk of shipments to 
foreign countries and amounted 


Domestic 


to $362,466 in 1937. Fishing 
tackle and parts excluding reels 
and rods were valued at $343,641. 
Fishing reels exported in 1937 
were valued at $172,649. Other 
exports were fishing rods valued 
at $169,605; footballs, baseballs. 
tennis balls and other balls not 
made of rubber, $104,265; golf 
balls, $196,427. The value of all 
other athletic and sporting goods, 
unclassified but excluding shoes, 
clothing and firearms, amounted 
to $348,314, the report said. 





HARDWARE AGE 





























AME 
TTEES 
‘les Pot 
ay host 
ion of 
4 Ket. 
at the 
e Ho. 
. June 
J. W. 
Ss, is in 
ile W. 
vention 
, chair- 
idance, 
ngeles, 
ers on 
re: QO. 
0. W. 
George 
», and 
lif. 
Itmore 
‘onces- 
*s and 
> club 
f the 
Golf. 
ire on 
Littee’s 
starts 
vith a 
Kettle 
- held 


TOR 


f the 
Mod. 
exing- 
ty, is 
Plan 
cam- 
ll in 
City. 
y be 
cities. 
book 
port- 
nners 
guide 
on. 


936 


shing 
reels 
641. 
1937 
ther 
ilued 
alls. 
- not 
golf 
f all 
sods, 
hoes, 


nted 


GE 














GENTLEMEN 













ROGERS GLUE 
QUALITY AND 
SALES POLICY 





CUT PRICES AND 
CHAIN STORE 
METHODS 


"THE W/NNAH / “ 


ROGERS LIQUID FISH GLUE 
HAS EVERYTHING IT TAKES 


In Rogers Liquid Fish Glue the Independent 
Hardware Retailer has everything he needs 
to lick the competition of price cutters and 
distributors through non-hardware channels. 


Rogers Strength, Economy, and Purity are 
unexcelled. The Rogers Protective 
Sales Policy is square shooting to the 
legitimate hardware trade, and Rogers 
prices and discounts are right. 


Ask your Jobber about Rogers 
Liquid Fish Glue, or, if he does 





not handle it, write us direct. 






NATIONAL HARDWARE WEEK 
MAY 9-14 





ROGERS ISINGLASS & GLUE COMPANY sassachusers 








PHOENIX—All yarn, solid braided construction makes WHALE—For those who want a good, strong line at a low 


Phoenix a superior cord—much stronger than cheaper cords. 


Even when exposed constantly to the elements, 
Phoenix lasts years longer than ordinary clothes 
line. Phoenix is flexible, clean, smooth and weather- 
resisting. Made of yarn—not roving—with no load- 
ing in the center, Phoenix will withstand knotting 
or bending over hooks or pulleys. Its stretch is 
negligible under constant use. 


price, you can honestly recommend Whale Clothes Line. Solidly 
braided, made of cotton yarn, Whale contains 
no roving, “loaded center” or the adulterants 
© frequently found in cheap cord. Whale is priced for 
| rapid turnover. 

We make a variety of other clothes lines to meet 
every requirement for price or quality. Write for 
samples and our free sales booklet, “How To Sell 
Clothes Line,” that will help you increase profits. 











LOTHES. £3 NE 


Samson Cordage Works 
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FAIR TRADE BILL PROPOSED 
FOR DISTRICT OF COLUMBIA 


(Washington Bureau 
of Hardware Age) 

President Roosevelt will be 
given another chance to express 
his views on trade practice legis- 
lation if and when the Palmisano 
bill, which would add the Dis- 
trict of Columbia to the 42 states 
having resale price maintenance 
laws, is passed by Congress. 

If Mr. Roosevelt adheres to his 
former view in condemning such 
legislation as he did when he 
signed the revenue bill last Au- 
gust, to which the Tydings re- 
sale price maintenance law was 
attached as a rider, he can be 
expected to veto the measure. 

Hearings on the bill got 


under way recently after sponsor | 


made an unsuccessful attempt to 
get a favorable report on 
measure from the House District 


Committee without holding pub- | 


lic hearings. But Representatives 
Nichols, Democrat, of Oklahoma, 
and Kennedy, Democrat, of 
Maryland, blocked the action, in- 
sisting that failure to hold hear- 


ings was not an orderly proce- | 
| that the net result of the Palmi- 


dure. 


Kennedy pointed out that the | 


President would veto the bill and 


PNEUMATIC TOOL FIRM 
OPENS PACIFIC OFFICE 
The Independent 
Tool Co., Chicago, IIL, has 


opened a new sales-service branch 
at 6200 E. Slauson Ave., 


be in charge. He started with 
the company 18 years ago as a 


salesman in Pittsburgh, Pa., and | 


for the past 12 years has been a 
general representative in the 
western section of the United 
Mates, 


MISSISSIPPI DEALERS 
MEET MAY 23-25 

The Mississippi Retail Hard- 
ware & Implement Association 
will hold its annual convention, 
May 23-25, 1938 at the Mark- 
ham Hotel, Gulfport, Miss. John 
F. Jennings, P. O. Box 846, 
Jackson, is secretary-treasurer of 
the group. 


MONTREAL AGENT MOVES 
TO NEW HEADQUARTERS 


A. Macfarlane & Co., Ltd., 
Montreal, P. Q., Canada, manu- 
facturers’ agents, recently moved 
to new and more modern quar- 
ters in Suite 1114, Railway Ex- 
change Building, Montreal. The 
Macfarlane organization, of which 
Archie Macfarlane is president, 
represents the Stanley Works and 
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the | 


Pneumatic | 


Les | 
Angeles, Calif. B. J. Herron will | 


| He 











pointed to the Presidential state- 
ment at the time the Tydings bill 
came to his desk. 

“In Baltimore,” Kennedy 
told the House District Commit- 
tee, “prices on certain nationally 
advertised products were 
creased up to 50 per cent. It’s a 


? 


question of whether we want to | 
protect the consuming public or | 


the business man.” 
Representative Dicksen, 
publican, of Illinois, declared the 
Palmisano bill was in the inter- 
est of small independent mer- 
chants who, he said, cannot buy 
certain articles for what chain 
and cooperative groups sell them. 
O. M. Kyle, Washington rep- 


resentative of the Mail Order As- | 


sociation of America, directed 
most of his opposition against 


laws. He told the committee that 
popular-priced down town stores 
in various cities have been com- 
pelled to increase their prices 10 
to 30 per cent where such laws 
are in operation. Kyle forecast 
bill would be “a material 
increase in price.” 


sano 


other well known manufacturers 
of hardware. 

For the past 35 years the Mac- 
farlane company has been _lo- 
cated in the Coristine Building. 


KLUSMEYER JOINS 
KEWASKUM ALUMINUM 
Harry B. Klusmeyer has become 

associated with the Kewaskum 
Aluminum Co., Kewaskum, Wis. 
was formerly 


Stainless Steel Products Co., La 
Grange, Il. 


LAWNER-MARTIN MAKES 
SCIENTIFIK JUICER 


The Lawner-Martin Corp., 535 
Fifth Ave., New York City, has 


acquired the complete manufac- | 
luring, management, and distri- | 
“New Scientifik | 
<r 
Juicer,” formerly owned by the | 


bution of the 


Chalmers - Hamill Corp., New 


York. 


POT AND KETTLE NEWS 


The San Francisco Pot and 
Kettle Club at its April 5th meet- | 
ing enjoyed an interesting talk | 
given by Dayton E. Jones, Cali- 
fornia state director of the CCC. | 


| the United States. 
| located at Los Angeles will carry 


j to 
| territory. 
the activities of retail drug stores | 
under resale price maintenance | 


| mutit Co, 


senior-vice- | 
president and general sales man- } 
ager for the Aluminum Products | 
| Co., and of its subsidiary, the 


| 17-21 
| Canada sailed on the Empress of 


Mr. told the 


Jones 


members | 


about the work which the Civil- | 


ian Conservation Corps is doing. 


George Fong of the Sun Fat Co. | 
was also a guest at the luncheon | 


discussion on the importing busi- 


ness, 


DETROIT REX OPENS 
PACIFIC COAST OFFICE 
The Rex 


Detroit Products 


| meeting and gave an interesting | 


Company, Detroit, Mich., manu- | 


has opened a branch office at 
5905 Pacific Blvd., Huntington 
Park, Calif. This office will 


serve the Southwest section 


ample stocks of solvents, so that 
immediate delivery can be made 
all points throughout 


RED JACKET OBSERVES 
60TH ANNIVERSARY 


| facturer of degreasing machines, | 


Re- | 


| solvents, cleaners and strippers, 


SWISS CO-OPS SHOW 
GAINS IN 1937 
(Washington Bureau 
of HXARDWARE AGE) 

The importance of cooperatives 
in the Swiss economic structure 
is reflected in the annual report 
of the Affiliated Swiss Coopera- 
tives, made available in Switzer- 
land and reported to the Bureau 
of Foreign and Domestic Com. 

merce. 

At the end of 1937 this asso- 
ciation comprised 540 coopera- 
tives with approximately 400,000 
families as members. The com- 
bined turnover of the member 


| cooperatives during the year ap- 


of | 


A warehouse | 


this | 


proximated $46,112,240, an in- 
crease of 6 per cent over the 
preceding year, the report stated. 

During 1937 the Affiliated 
Swiss Cooperatives sold 40,000 
carloads of 10 tons each of vari- 
ous kinds of commodities, no- 
tably foodstuffs, household goods, 


; manufactured articles, and fuel. 


This organization pays 5 per 


| cent interest on the share capi- 


As a fitting program for its | 


in the 
Simonsen, 


60th 
business, F. C. 


anniversary 
vice- 


pump | 


president in charge of sales of | 
the Red Jacket Mfg. Co., Daven- | 


port, Iowa, has announced a sales 


| expansion program that includes 


new products, new merchandis- 


| ing, and new personnel. Thomas 


B. Clark has been appointed 
sales manager of the water con- 
ditioning division. He is a 
graduate chemical engineer, and 
was associated with the Warlo 
Corp., a subsidiary of the Per- 


A. E. Borderud has 


| 
| 
| 
| 
| 


been appointed special sales rep- | 


| resentative for the northwest terri- | 
| tory covering Washington, Oregon, | 


Wyoming, Utah, and Nevada, and | 


will make his headquariers in 
Seattle, Wash. Mr. Borderud was 
formerly associated with _ the 
Crane Co. in Seattle as special 
water system and pump repre 
sentative. 


RICH PUMP & LADDER 
CHANGES NAME 


The Rich Pump & Ladder 


| Mfg. Co., Cincinnati, Ohio, has 


changed its name to the Rich 
Ladder & Mfg. Co. 


AIKENHEAD CO. OFFICIAL 
SAILS FOR EUROPE 


Thomas M. Masson, a director 
of the Aikenhead Hardware Ltd.. 
Temperance St., Toronto, 


Australia, April 24, for En- 
gland. Mr. Masson, who is in 
charge of the tool and mill sup- 
ply division of the company ex- 
pects to spend about a month 
abroad, combining a_ holiday 
with business. 


; sent 


tal and the balance sheet re- 
flects assets and liabilities of ap- 
proximately $5,382,000, it was 
reported. 

The Affiliated Swiss Coopera- 
tives operate their own printing 
shop, an establishment for roast- 
ing coffee, and other similar en- 
terprises as well as several rec- 
reational homes. It is the 
declared purpose of the cooper- 
atives to further as much as pos- 
sible the sale of domestic agri- 
cultural and industrial products 
and to import only such products 
as are not available in Switzer- 
land, according to the report. 


ATKINS CROSSCUT SAW 
IN USE OVER 81 YEARS 


An Atkins V-type crosscut saw 
which has been in active service 
for over 81 years was recently 
to E. C. Atkins and Co., 


Indianapolis, Ind., for re-toothing 


| by its present owner, Irving J. 
| Wasley, 131 Maple St., Bristol, 


Conn. Mr. Wasley purchased 


| the saw from a Civil War vet- 


eran in 1881. The saw carries 


The 8l-year old Atkins 
crosscut saw. 


the name of Atkins Saw Co.. 
Bristol, Conn., which was owned 
by Rollin Atkins, the father of 
the founder of E. C. Atkins & 
Co. 
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OBITUARIES 








FREDERICK MOORE 


Frederick Moore, first vice- 
president, general works man- 
ager, and director of Colt’s Pat- 
ent Fire Arms Co., New Haven, 
Conn., passed away recently at 
the age of 62. Recognized as a 
leading expert on machine guns 
in the United States, Mr. Moore 
worked with the late John M. 
Browning, gun inventor, in the 
development of machine guns 
and automatic pistols. He was 
often consulted by the United 
States War Department and rep- 
resented Colt’s in the presenta- 





tion of machine guns in 
European countries. 

Mr. Moore entered the employ 
of the Colt company as an ap- | 
prentice and worked up through | 
various shop positions until in 
1919 he was made general works 
manager. In 1929 he was elected 
vice-president and in 1934 was 
made a director. He leaves his 
widow and two sons by his first 
Frederick Williams 

Richard Beaumont 


many 


marriage, 
Moore and 


Moore. 


Goodrich organization as a boy 
of 16. He left the company for 
a short time to go with the Peo- 
ples Hard Rubber Co. and the 
Gutta Percha Rubber Co., but 
returned in 1905 and had been 
with Goodrich ever since. His 
widow and a sister survive. 


ALVIN W. ORENDORFF 


Alvin W. Orendorff, associated 
with the Sager Lock Works, 
North Chicago, Ill., passed away 
recently in Pittsburgh, Pa., 
where he was stricken with ap- 
pendicitis while attending a 
meeting of the Pittsburgh Build- 
ers’ Hardware Group and manu- 
facturers’ representatives. 


AUGUST SCHWIEN 


August Schwien, 80, for half 
a century the proprietor of a 
stove and hardware company in 
St. Joseph, Mo., that bears his 
name, passed away April 18. He 
retired from business the first of 


| this year and for several weeks 


previous to his death had been 


| critically ill. 


GEORGE MINER BROCK 

George Miner Brock. 
ated with the Chandler & Barber | 
Co., Boston, Mass., for the past 
35 years, passed away April 8. 
He had been in poor health for 
two or three years and had been 
absent from his desk four weeks 
before he died. His widow sur- 


vives. 


associ- 





WALTER G. BRUEGGEMANN 


Walter G. Brueggemann, 36. 
hardware dealer of Syracuse, 


Neb., passed away recently after 
a lingering illness with a mysteri- 
ous disease. He had been asso- 


ciated with his father, Fred 
Brueggemann, in the hardware 
business. 


WILLIAM S. BRANSFORD 


William S. Bransford, 86, re- 
tired merchant of Nashville, 
Tenn., passed away in that city 
recently. Mr. Bransford had 
long been active in both hard- 
ware and banking circles of 


Nashville. 


CLARENCE E. COOK 


Clarence E. Cook, 58, general 
sales manager of mechanical 
goods, The B. F. Goodrich Co., 
Akron, Ohio, passed away April 
16 after an illness of several 


country as a lad of seven. 





months. Mr. Cook joined the 
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Mr. this 
At the 
age of 18 he was apprenticed in 
the tin trade and a few years 
later entered the employ of 
the Bohler Hardware in St. Jos- 


Schwien came to 


eph. In 1888 he entered business | 


for himself and the August 
Schwien Stove Co. was founded. 





Surviving Mr. Schwien are a | 


son, Victor L. Schwien, associ- 
ated with his father in the busi- 
ness, and four daughters. 


DODGE CORP. FIGURES 
SHOW CONSTRUCTION RISE 


contracts in the 
37 eastern states rose 91 per cent 
during March as compared with 
the preceding month. This gain 
was far greater than the usual 
seasonal increase from February 
to March and was sufficient to 
produce a contract volume but 
little less than the March, 1937, 
total. As reported by F. W. 
Dodge Corporation, the March. 
1938, total of contracts awarded 
amounted to $226,918,000 for all 
classes of construction. This 
amount compares with $118,945,- 
000 for February and $231,246,- 
000 for March of last year. 

The gains reflected in the March 
construction volume were distrib- 
uted among all the major classes 
of building. Residential building, 
amounting to $79,396,000, showed 
a 98 per cent gain over the pre- 


Construction 


—— fa 


| 


ceding month, which is encour- 
aging. Contracts in this class 
of work in January were 54 per 
cent behind January, 1937; Feb- 
ruary contracts were 36 per cent 
behind February, 1937, while 
March contracts were only 12 
per cent behind March of last 
year. Increased F.H.A. mort- 
gage applications and numerous 
planned large-scale housing proj- 
ects have not yet been reflected 
in the contract record, and these 
factors give promise of continued 
rises in contract volume in later 
months. 

Non-residential building, 
amounting to $87,823,000, was 81 
per cent above the February total 
and public works and_ utilities 
with a total of $59,699,000 was 
96 per cent above the total for 
the preceding month. 

Both public and private con- 
struction during March increased 
beyond the usual seasonal pro- 
portions. Public construction 
amounted $94,597,000 for 
March as compared with $51, 
054,000 for February, while pri- 
vate construction totaled $132,- 
321,000 as compared with a Feb- 
ruary total of $67,891,000. 


to 


RETAIL CENSUS DELAYED; 
WILL GET UNDER WAY 
IN JULY 

Plans of the Bureau of Census 
to distribute over a _ million 
questionnaires to retail stores 
during April have been delayed 
and the sample census will not 
get under way until early July, 
according to latest reports from 
the bureau. 

Because of a delay in ironing 
out administrative wrinkles in 
the Philadelphia office, where 
the bureau is required to re- 
cruit its personnel from city re- 
lief rolls, officials have been 
forced advance the mailing 
date. As a result, the retail fig- 
ures for the second quarter of 
1938 will be asked for in addi- 
tion to those in the first quarter. 

The retail census will compile 
for the first time sales and pay- 
roll trends for identical estab- 
slishments covering six consecu- 
tive quarters. 


RUBBERSET CO. OPENS 
ST. LOUIS WAREHOUSE 


The Rubberset Co., 630 Fifth 
Ave., New York City, has 
opened a warehouse at 2118 Pine 
St., St. Louis, Mo., where a com- 
plete stock of Rubberset brushes 
will be carried. This new branch 
will be under the direction of 
Lloyd R. Green who has been 
connected with the company as 
manager of its Pacific Coast di- 
vision. J. L. La Croix will be 
assistant manager in St. Louis. 











1940 CENSUS PLANNED 
BY DISTRICTS 


Laying plans for the 16th De- 
cennial Census to be taken in 
1940, the Bureau of the Census 
has announced its intention of 
setting up “metropolitan dis- 
tricts” where statistics will be 
sought in greater detail and 
variety to permit manufacturers 
and distributors to concentrate 
their promotional activities on 
areas which offer the greatest 
possibilities. 

Such “metropolitan districts” 
were established under the 1930 
population census but were large- 
ly based on population needs and 
consequently com prised large 
centers and the adjacent urban 
areas. Commerce Secretary Roper 
reports that business groups 
throughout the country have 
asked that the scope of such dis- 
tricts be broadened by seeking 
a greater variety of statistics and 
by increasing the number of dis- 
tricts. Reasons cited were that 
such groupings would add to the 
value of the census immeasurably. 

A committee has been desig- 
nated to survey the problem and 
draw up specifications and make 
recommendations. Included are 
Dr. Paul T. Cherington, chair- 
man, New York City, marketing 
and advertising representative; 
T. W. Howard, of the U. S 
Chamber of Commerce, who also 
represents manufacturers, and 
Dr. Ralph J. Watkins, of the 
Bureau of Business Research 
University of Pittsburgh. 

Their job will be to draw up 
a questionnaire in an effort to 
obtain an improved social-eco- 
nomic index of a community, dis- 
tribute the form to trade associa- 
tions, manufacturers, distributors, 
statisticians and others, and hold 
hearings to solicit additional in- 
formation. Secretary Roper hopes 
through these efforts to develop 
a better marketing tool than 
was used in the 1930 census. 


NATIONAL FOREIGN TRADE 
WEEK, MAY 22-28 


National Foreign Trade Week 
will be observed May 22 to 28 
with the participation of such 
local groups as chambers of 
commerce, trade _ associations, 
women’s groups, religious and 
peace associations, public schools. 
port commissions and civic and 
business groups throughout the 
country. The outstanding event 
of the week in New York City 
will be a World Trade Dinner 
on Wednesday, May 25, with a 
nation-wide broadcast. The aims 
of the week are to arouse public 
opinion to the realization that 
our domestic prosperity is depen- 
dent upon larger exports. 
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EDWARD KATZINGER, 
president, Edward Katzinger 
Co., Chicago, Ill, tinware 
manufacturers, celebrates his 
golden anniversary, this year, 
as a kitchenware manufac- 
turer in that city. He founded 
the Katzinger organization in 
1888, at the age of 25, having 
started with a small plant and 
but one employee. In the 
early days of the Katzinger, 
company Mr. Katzinger did 
much of the manufacturing 
himself and much of the sales 
work. In his 59 years as head 
of the Edward Katzinger Co. 
he has seen his enterprise ex- 
pand until now the organiza- 
tion has about 1000 employees. including a sales staff 
which covers major cities throughout the entire country. 
The Katzinger company now operates manufacturing 
plants in Chicago, Baltimore, Los Angeles and Geneva. 
N. Y. as well as a plant at Burnley, England. A variety 
of kitchen tools is made by the A. & J. Kitchen Division 
of the Katzinger company and the Geneva Forge division 
manufactures cutlery. For seven years prior to his found- 
ing of the Edward Katzinger Co. Mr. Katzinger was a 
master mechanic for the William Hart Co., New York 
City, manufacturers. His favorite hobby is traveling and 
he has made extensive trips throughout the United States 
and foreign countries. He has crossed the Atlantic Ocean 
many times and has enjoyed several winters in southern 
California and in Florida. 





EDWARD KATZINGER 
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Hardware Age 
Fifty Year 
Club 


Pee FRANK STROHM is 

See known to several hundred of 
his associates in Belknap Hard- 
ware & Mfg. Co., Louisville, 
Ky., wholesale hardware dis- 
tributors as “Uncle Frank.” 
He is dean of the Belknap 
folks, in years of service, and 
grew from boyhood to man- 
hood in the company. “Uncle 
Frank” joined the company, 
which was then known as W. 
B. Belknap & Co., on Aug. 9, 
1880, at the age of 19. Bel- 
knap’s then occupied a small 
three-story brick building and 
employed but three salesmen. 
In the early days the company 
handled only heavy lines such 
as nails, metal roofing, horse shoes and spikes. In the 
years “Uncle Frank” has been active at Belknap’s the 
company has expanded so that it now employs 260 sales- 
men. Twelve large buildings are occupied and thousands 
of hardware and allied lines are regularly stocked. Mr. 
Strohm’s first position was as porter but he served in that 
capacity so diligently that he was soon made a stock 
taker and subsequently became stock man. For many 
years he has been an important member of the buying 
staff, and is regarded as one of the company’s most use- 
ful and valuable employees. “Uncle Frank” is known 
among his associates as a congenial, lovable and excep- 
tionally pleasant man who continues after all these years 
to be constantly emgrossed in his duties in the buying 
offices. His hobbies are work, more work and long 
hikes, and he enjoys good health. When he celebrated 
his golden anniversary as a Belknap man the company 
presented him with a gold watch and chain. The watch 
bears the inscription, “In appreciation of 50 years of 
Honorable Service—Belknap Hardware & Mfg. Co.,” and 
is one of his most cherished possessions. 


FRANK STROHM 
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10” AND 12” SIZES 
BOTH OSCILLATING 






@ Here’s the fan that sells fast 


and easy. Smart, modern design 





—Victor’s own super-powered 





motor—new quiet blades and 


The "Breeze-Spreaders” Tuggedly built for years of 
A quality line fea- 
turing the exclusive 
“Miracle - Breeze.”’ 


trouble-free performance. A 
real leader for greater fan sales 
— priced to bring in the buyers. 


Ask your jobber—or write for 





_, free catalog now! 
Victor's 
.) “Tornados” 


Both 20° VICTOR ELECTRIC 
models. PRODUCTS, INC. 


786 Reading Road, Cincinnati, Ohio 


Makers of Victor In-Bilt 
Kitchen Ventilators. 


NEW! FREE! 


Illustrates and describes 





complete Vi ine and 
the sensati “Miracle 
Breeze”’— send for your 
copy today! 
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Dr.Seuss 






‘What a load of tacks!”’ 
“Huh? 


roofing cement, a wire brush, tin 


Why 






Didn’t you see me add 











snips, and a slew of nails? 





stop at a box of tacks!” 



































EAST JAFFREY, N.H. 


Copr. 1938 BY W.W. CROSS &CO., INC 


WRITE FOR DETAILS OF DISPLAY STAND OFFER 


ibe, Uniformly Strong 


Not a Cripple mn Ga "Brload 
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BUSINESS! 





Household Accessories 
Among recent price changes reach- 
ing the wholesalers have been a 
1% cent per pound decline on com- 
petitively priced cotton mop heads, 
and a drop of 25 cents per gross in 
quotations on all Ball and Kerr 
fruit jars and caps. Manufacturers 
of staple household metal-wares are 
operating at a rate considerably 
under last spring, with new business 
probably about 40 per cent less. 
Prices on galvanized and enameled 
ware now average about 10 per cent 
lower than a year ago. 

% *% * 

Spring 
change in this line was announced 
on April 12 by the manufacturers, 
revising second quarter prices down- 
ward by about 6 per cent, on stand- 
ard large packages, and on bulk 
cotters. Jobbers report no change 
in their prices on the handy pack- 
ages of 100, or on the small shop 
assortments. 

x x % 
Zine and Zine Products— After 
a brief drop to a new low since 
1935, wholesale slab zine rose 14 cent 
per pound on April 18 to 4% cents. 
E. St. Louis basis. Heavy buying. 
attempted at the low level, met with 
limited acceptance. and orders for 
summer delivery were refused ex- 
cept at the higher level. Rollers of 
sheet and ribbon zinc advanced their 
prices 25 cents per 100 pounds on 

April 23. 

% * * 

Cheney  Flashings — Revere 
Copper & Brass, Inc., sales agent 
for Cheney Flashings, have an- 
nounced a reduction in price from 
43 cents per square foot to 35 cents 
per square foot. as of April 9. 
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Cotters A price 


May 5, 1938 


ADVANCES 


Zine. Zine Products. 


DECLINES 


Competitively Priced Cotton Mop 


Heads. 


Westinghouse Sales—Al- 
though bookings during the first 
quarter of 1938 for Westinghouse 
Electric & Mfg. Co., were 49 per 
cent less than during the first quar- 
ter of 1937, March business showed 
an increase of nearly $4,000,000 
over February. Bookings (incoming 
orders) for the first three months ol 
the year totaled $37,998,569. Dur- 
ing the same period of 1937 they 
were $74,242,584. March, 1938. 
bookings were $15,126,588; Febru- 
ary bookings were $11,439,127. 

* *& 

Steel Production—April steel 
business has been disappointing to 
all producers. having run from 10 
to 25 per cent below that of March. 
depending upon the company and 
the product, says the April 28 iss te 
of The Tron Age. Ingot production 
for the industry as a whole remains 
at the previous week’s average of 
32 per cent, but there have been 
wide fluctuations by districts in line 
with the irregularity of previous 
weeks. The Wheeling-Weirton dis- 
trict leads the country with an aver- 
age rate of 68 per cent, a gain oi 
11 points over last week, brought 
about partly by demands for tin 
plate and sheet bars. In the Chicago 
district there has been a rise of four 
points to 34 per cent, caused chiefly 


Ball, Kerr Fruit Jars and Caps. 
Spring Cotters. Cheney Flashings. 


by the receipt of a few rail orders. 
In other districts production is un- 
changed from the previous week or 
is downward. The Pittsburgh dis- 
trict dropped two points to 26 per 
cent, the Youngstown district seven 
points to 25 per cent and the east- 
ern Pennsylvania area two points 
to 27 per cent. Some mills are run- 
ning their open-hearth furnaces 
alternate weeks, accumulating 
enough ingots during one week to 
carry through the following week. 
This intermittent operation accounts 
in part for district fluctuations. 
* * * 


Agricultural and Garden 
Tools—The slowness of early buy- 
ing has made fill-in orders numerous 
and urgent from all sections, and 
jobbers are feeling much more hope- 
ful of a fairly good total for the 
season as a whole. The mild winter 
has not destroyed grass and hay 
fields to the usual extent. With 
plenty of moisture this spring. 
farmers are looking for a large hay 
crop, and distributors will need to 
watch their stocks of haying tools. 
For the same reason, lawn mower 
sales are starting well, and a good 
season is expected. Government re- 
ports indicate there will be an un- 
usual demand for sprayers and in- 
secticides. The mild winter did not 
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GRIFFIN 


No. 1124 Screen and Storm Window Sets 
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Illustrations HALF SIZE 


One pair No. 724 Cadmium Plated Screen or Storm 
Window Hangers. One 1% Hook and Eye complete with 
screws. Each set packed in an envelope. One dozen sets 


in a box. 
No. 730 Wrought Steel Loose Pin Hinge 


With Button Tip 





Illustration ONE-THIRD SIZE 


Loose pin hinge with button tip. Full surface. Length of 
joint 3 inches. Screw holes of one leaf are countersunk on 
both sides. Packed half dozen pairs in a box with screws. 
Size of screws % x 8. 


No. 1706 Screen and Storm Window Sets 





Illustrations HALF SIZE 


One pair 2 x 2 No. 706 Cadmium Plated Loose Joint 
Butts with Brass Pins, one 1'2 Hook and Eye. Complete 
with screws—each set packed in an envelope, one dozen 
sets in a box. Specify right or left hand. 


SEND FOR CATALOG DESCRIPTIVE OF FULL LINE 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 


BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 
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Camp-N-Quipment 


Most every motorist is a prospect for TUCKER’S 
CANDID CAMPERS—this ingenious folding furni- 
ture so light in weight, substantial in build, compact 
and handy in carrying and durable in use. Sell the 
idea of “Keep a Cot in your Car” for that outing trip 
and other sport activities. 

TUCKER'S folding furniture for camping includes 
cots, pads, chairs of various kinds, stools, tents, tables, 
etc. It has proved to be the old reliable for more 
than 25 years. It will pay you too, to push this Peer- 


- FISH-N-FLOAT 


This new and now 
“standard equipment’ for 
fishermen has been going places, 
since it was recently ‘ntroduced, 
because it permits fishermen to go 
places in deep water to catch the big 
fellows. One may now fish as he 
#8 floats, without bothering about a 
“ boat. 

The FISH-N-FLOAT has a 6.00 x 16 inner tube vermanently in- 
stalled or may be had with zipper or lace on cover for easy re- 
moval so one may furnish own tube. Straps attached for carrying. 
This device is nationally advertised. Free folders for your own 
distribution available. 









Sell This New, Improved 


Beach Back 


You can sell plenty of 
these new Beach Backs! 
Useful, not only on the 
Beach, but elsewhere. For 
example---for those rest- 
ing between sets of ten- 
nis, on lawns, ete., as 
well as in hospitals for 
the convalescents. Ad- 
justable to four positions. 
Frame in natural finish, 
or in colors ; striped { 
cover to match, withcan- ©& 
vas apron 12 
inches long to 
protect clothes 
from soiling. 


Get a HUNK of 
The Folding Furniture Business 

















Many sporting goods dealers art selling other of the TUCKER 
Peerless Folding Furniture in addition to camping equipment. 
This colorful and comfortable furniture is used on porches, lawns, 
beaches, boats, hotels, resorts and elsewhere. There is not only 
a ready sale but volume sale, since this furniture is usually bought 


in sets. You stili have time to push this line for summer. 
UNDER COVER! 
For tents—for sport, play, work, living and other use write 
TUCKER, THE TENTMAKER. Here are tents of all kinds from 
a pup to a circus tent- in stock or TUCKER-MADE to order 
Send for tent price list! 
Procure our 1938 catalog Samples sent responsible 
(if you haven’t a copy). firms to be returned or 
Please address Dept. D-86. kept as part of order. 


TUCKER DUCK 
& RUBBER CO. 


Dept. 


Fort Smith, Arkansas 









destroy the insect larvae. Whole- 
salers report that future orders for 
axes are coming in much better than 
expected, since fall prices were 
announced. 
* * oa 

Plumbing and Heating—The 
estimated 1938 volume of plumbing 
and heating sales will exceed that 
for 1936, although it will be below 
the 1937 level, if judged by sales 
reports for the first quarter received 
from 263 wholesalers in 17 middle 
western states. Sales for the first 
quarter were 24.2 per cent less than 
the corresponding period last year, 
with the sharpest decline in large 
industrial centers. 

* * € 

Retailing in April —¥From 
practically every quarter, April re- 
ports show wholesale and retail sell- 


ing is substantially below a year 
ago, and continuing there. April is 
reported by leading mail order com- 
panies to be running between 10 and 
11 per cent behind last April. There 
was a drop in department store 
business after Easter, and sales have 
been strikingly less in the steel and 
auto producing sections, with the 
agricultural regions less affected. 
Dun’s latest weekly estimate put 
retail sales volume in the _post- 
Easter week at only 2 to 8 per cent 
under the corresponding 1937 figure, 
and stated that wholesale buying 
gained slightly, with merchants re- 


plenishing their very moderate 
stocks of goods. 
* * * 


Commodity Prices—The aver- 
age of wholesale commodity prices 


in the week ended April 16 showed 


an advance of one-tenth of one per 
cent, bringing the Bureau of Labor 
Statistics index to 78.6 per cent of 
the 1926 “par” of 100. This is the 
first time in six weeks that this in- 
dex has shown an advance. The 
index, however, is still 1.1 per cent 
below the like week of March and 
10.3 per cent below a year ago. 
2 & = 


Crop Outlook—Recent heavy 
rains, following above-normal mois- 
ture in March, have brought the 
prospect for one of the largest U. S. 
wheat crops ever harvested. With 
continuing favorable weather, the 
final returns might reach the 952,- 
000,000 bushel yield of 1919. In- 
formation from Texas and Okla- 
homa indicates the damage to winter 
wheat from the early April cold 
wave was less than expected, and 








INDEPENDENT HARDWARE DEALERS’ SALES 


March, 1938 





Number 


Sales Reported 


of Percentage Change 


Number of Firms Showing 
Change in Sales 











States by Regions Firms From From Thousands of Dollars From Mar., 1937 From Feb., 1938 
Report- Mar. Feb. Mar. Mar. Feb. In- De- Lessthan In- De- Less than 
ing 1937 1938 1938 1937 1938 crease crease 1% change crease crease 1 %o change 
East North Central 476 — 7.1 +57.3 2290.7 2465.7 1456.7 226 240 10 449 24 3 
Illinois 145 — 0.6 +59.2 657.3 661.4 413.0 82 59 4 135 7 3 
Indiana 55 —20.1 +46.9 263.7 330.2 1795 20 34 1 51 4 0 
Ohio 149 —12.9 +46.7 803.2 922.0 5476 64 81 4 144 5 0 
Wisconsin 127 + 2.6 +789 5665 552.1 3166 60 66 1 119 8 0 
West North Central 295 + 15 +708 840.0 827.6 491.7 160 127 8 270 24 1 
IE iyi nc cs. - 80 +4120 4778 3191 2850 1795 50 29 1 = 0 
Kansas 80 —11.4 +72.7 193.1 2179 41118 33 43 4 71 9 0 
Missouri 86 +14.1 +73.1 248.8 218.0 143.7 62 21 3 83 3 0 
Nebraska 49 —26.0 +39.3 79.0 106.7 56.7 15 34 0 43 5 1 
South Atlantic A —21.2 +18.6 240.7 305.5 203.0 +’ SS 0 37 7 0 
Georgia 27 —25.2 +15.2 128.3 171.5 111.4 3 24 0 22 5 0 
South Carolina 17 —16.1 +22.7 112.4 134.0 91.6 4 13 0 15 2 0 
East South Central 26 —25.9 + 8.9 105.3 142.1 96.7 7 #19 0 19 7 0 
Alabama 26 —25.9 + 89 105.3, 142.1 96.7 7 19 0 19 7 0 
West South Central 134 — 44 +27.2 804.4 8418 6323 82 48 4 117 17 0 
Arkansas 26 +16.3 +418 110.5 95.0 77.9 20 5 1 25 1 0 
Oklahoma 35 —10.9 +29.0 317.7 3565 2462 22 12 1 32 3 0 
Texas 73 — 3.6 +22.1 376.2 390.3 308.2 40 31 2 60 13 0 
Mountain 102 —25.2 +368 475.9 636.4 3478 23 79 0 85 16 1 
Arizona 10 —20.4 +28.2 84.5 106.2 65.9 1 9 0 9 1 0 
Colorado 30 —29.3 +24.1 94.6 133.8 76.2 5 25 0 19 10 1 
Idaho 25 —33.7 +32.0 126.9 191.3 96.1 _ 0 23 2 0 
Montana 21 —14.1 +81.6 75.2 87.5 41.4 7 14 0 20 1 0 
New Mexico 5 —35.9 +29.6 37.2 58.0 28.7 2 3 0 5 0 0 
Wyoming 5 +62.6 +73.8 22.6 13.9 13.0 4 1 0 5 0 0 
Pacific 290 —20.6 +23.55 1445.4 1821.0 1170.7 72 213 5 249 33 8 
California 214 —19.6 +204 1121.1 1394.0 931.2 56 153 5 179 28 7 
Oregon ; 34 —32.4 +308 165.1 244.2 126.2 4 30 0 30 3 1 
Washington 42 —12.9 +40.5 159.2 1828 1133 12 30 0 40 2 0 
TOTAL 1367 —11.9 +41.0 6202.4 7040.1 4398.9 577 763 27 1226 128 13 
Total adjusted for the num- 
ber of working days 
Per cent ; . 100.0 42.2 558 2.0 89.7 9.4 0.9 
Chicago 18 +13.1 +40.6 50.2 44.4 37 «4618 4 1 18 0 0 
Los Angeles 39 —24.4 +20.2 246.6 326.1 205.2 t & 0 35 3 1 
St. Louis 21 — 88 +37.3 32.0 35.1 23.3 10 9 2 20 1 0 
San Francisco 100 =—21.1 + 85 82.8 104.9 76.3 1 9 0 8 2 0 





Compiled by U. S. Department of Commerce. 
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“aCME” Ball Bearing Casters roll silently, easily, smoothly in any 
direction. They not only protect all types of floor coverings, but they 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


““ACMES” are a source of continual profit . . . a small item that de- 
velops mass sales. Show the customer how “acmes” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 




















THE ScHATZ MANUFACTURING Co. 


ee : : ” POUGHKEEPSIE. N.Y 
JEON) BALL BEARING 
AY SPSS 








with the general betterment in other 
states, the Department of Agricul- 
ture believes the May 1 estimate on 
the winter wheat crop may recover 
to around 750,000,000 bushels. Last 
year’s harvest was 685,000,000 
bushels. Seeding of spring wheat in 
the northwest has been completed, 
and in many sections field work was 
finished about two weeks ahead of 
last year, giving the crop a better 
chance of escaping rust damage. 
Seeding of oats and barley also has 
been practically finished. 
*& * * 

Building Gains — Construc- 
tion contracts in the 37 eastern 
states rose 91 per cent during 
March, compared with February. 
far greater than the usual seasonal 
increase, and sufficient to produce 
a volume but little less than in 
March, 1937. As’ reported by F. W. 
Dodge Corp., the March gains were 
distributed among all the major 
classes of building. Residential 
building in March showed a 98 per 
cent gain over February, ‘while 
March contracts were only 12 per 
cent behind March of last year. In- 
creased F.H.A. mortgage appliea- 
tions and numerous planned large- 
scale housing projects have not yet 
been reflected in the contract record, 
and these factors give promise of 
continued rises in contract volume 
in later months. March non-resi- 
dential building contracts were 81 
per cent above the February total, 
and public works and utilities were 
96 per cent above the preceding 
month. Both public and _ private 
construction during March _ in- 
creased beyond the usual seasonal 
proportions. 

* * *% 

Freight Traffic—Carloadings 
in the week of April 16, despite a 
rise of about 3 per cent from 
the week previous, were about 28 
per cent under the relative 1937 
showing. The total was 537,585 
cars, the lowest for any correspond- 
ing April week since 1933. Mis- 
cellaneous freight registered a fair 
gain over the preceding week. but 
showed a severe decline from last 
year. Less than carlot merchandise, 
coal, forest products and ore also 
fell off notably from 1937. Loadings 
so far this year have totaled 8,217,- 
790 cars, compared with 10,642,903 
last year. 

* * * 

Electricity Output—Produc- 
tion of electricity by the light and 
power industry in the United States 
declined contraseasonally in the 
week ended April 16, to a total of 
1,957.573.000 kilowatt hours. This 
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was 9.9 per cent less than the pro- 
duction reported for the correspond 
ing week of last year. 

* * * 


Employment—The Secretary 
of Labor reports that 50,000 fewer 
workers were employed in March 
than in February, and that there 
were about 2,450,000 more out of 
work in March than in the same 
1937 month. One favorable phase 
of the situation reported was the 
fact that building material indus- 
tries had picked up somewhat, and 
that weekly factory payrolls had 
shown a gain. 

* * * 

Living Costs—The living 
costs of U. S. wage earners aver- 
aged the same in March as in Feb- 
ruary, the increase in the cost of 
food and “sundries” being offset by 
decreases in the costs of rents, cloth- 
ing and fuel. The cost of living in 
March was 1.4 per cent lower than 
in March, 1937, and 12.6 per cent 
lower than in March, 1929, but 20.9 
per cent higher than during the low 


point of 1933. The purchasing value 
of the dollar was 115.3 cents in 
March, as compared with 113.8 
cents in March, 1937, and 100 cents 
in 1933. 


* * * 


Favorable Foreign Trade Bai- 
ance—The United States held a fa- 
vorable world trade balance of more 
than $102,000,000 during March, 
according to the Department of 
Commerce. Exports during March 
totaled $275,711,000, an increase of 
5 per cent over February and 7 
per cent over March, 1937. Imports 
totaled $173,405,000, an increase of 
6 per cent over February, but a 
drop of 44 per cent below March, 
1937. Among the exports that 
served to raise the March total were 
cotton textiles, lumber. paper manu- 
factures, crude petroleum, iron. and 
steel products, electrical apparatus 
and aircraft. Exports of agricul- 
tural products as a group were 
smaller in March than in February, 
although grain shipments showed 
marked gains over a year ago. 





Selling To Married Women 


HEN a merchant sells to a 

married woman and charges 
the transaction to her husband’s ac- 
count, he had better be very sure 
of his ground. Under some cir- 
cumstances he may be unable to 
collect from the husband as a recent 
New York case suggests. 

In New York recently a married 
woman incurred a bill for what 
were unquestionably “necessaries” 

medical and hospital treatment 
for herself. As she was unable to 
pay, the hospital sudd her husband, 
but could not collect. This was 
solely because the wife had left her 
husband without justification and 
was living apart from him. Discuss- 
ing this question of the hushand’s 
liability for the wife’s support, the 
New York court said: 

“Where the husband and wife are 
living together, and the wife pro- 
cures necessaries, it has long been 
held that in procuring them she has 
acted as the agent of the husband, 
the necessaries in question being 
charged to him, and the husband is 
liable therefor. Their living together 
is one of the essential grounds of 
such agency. 

“If the wife abandon a home 
provided by the husband and lives 
apart. the agency is no longer pre- 
sumed. While the wife continues to 
live apart without legal cause for 


separation, her agency to bind her 
husband for necessaries is sus- 
pended.” 

One of the factors in this par- 
ticular case was the fact that the 
hospital in the first instance sub- 
mitted bills made out in the name of 
the wife as debtor. 

Where a husband and wife are 
living together, and it has been the 
practice for the wife to- buy for 
personal and family needs and 
charge her purchases to the hus- 
band’s account, the merchant who 
sells to her under these conditions 
runs no great risk of being unable 
to collect from the husband. 

Where husband and wife are liv- 
ing apart, however, the merchant 
has no means of knowing whether 
she was justified in leaving her 
husband and hence is in no position 
to determine whether the husband 
can be held legally and financially 
liable for goods sold to the wife. 
even though they be_ necessaries. 
Where a woman estranged from her 
husband buys on her own credit and 
has personal means, the merchant 
who sells to her is justified in deal- 
ing with her as he would with any 
other credit customer; but where 
such a woman wants to buy mer- 
chandise and charge it to her hus- 
band, the collectibility of the ac- 
count is doubtful at best. 
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THESE TWELVE ITEMS 
NOW IN Se CONSUMER 


a's oat BRIGHT WIRE GOODS 


Be he IN 5: CONSUMER PACKAGES 















NO GUESS WORK—EACH SALE BRINGS 
YOU A DEFINITELY-KNOWN PROFIT! 


Instead of “hoping” for a profit (and then wondering whether 
you make it or not), as is the case with bulk selling, you 
KNOW that you make a fixed liberal profit on every sale by 
retailing Bright Wire Goods in the new Androck 5¢ consumer packages. 
These colorful, compact, easy-to-handle, easy-to-display, easy-to-sell 5¢ pack- 
ages lift Bright Wire Goods right out of the “Cracker Barrel” stage. Get 
EASY TO BUY AND the complete story today from your jobber—or write our nearest office! 

SELL AT A“Fixed” PROFIT Tie-in with National Hardware Week—May 9-14—for greater sales and profits\ 
Liberal quantity of each 


Bright Wire Goods item 
packed in its own colorful 


5c consumer package. Re- [LET PROSPECTS SELL THEMSELVES 


packed two dozen to attrac- 























tive shelf storage carton. with this : . : 
ia ah eye-arresting, all-metal, self-vending 
e—") peg eo oo counter display. Loads easily. Prospects sell them- 
Mine No selves, help themselves. Place one beside your cash 


display—boosts sales. . : . 
guessing—you KNOW you register—watch the sales ring up. Ask for details on 


make a fixed, liberal profit Deal No. 1140, which includes display. 


eX on every sale! 
m, | 








Order from end-/-Pa 
YOUR JOBBER 






THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, 





Better Products + Better Packages 
=hellee Veofis 


JEWEL 
FLOOR SANDING SHEETS 
come to you pre-cut to fit every “READY-PACK” 


: : : A sales-making counter display for 12 packs 
floor sanding machine. The tedi- each of 20 assorted Jewel Flint sheets. 



























ous job of cutting to a pattern is 


all done at the factory—more pre- 





JEWEL cisely than possible by hand. Men 


BENCH STONES who do floor surfacing will be 


Jewel Bench Stones are made of either alumi- quick to realize the time and labor 





num oxide or silicon carbide, in both single saving advantages of Jewel readv- 
and combination stones. Available oil filled at . 
the factory and specially wrapped for clean to-use sheets. Available in two 


SHELF BOX 
Cover stays on to keep contents clean, yet 


unapproached prospects for Jewel Abrasives! new folder that tells the correct single sheets pull out easily. 9” x 11 ’ sheets cf 


both Jewel Flint and Jewel Emery are packed 


handling in your store. Every tool user has a use 


for one of these stones. Most home owners are abrasives and all grits. Send for 


this handy way. 


Other Jewel molded abrasives include sheet for every machine; the right 
Grinding Wheels in tool room sizes up to a ; 

* SOF é P P o > sk your jobber or write direct for information o1 

8” x 1”, and Shaped Stones in square. trian- grit for every job. Write today! our Complete Line of Coated and Molded Abrasives 


gular, round, half round and taper round 
shapes for die and tool work. Both Wheels and 


Stones are made in a complete assortment of ‘ oy 
sizes and grits. Wheels are packed in attractive A = D U C TS 


individual cartons, labeled for quick selection. 
JEWELOX @ JEWEL EMERY © JEWEL GARNET nT ia JEWELITE © JEWEL FLINT @© NEW PROCESS 
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Balanced Federal Budget First Step 
Toward Raised Standard of Living 


Would Also Reduce Burden of 
Government Debt and Taxes 


r YHERE is one very definite 
way to raise the standard of 
living in America. That is 

to reduce the burden of govern- 

ment debt and government taxes. 

The first step is to balance the 

Federal budget. 

Let’s see why a balanced budget 
is a vital matter. A government 
has so much income. It appor- 
tions this income to various ex- 
penditures. In advance it works 
out a plan to fit these expenditures 
to its income. This is the budget. 
If the expenditures are larger 
than the income, there is a deficit. 
The budget is not balanced. The 
government goes into debt. 

Consider how it works in the 
case of an individual. In every 
community there are a few men 
who spend more than they earn. 
They live beyond their incomes. 
They lose their standing in the 
community. They lose their credit 
rating in business. They begin to 
borrow from their friends. The 
end is trouble. 


Two Differences 


A government is on the same 
primrose path when it spends 
more than it takes in. But the 
likeness does not hold true in two 
respects. One is that a govern- 
ment gets into trouble with its 
budget far more easily than a 
person. There are many reasons 
for this. A government can bor- 
row more easily than an individ- 
ual. It has the nation’s assets as 
security. It can nearly always, 
for a time, create easy credit con- 
ditions for itself. The effects of 
government deficits are not im- 
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mediately apparent. They appear 
first merely as loans. Again, 
there is almost no check on a 
government’s use of money. Gov- 
ernment has the life-and-death 
power of taxes. It can always 
hope to make up this year’s deficit 
by next year’s higher taxes. Most 
taxes are invisible, and each of 
us hopes the other fellow will do 
the paying. If a man spends 
money recklessly, his family will 
stop him. If a corporation wastes 
money, the officers lose their jobs. 
But if a government spends money 
wastefully, it is just too bad. 


Costs of Government 


The other difference between a 
government and a person is that a 
government is subjected to cruel 
pressure to spend. In the nature 
of things a government must 
spend enormous syms, for very 
necessary purposes. The costs of 
government of all kinds in Amer- 
ica today take about one dollar 
in four of the nation’s income. 
In a democracy such as ours, the 
way these payments are distrib- 
uted to different needs and dif- 
ferent interests is determined by 
the legislature and the executive. 
There is tremendous pressure on 
these officials for too much ex- 
penditure for the necessary ac- 
tivities. On top of this there is 
relentless pressure from special 
interests for subsidies and special 
favors. A subsidy is merely 
money taken by government from 
certain people and given to others. 
Once a subsidy is granted to one 
group another group demands its 
allotment also. The inevitable re- 


sult is a struggle by each legis- 
lator to get a share for his own 
district. New Jersey gets a foot- 
ball stadium, but has to agree to 
a dam in Oregon. The West gets 
a belt of trees, but has to agree 
to a canal through Florida. 


Three Methods 


The consequence is an unbal- 
anced budget. There are three 
ways to meet an unbalanced budg- 
et. One way is to tax more. Keep 
that up and you kill industry and 
reduce everybody’s income. An- 
other way is to borrow money. 
Keep that up and you have infla- 
tion, which eats up wages and 
capital and the standard of liv- 
ing. A third way is to spend 
less, matching expenditures to in- 
come. This is the hard way, but 
the surest way. One way out of 
the dilemma is to borrow until 
increased national production in- 
creases government revenue. The 
higher the national income, the 
higher the yield from taxes and 
the less the deficit. If this policy 
can be followed without inflation 
it will work in practice, but even 
then there must be economy in 
expenditures. 

Our national budget has not 
been balanced for seven years. It 
will not be balanced in 1938. It 
can be balanced in due time if 
the people will recognize the dan- 
gers we face and will back up 
those government officials and 
legislators who see where we are 
now headed. 

—As broadcast by Dr. Neil 
Carothers, Bankers’ Philadelphia 
Orchestra Program, Jan. 31, 1938, 
over NBC Blue Network. 
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NORTON 





DOOR CLOSERS 


STRONG— PRECISION BUILT 
by the largest exclusive — 
of door controlling devices in the wor'd. 
















No. 4 - | 
RETAILS AT 
$2.00 


NORTON a 
Durable long life screen door closer | 




















HIGHEST made with non rust tube of seamless 


brass. The bracket, spring holder and 
oney wan mm, : , 
hinge plate are engineered from heavy 
SCREEN steel stampings to prevent breaking. 
Special piston construction assures 


checking—No. 4 is packed in indi- 
vidual carton with full attachment 


DOOR 


CLOSER 
instructions. 


No. 04 
RETAILS AT 
$1:25 





Benefiting by the same expert work- 
manship the No. 04 carries a fine | 
reputation for satisfactory service. 
The No. 04 has been simplified, re- 
quiring but two-thirds as many parts 
as model No. 4. Only the highest 
quality materials are built into Nor- 
ton Screen Door Closers, and No. 04 
also is made of seamless brass and 
comes packed in an individual carton 


NORTON 
EXCELLENT, 
VALUE 
SCREEN 
DOOR 
og TORS 


with instructions. 
Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Division of the Yale & Towne Mfg. Company 
2900 N. Western Ave., Chicago, Illinois 
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yours for 


IMMEDIATE PROFITS 


quick -turning assortment “C” 


SIX BEAUTIFUL WATCHES 


HESE watches, suitable for sport or dress, make 

ideal graduation and birthday presents—and a 
lively demand from golfers and sportsmen will con- 
tinue all summer and fall. Assortment includes 
forceful counter card (12%% x 91%”) done in arrest- 
ing colors. Just expose it and the public will do the 
rest! If you’ve never sold “New Haven” watches, 
here’s your chance to shake hands with a really fast 
selling line. Order now, through your jobber. As- 
sortment contains: 


"INCA" 


Smart, thin model chromium case with stainless, 
curved back. Attractive white dial, black hands 
and numerals, and unbreakable crystal. Move- 
ment has jeweled balance and temperature-com- 
pensation. Leather strap or adjustable link 
bracelet. Retail, $3.95, 


"FAD" 
Three “FADS” are included in this assortment: 
two with leather strap, one with adjustable link 
bracelet mounted in artistic display box. The 
“FAD” has a thin, chromium case, rich two-tone 
dial, unbreakable crystal. Movement sturdy and 
dependable. Retail, $2.75. 


“BROWNIE” 


Has unusually small, thin chromium case, two- 
tone dial, unbreakable crystal. Well-constructed 
movement with good timekeeping quality. Re- 
tail, $3.50, with either leather strap or adjustable 
link bracelet. 


“LADY JOAN" 


A lady’s watch in a handsome chromium case. 
Has white dial with black numerals and hands 
and unbreakable crystal. Reliable movement, 
built to keep time. Leather strap or adjustable 
link bracelet. Retail, $3.50. 









Prices slightly higher on the Pacific Coast 


Watch Division 
THE NEW HAVEN CLOCK Co. 
NEW HAVEN, CONN. 








$ | 
~] 





DEALERS 








88 


HAVE GIVEN US THE ANSWER.. 


When a retailer gives us a reason why he has not yet bought the 


No. 66 Retail File Display Unit for Nicholson Files, there’s no need 
for us to come back at him with “sales talk” of our own! All we 
unsolicited comments of other dealers whose 


need do is cite the 


; questions—better than we can! For instance: 


-\ */ STILLHAVE A 
\ SHELF STOCK” 


} Many dealers have told us, 
““We’re having fine success let- 
ting the No. 66 Unit move our 
remaining shelf stock .. . It 
stops customers, gets them 
interested in files, and we fill 


\ ° ts A 
\ unable a aes \ their needs from the few boxes 
° in “ we 


experience answers 


we have left on the 
shelf.””> No need to 
wait ’til your shelf 
stock gets down, 
to have this 
Unit work 
for you! 












PATENTED 


“WE DONT 
SELLMANY © FILES” 


Neither did some other dealers, until they put in the 
No. 66 Display Unit! We’re quoting dealers’ own state- 
ments* when we say that this Display Unit has doubled 
and tripled file sales! Maybe your customers 


need a gentle reminder that you stock files! ° 
CHEC 
Te 


Har 






You're not “taking a gamble” when you put in this Unit... 
You’re simply buying a carefully-chosen group of popular files 
displayed in 


that are sure sellers... in the quality field... 


cellophane to catch the eye... in a Unit that does everything 
but ring up the sale! Put the No. 66 Retail File Display on your 


want book today! Nicholson File Co., Providence, R. 1., U.S. A. 











* Names on request 





*66 








Extension 
of Time 


RDINARILY a merchant feels 

that he may rely upon an ex- 
tension of time allowed him by a 
creditor for the payment of a bill. 
Similarly, a merchant’s customer is 
apt to rely upon additional time 
granted by the merchant for the pay- 
ment of an account. 

Actually, such extensions of time 
have no standing in the law unless 
supported by what the law calls a 
“consideration.” Thus, if a bill is 
due and payable on the first of the 
month, and the creditor tells the 
debtor he may have another 30 days 
within which to pay it, there is 
nothing to stop the creditor from 
suing the debtor for the money the 
very next day regardless of the ex- 
tension of time. 

A rather startling illustration of 
this principle was given in a recent 








| and the extension 


Georgia case. There the buyer of 
an automobile on installment pay- 
ments arranged with the seller for 
an extension of time for the pay- 
ment of installments. This exten- 
sion was granted by a formal. writ- 
ten extension agreement’ entered 
into between the parties. The ex- 
tension agreement, however, was 
without legal “consideration” and 
for that reason may have been un- 
enforceable. However, the buyer 
went ahead with his payments under 
the extension agreement but was 
late in making several successive 
payments even under the delayed 
dates as set forth in the extension 
agreement. The contract of sale 
agreement con- 
tained a provision to the effect that 
if one installment was paid late. the 
full amount of the contract became 
immediately due and payable. 
After the payment of several in- 
stallments beyond the deferred 
dates set forth in the extension 
agreement, the seller demanded the 
full unpaid balance and when this 
was not forthcoming, repossessed 
the car. At the subsequent suit by 
the buyer against the seller, it was 
urged that as the seller had ac- 
cepted late payments, he should at 
least have given the buyer reason- 
able notice of his intention to en- 


force the strict terms of the con- 
tract. The court thought otherwise, 
| saying: 


“The mere extension of time pay- 
| ments or mere indulgences would 
| not affect the rights of the seller 
| to enforce the contract at any time 
| unless a consideration was paid for 
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such extension or indulgence. Since | 


the whole debt was due before his 
delayed payment was made, the ac- 
ceptance of the past due payments 
was a matter of mere indulgence 
for which no consideration was paid 
and did not prevent the seller from 
action on the contract at any time 
after the whole debt became auto- 





matically due, in the absence of the | 


payment of the debt in full.” 

This simply means that the ex- 
tension of time for payment is a 
mere accommodation or indulgence 
on the part of a creditor, and the 
creditor cannot be held to such 
promise unless he receives some 


“consideration” from the debtor for | 


the extension. The consideration 
might be the payment by the debtor 
of $1.00 for the extension or the 
promise to make such a payment or 
the doing of anything by the debtor 
for the benefit of the creditor in ad- 
dition to the payment of the actual 
amount of the debt. 


Low Priced Electric Clock 


The “Sergeant,” an electric alarm 
clock to retail at $2.95 has been an- 
nounced by the appliance and mer- 
chandise department ef the General 
Electric Co., Bridgeport, Conn. This 
clock is the first of a new line of alarm, 
occasional, and kitchen type electric 
clocks, all in a low price range. Seven 
models in a number of color combina- 
tions, amounting to 18 new clocks in 
all, will soon be available. Despite low 
prices, no changes in the electrical 
mechanism have, been made. The “Ser- 
geant” has a black plastic case with 
chrome bezel, and an ivory dial with 
black arabic numerals. It is also made 
in an ivory case with gold bezel at a 
slightly higher price. Both models are 
available with luminous dial at $3.95 
and $4.50 respectively. A  self-starting 
synchronous motor is sealed in 
Clocks are equipped with standard six 
foot all-rubber cord set and are 5% in. 
high, 4% in. wide, and 2% in. deep. 
Other models, available shortly, will in- 
clude a kitchen clock retailing for $3.50 
and an occasional clock for $2.95. 


oils. 
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You 


“ARGUE IT OUT”.... 


If you're putting off buying the No. 66 Retail File Display Unit for 


Black Diamond Files, your reason is probably one of those we quote here. 
Will you take the word of other dealers just like you whose unsolicited 


comments answer these questions? Here they are: 


“/DONTLIKE | 
ASSORTMENTS” 


Neither does any dealer, when 

they’re loaded with “dead” / 
items! But every dealer* who 
has stocked this unit has re- | 
ported that the Mill and Saw 
Files in it are all fast sellers 
— they move out 

















evenly, without 
leftovers. Don’t put 
this group of fast 
sellers in the “‘as- 


SFA 


—~ 


sortment’’ 
class! 


PATENTED 


*MY 
COUNTER 
SPACE IS VALUABLE” 


Fine! As landlord of a lot of valuable counter space, here’s 
one of the hardest-working, quickest-paying tenants you can 
find! One dealer* puts it this way, ““The No. 66 Unit is more 
than a display . . . it’s a small stock, a display and a clerk 
all rolled into one. One of the best ways we have 
ever seen to use a square foot of counter space!” 


If you still have a shelf stock, let this colorful unit containing 
66 popular Black Diamond Files help move it out for you! If files 
don't account for at least 1467 of your hand tool sales, put in the 
No. 66 Unit and watch the figure jump! Eye-catching, carefully 
partitioned, plainly priced—and every file wrapped in cellophane. 
want book 
S A. 


a ; - : 
Put it in File Company, 


Providence, R. 1. U. 


your today! Nicholson 








* Names on request 

















DELUXE DESIGNS 


Smartly designed, with modern embossed lines 
and molded bases in five beautiful Color Combina- 
tions—Ebony Black—Red—Green—Delphinium 
Blue—and Ivory. 





No. E0563 





No. E08760 No. E08215 





MASTER DESIGNS 


Medium priced color-embossed cabinet hardware. 
Regularly supplied with black lines, but also 
available to order in same colors as De Luxe. 





No. E04650 No. E0253 No. E0252 





STANDARD DESIGNS 


Quality cabinet hardware to sell at competi- 
tive prices. All items perfectly matched in 
design and heavily chromium plated. 





No. E0684 








No. E3618 





— E258 
FRE Colorful Metal Display 
and 4 Other Sales Helps 


With Every Introductory Cabinet Hardware Deal 
You Get FREE Metal Counter Salesman with ‘‘Profit- 
Saver” Back—‘“Dollar Maker’? Manual—Colorful 
Handout Folders—Free Electros—Cross Merchandis- 
ing Sign for Paint Department. 


Mechanical Features Sell American Cabinet Hardware 


Sturdy Five Knuckle Hinges—“Winged Latch Bolt” 
Inside Catches—Generous size Knobs and Pulls for 
Comfortable Grip—dall heavily “Kitchen Proof” 
Chromium Plated. 


EACH ITEM 
INDIVIDUALLY PACKED 


complete ¥ "a 


with screws 


Three Design Groupings and Five Color Combina- 
tions enable you to supply “matched” ensembles for 
any cabinet installation. 


Aske Your Jobber [ot new tatalox No 205 
American Cabinet Hardware Corp. 
Rockford au Illinois 


ied 
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Taking the Mystery 
Out of 
Builders Hardware 


(Continued from page 41) 


coal chute. Do not overlook these 
extra volume productory items. 

Many of these milk and pack- 
age doors, however, are made of 
wood and you must furnish the 
builders’ hardware. Usually a pair 
of butts and a casement fastener 
for the outside as well as the in- 
side door will do. 

Occasionally the owner will 
want the outside door locked and 
the key hidden where those who 
should have access to the package 





Dead lock for package door 


space can deliver their milk or 
packages. Usually a small dead 
lock like the one shown above 
will do for such doors. 

Then there are bread boards 
which often have grooves on the 
lower surface to be used when they 
are pulled out. Occasionally, how- 
ever, these boards are in flush and 


Knob for 
bread board 


require a knob pull. On such 
boards you must use a screw end 
such as shown, commonly called 
shutter knobs. 

In the next chapter we will take 
up the subject of window hard- 
ware. While we learned a little 
about it in the elementary series, 
much still remains to be studied. 
For a time it looked as if the steel 
sash manufacturer was going to. 
take this business away from the 
hardware store, but in recent years 
wood windows have again come to- 
the fore and our time will be well 
spent in studying window hard- 
ware of the double hung and case- 
ment type. 
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Big Sales Messages 
from Small Items 


(Continued from page 37) 


them as the solid mass creates 
confusion in the mind of the pur- 
chaser. That is why each panel 
in this display is a different color 
and on a different level or plane 
from all the rest. Such an ar- 
rangement causes the customer to 
concentrate on each panel as she 
sees it. Each panel should be 
sampled with related merchandise 
as nearly as possible. This dis- 
play is still on duty and is still 
selling merchandise. It is now 
used in a stairwell to cover a 
stretch of bare wall, where it fits 
as if it were made for the job. 


The Brush Display 


“The brush display represented 
a promotion of syndicate merchan- 
dise where no display or adver- 
tising was furnished by the maker. 
This deal consisted of 11 well 
made household brushes easily 
worth $2.00 when sold separately, 
offered as a set for $1.00. They 
came to us packed in plain corru- 
gated cardboard boxes without 
even a label. The center panel 
tells this story. The $2.00 is set 
back behind an pening and a 
swinging sign covered it every 
minute or so, reading, ‘Save 14’. 
This was operated by a battery- 
driven rocking sign mechanism 
now being furnished by several 
manufacturers. Right and _left- 


wing panels sampled a complete | 


set of brushes on each one. 

“A lower panel on an easel 
named each brush and stated its 
use and included a statement by 
the maker that each brush was 
made of correct materials for its 
job and ended with his slogan, 
‘Yours for a Cleaner World.’ 


“The extreme lower right-hand | 


corner contained a sealed package 
of brushes and stated that they 
come in a sealed package as shown, 
inspected at the factory. 

“This same window space has 
been used very successfully to pro- 
mote razor blades and also for 
aluminum utility cookers. 








Each | 


unit constitutes a complete dem- | 


onstration of the item for sale.” 
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and even more 


handsome 
durable and efficient than they are 
beautiful, these new “Goodell-Pratt” 
screw drivers with their bright red, 


They’re 


transparent Permaloid handles. Un- 
breakable, and proof against electric 
shock, the new grips are extra long and 
deeply grooved for a firm, comfort- 
able hold. Blades are everlastingly 
anchored—guaranteed never to twist 
in the handles. Made of selected high- 
grade steel they are heat treated for 
super-toughness throughout their en- 
tire length. Bits are cross ground. 


Prominently displayed in the 
window, or on the counter 
these attractive new screw 
drivers will stop everyone 


MILLERS FALLS 
TOOLS 





No. 850 Phillips Screw 


Driver. All sizes. 


851 Standard. 4” to 
12” blades. 


852 Square. 4” to 
12” blades. 


853 Cabinet. 3” to 
10” blades. 


854 Stubby. 


855 Vest Pocket, 
with clip. 


who recognizes fine tools. They’re 
priced for quick turn-over and at- 
tractive profit, too. 


If you haven’t already received your 
copy of the big new Millers Falls Cat- 
alog 42, write for it today. 
It contains many other im- 
portant additions to this fast- 
growing line of fine tools. 


Millers Falls Company, Greenfield, Mass. 


91 





Get Cottager Trade 


with 





modern oil stoves, 
cookers, heaters . . 


SS #Maytime through September is cottager 


time at lakes and resorts. SAVOIL gives 


Model R3LG 


the dealer a complete line to meet all 


° 3 
? ’ 
requirements—from the most elaborate 
summer home to the small tent camp. 
ae For cooking, for heating, or for a com- 
’ bination cooker-heater as in Model 
omnia B211G—SAVOIL Ranges are popular 


summer resort companions! Here’s a 
chance for extra profits this season — 


starting at once. 


Use the 
‘Coupon — 
NOW! 





Model R2 


Model B211G Model D152 


UNITED STOVE CO. 


YPSILANTI, MICHIGAN 


















Send for Name 
this New | Address ! 
Catalog! | Sv | 

jy State J 








“Honeymoon Express” 
Contest Increases 
Sales 30 Per Cent 


(Continued from page 52) 


_ and was instrumental in helping 


sales. 

Every morning throughout the 
contest, which lasted from Feb. 23 
to March 12, a sales meeting was 
held in Sam’s office. All the con- 
testants were given a “pep” talk, 
quotas were discussed and a rep- 
resentative from some manufac- 
turer gave a talk on the selling 
points of his product. This daily 
meeting kept the enthusiasm up 
and, incidentally, increased the 
sales education of the contestants. 

One evening in the middle of 
the campaign was dedicated to 
entertainment. Invitations were 
sent to all the better customers 
and the sales representatives. 
About 500 people attended this 
meeting at the store. A sign was 
hung on the cash register, stating 
“Out of Order,” as nothing was 
to be sold. A giant wedding cake 
was cut and every one joined in 
the sampling. A fortune teller told 
fortunes and an artist sketched 
heads. In addition to this, sev- 
eral manufacturers’ representatives 
conducted demonstrations and 
gave talks about their lines. The 
high point, however, was the draw- 
ing for door prizes. First prize 
was a gas range. Other prizes 
included vacuum cleaners, toast- 
ers, electric irons and cans of 
paint. A good time was had by 
everyone and the good will cre- 
ated was so effective that the man- 
agement is planning to give a 
similar party each year. 

When the contest terminated, 10 
employees had qualified for the 
trip to New York. They met the 
boat at the dock with a large sign 
welcoming the bride and groom 
who, to say the least, were nearly 
surprised out of their southern 
tan. The party went to the Brass 
Rail for luncheon and then pro- 
ceeded on a tour through Radio 
City, attended a show in the Music 
Hall and had dinner at the Inter- 
national Casino. 

Everyone had a lot of fun out 
of this contest and, incidentally, 
sales during this period increased 
nearly 30 per cent. 
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Faulty Merchandise 
HAT steps should a buyer 


of merchandise take when 
he finds that the goods are defec- 
tive and do not conform to the 
guarantees under which he bought 
them? 

In general he should give the 
seller prompt notice of the defects 
and of his intention to rescind the 
sale because of those defects. Also, 
he should return or offer to return 
the goods to the seller in substan- 
tially as good condition as they 
were when he got them. 

Elaborating on the notice of de 
fects to be thus given, the Su- 
preme Court of Nebraska recently 
said: “Without attempting to lay 
down a general rule as to the 
substance of the notice of the 
breach of warranty which the 
huyer must give in order to hold 
the seller liable, it seems clear that 
it must refer to particular sales, 
so far as that is practicable, that 
it must at least fairly advise the 
seller of the alleged defects, and 
that it must be such as to repel the 
inferences that the buyer intends 
to give up or waive any of his 
rights in the matter.” 

In other words, the notice 
should be prompt, definite and 
specific, and it should make clear 
to the seller that the buyer intends 
to hold him to his guarantee. Some 
courts have indicated that if the 
buyer should ultimately sue the 
seller for a breach of warranty or 
guarantee, the buyer should be 
prepared to show the date on 
which he gave notice, whether it 
was oral or written, and the name 
of the person to whom he gave it. 


Pleasing Letter 


Whenever a new customer pays 
his account promptly a Southern 
dealer sends him the following 
letter acknowledging payment: 

“We want to compliment and 
thank you for the prompt pay- 
ment of your account. You are 
to be congratulated because you 
are the standard bearer of the 
legion of men who, because of 
their high sense of obligation, 
make it possible to issue credit 
safely. We are happy to number 
you on our books as one who 
typifies the ideals. of good citi- 
zenship.” 
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NAT SAYS... 


Make up your team 
And count me in, 
I'll make a hit 


And help you win. 





IN 
BASEBALL 
OR 
BUSINESS- 


The good team wins. In the hardware business, it's 
mighty important to have on your team manufac- 
turers who are “tops” in their particular fields. 

On headed and threaded products, National is a 
source of supply that you can depend upon to play ball, 
not just in the early games, but right through the season. 








Nuts and Bolts Phillips Screws Stove Bolts 
Machine Screws Cotter Pins Wing Nuts 
Cap and Set Screws Spokesand Nipples Pipe Plugs 
Wood Screws Rivets, Tacks 





| attona 


HEADED AND THREADED 





PRODUCTS 


THE NATIONAL SCREW & MANUFACTURING CO. 
CLEVELAND « OHIO 
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Sell them Screws 
that do this... 





and cash in on a new 
opportunity to make 
screws a money-maker 


Here’s what can be done with 


AMERICAN (2 SCREWS 


with the patented \ DY PS /recessed bead 


. 








aor 





1. Reach awkward 
places without having 
the screw drop off. 


2. Use one hand to 
hold the work — the 
tapered recess guides the 
tapered driver. 


3. Avoid crooked 
screws — straight-line 
driving with American 
PLUS Screws. 


a Save strength. 
Even with no pilot hole, 
only half the effort is 
needed. 


S$. Eliminate acci- 
dents. The driver can’t 
slip from the recess. 


6. Set the screw up 
tight the head won’t 
break. 





GAIN TIME — GUIDE DRIVER — GUARD WORK 
Use an ordinary driver—but better results come 
with Phillips Drivers (available from American 
crew Company and leading tool manufacturers). 





Patents on Products and Methods: 
Nos. 2,046,343 2,082,085 2,046,837 2,081,078 
2,046,839 2,084,079 2,046,240 2,090,328 
Other Domestic and Foreign Patents Allowed and Pending 
copyright 1938 by 


AMERICAN SCREW COMPANY 


Main Office Branch Offices Pacific Coast 
Providence Chicago - Detroit Osgood & Howell 
Reading Screw Co., Norristown, Pa. 

(Div. Am. Serew Co.) 
Slott:d head and Phillips recessed head 
WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS 
STOVE BOLTS 
ard a complete line of allied fastening devices 


Here’s What AMERICAN PLUS SCREWS 
Can Do for You! 











New Appliance Displays Increase 
Sales on All Lines 


(Continued from page 39) 


types—electric clocks and coffee 
makers and cutlery items. 

The new displays are “L” 
shaped and were made of ply- 
wood, 2 by 2 lumber and wall 
board. The front and top of the 
units are finished in blue, with 
black lettering. The background 
is ivory colored with black letter- 
ing. Both units have concealed 
lighting, the lamps being in the 
“canopies” or top of the units. 
These display pieces are deep 
enough to accommodate refrigera- 
tors, washers and ironers, without 
any of the merchandise protrud- 
ing beyond the limits of the dis- 
plays. The floors of the two units, 
which are several inches higher 
than the store floor, are linoleum 
covered to carry out the idea of 
a kitchen or laundry. 

Each of the units has a length 
of about 20 ft., and the use of 
rounded corners, instead of squared 
corners, gives the displays the 
appearance of being longer 
and wider than they actually 
are. To permit easy access to the 
display windows, each unit has a 
removable panel or “door,” the 
panels being held by means of 
friction catches, so that a slight 
pressure on the panels causes them 
to fall forward. All electric appli- 
ances are connected for demon- 
stration or are near a convenient 
outlet. Radio sets are connected to 
antennae systems so that complete 
and convincing demonstrations 
may be given. 

Two sales promotion letters 
have been prepared to help in the 
campaign to make more Wilmette 
folks think of Terminal Hardware 
when they think of appliances and 
radio sets. One letter, to be sent 
and signed by employees to their 
friends outlines the services the 
company offers and points out 
that, “The boss is expecting re- 
sults,” etc. The other letter is in- 
tended to make the prospect, re- 
ceiving it, anticipate the visit of 
an outside salesman whose name 
is mentioned in the letter. 

The inside wall of the appliance 
display has the suggestion in 


easily read black lettering that cus- 
tomers, “Buy On Our Budget 
Plan.” Deferred payment sales— 
or “budget plan” sales — are 
financed by the store except where 
long term contracts are needed, 
that is, any period over 60 days. 
Contracts from six months to a 
year are allowed through the 
finance organization. All sales on 
“budget plans” for sums of $30.00 
or less are payable in 30 days. The 
usual procedure on _ contracts, 
financed by the store, is to re- 
quire down payment of at least 
one-third, with balance due in two 
equal payments, 30 and 60 days 
after the contract is signed. 

Mr. Dornbos is assisted by six 
salesmen, one saleslady and a 
radio and appliance service man. 


Rail Taxes 4; Rail Net 1 


OUR to one is not necessarily a 

baseball score from the spring 
training camps; in this instance, ac- 
cording to the Railway Age, it repre- 
sents the latest ratio of railroad 
taxes to railroad net earnings. 

“When taxes amount to $4.16 for 
every dollar of return earned on in- 
vestment in an industry,” says the 
Railway Age, “the statement that 
‘The power to tax is the power to 
destroy’ becomes a grim reality. That 
four to one ratio of taxes to net earn- 
ings is shown in the current railroad 
income account for January. 

“Total railroad revenues in that 
month were $279,200,000. Operat- 
ing expenses and rentals paid for 
equipment and jointly-used facilities 
amounted to $243,500,000, leaving a 
balance of $35,700,000 for the tax 
collectors and the properties, com- 
bined. Of this sum the tax collectors 
took 81 per cent or $28,800,000, leav- 
ing only $6,900,000 as net railway 
operating income. For every dollar 
of net return earned, taxes amounted 
to $4.16. In January, 1937, taxes 
amounted to 72 cents for every dollar 
of net railway operating income. 

“In other words,” the Railway Age 
concludes, “the battle for distribu- 
tion of net earnings in January, 1938. 
found the tax collectors installed as 
heavy favorites over the properties. 
The tax collectors won. Score: tax 
collectors, 4; railroad properties, 1.” 
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Take a tip from 
dealers in the 
know. Write today 
to Elliot Phillips, 
Devoe’s President, 
for full details. 


You Bet Im Crowin 


Other Paint Dealers Sneered at my New- 
Fangled Ideas. But the Laugh’s on them—I've 
“Upped” Sales 120% with this New Line! 


THEY RODE ME PLENTY when I got hepped up over Devoe’s 
2-Coat System. “Your trolley’s off,”’they said.““You’ll lose 
your shirt trying to sell old customers a new kind of house- 
paint. You haven’t a ghost of a chance.” 


I KNEW DIFFERENT! I knew Devoe’s advertising had 
cracked the market wide open for the 2-Coat System. I 
knew that contractors, painters, home-owners liked the 
swell job it did. 


$0 I TIED UP with Devoe. Got help with my store layout. 
Got a new slant on merchandising. Cleaned out dead 
stock. Boosted my house-paint sales 120%—in one year! 
And right now I’m goin’ to town with Devoe’s new Mir- 
rolac Enamel—the slickest little seller in the business. 
Sure I’m crowin’, I’ve got a right to! 


DEVOE & RAYNOLDS CO., inc. 


1 West 47th Street, New York, N.Y. — America’s Oldest Paint Company 
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POULTRY NETTING 


@ Tell your customers—"“WICKWIRE NETTINGS FIGHT 
RUST!” Point out the three com- 
plete turns at the twist, the 


























heavy galvanizing, perfectly HEN-CHicK 

filling the twists; making a fence Surmoce Poultry 

stiffer, stronger, longer lasting different meshes haan” | 

fence. QTell them also that “raight, stays tight, 

when rough usage, weather ee T-wic K 
Straight jj 





“te netting 
Plete twis+ 
as flat, requires no 

Ss. No buckle or, sag 


and wear eventually rupture 
the coating — Wickwire de- 
pendable Open Hearth Steel 
Wire will still FIGHT RUST. 


WICKWIRE BROTHERS 





With com 
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CORBIN SCREWS 


WIN! 


ORBIN Wood Screws are perfect screws 
from head to point — uniformly sharp 
threaded, clean pointed and correctly headed. 
Whatever the need, there is a CORBIN 
SCREW for the job— Machine Screws and 
Nuts, Cap and Set Screws, Stove Bolts, Semi- 
finished Nuts, Chain and Escutcheon Pins. 


A Corbin Screw 
Drives Straight and True! 


CORBIN 


CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORP., SUCCESSOR 





NEW BRITAIN, CONNECTICUT 
WESTERN FACTORY: DAYTON, OHIO 








AN EYE-CATCHER 
and a Sales- Maker 





AUME TACK-POINT 


Corrugated Fastener 
Display Carton 


A product that many of your customers 
use frequently, in a package that will 
catch their attention, and at a price that 
assures repeats—can make money for you 
if you set it “out in front.” The new 
Acme Corrugated Fastener display carton 
gives you just that opportunity. It is at- 
tractive, compact and makes the sales. 


Carpenters, homeowners, workers in many 
crafts, in fact nearly everyone who uses 
a hammer is a potential buyer of these im- 
proved fasteners. Stronger joints are 
made easier and faster in almost any kind 
of wood product with Acme Tack-Point 
Corrugated Fasteners. Mail the coupon 
for a free sample box. 


ll 


3 Popular Sizes Packaged 


Each package contains fifty fasteners of 
one size x4, 2x5 or %%x5—I12 boxes to 
a display carton. For larger demands, 
Acme Corrugated Fasteners are available 
in: standard cartons of 250, 500 and 1000 
fasteners; boxes of 100 fasteners, 10 boxes 
to a carton; and in 100-Ib. kegs. 





ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., Chicago, Ill. 
Branches and Sales Offices in Principal Cities 


WRITE FOR 


FREE SAMPLE BOX 





Acme Steel Company, 
2838 Archer Ave., 
Chicago, Iil. 


Gentlemen: 

Send me, without charge, a sample 
box of Acme Tack-Point Corrugated 
Fasteners. 

Name 

Address Te CE EE CeCe e 


City State 











He Raises Canaries As a Hobby— 
and His Hobby Pays Dividends 


— ERAL years ago M. Dusel, 
Kenmore, N. Y., hardware 
dealer, wondered if his canary 
bird raising hobby could pay divi- 
dends in his store. For 30 days 
he devoted part of one of his 
windows to canaries, made a big 
“cage” out of the window, with a 
tree for the birds to perch on and 
put earth on the floor so they might 
scratch in it. Although that one 
display was the only one of its 
kind Mr. Dusel has used he has 
had a steady demand for his 
birds ever since. 

“Ever since I put the birds in 
the window,” says Mr. Dusel, “I 
have been unable to raise enough 
canaries to meet the demand. 
Canary birds were then just a 
hobby and I thought I would see 
what the public thought of them. 
The public thought plenty and 
ever since I used that display | 
have sold from 150 to 200 cana- 
ries a year, most of which I raised 
by myself. My birds are raised 
in my own home and I keep about 
15 in the store at all times.” 

Except in cold weather the 
birds are to be seen in the display 
room. On cold winter days even 
though customers do not see the 
birds they hear them as soon as 
they enter Dusel’s store. The 
birds are kept most of the winter 
in individual cages, in the store 
office which is behind a partition 
in the back of the store. Auto- 





M. Dusel’s canary display attracts 
one passerby whose patronage will 
not be regarded with high favor. 


matic heat assures their comfort 
and safety. If a bird does not 
sing, within a week or ten days 
after it has been sold exchanges 
are permitted. 

Besides the profit Mr. Dusel 
gets from raising canary birds he 
is able to sell at least 50 lbs. of 
birdseed a week and approxi- 
mately five dozen bird cages each 
year. He has on display, in the 
store, at all times cages ranging 
in price from $3.00 to $15.95, 
with numbers at $10.50 the most 
popular sellers. 


Classified Plugs 


A Western merchant recently 
used a half column of space in 
his local newspaper and_ broke 
it up into different headings such 
as “Reward,” “Found.” “Jim 
Come Home,” etc. Under each 
heading a short bit of copy told 
the merits of a product which 
the store offered. The idea, be- 
cause of its novelty and similarity 
to the classified advertising sec- 
tion of the newspaper, attracted 
reader interest and produced good 


results. Here are some examples: 


FounD 
A paint that actually goes far- 
ther and lasts longer and costs 
you less money. On sale at 
BLANK’S HARDWARE STORE. 


Jim, Come Home! 

I’ve purchased that new electric 
roaster at BLANK’s HARDWARE 
Store and there won't be any 
reason for you to wait dinners 
any more. 


HARDWARE AGE 








































THE Secret OF 
Better Flavor and 
. » » Bigger Profits 


Here is a good profit maker 
in a good coffee maker. Since 
Carlton Ware is food-acid 
proof, coffee retains its natu- 
ral color and flavor . . . just 
as the flavor and color of all 
foods mixed or cooked 
Carlton Ware are safeguard- 
ed. Ask your jobber to show 
you the complete line of 
Carlton Stainless Steel 
Ware today, or write 
for catalog and prices. 


The Carrollton 
Metal 
Products Co. 


Carrollton, Ohio 
CHROMIUM 


CARLTON AND NICKEL 


PVTAINLEGse SFEEL WARE 


in 





Triplex 
Set 

Screws 
Keep Profits from Slipping 


Help your customers speed their assembly lines with 
Triplex Set Screws. They appreciate your service in 
supplying screws that spin home smoothly, and stay 
set. Time-saving and profit-making Triplex Screws are 
formed on fast automatic machines tuned to accurate 
precision: electrically hardened for toughness that stands 
punishment. Sell Triplex to hold customers’ costs down. 
Write today for samples and prices. 


THE TRIPLEX SCREW CO. 


5301 GRANT AVE. CLEVELAND 


IPLEX 


ND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used in Every Industry 


COMPLETE LINE OF CA 
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With This New Porter-Cable 


| 

| Low Priced Edger 
Now you can tie in this Por- 
ter-Cable E-6 Edger with 
your floor sander in a com- 
bination rental deal. Custom- 
ers do the job complete, eas- 
ier, faster and produce a fine 
finish on all floors. No experience required to run this 
edger. Your chance to sell more materials to satisfied 
renters and to build a reputation for having modern, 
up-to-date equipment. 


The E-6 Edger is light and easily portable—works in 
tight places—corners, stair treads and edges—elim- 
inates hard hand finishing labor for the renter. Sturdy 
—built to stand up under the hard usage of regular 
rentals. Free of expensive service. Picks up all the dirt 
and dust with vacuum bag attachment. Equipped with 
light and 35 feet of rubber covered cable. Cash in on 
the new business for the spring season of paint-up, 
clean-up by featuring a complete floor sanding service. 
This little machine means more rental business for 
you and new profits from the sale of extra materials. 


Write Today for Complete Information, Prices and Terms 


THE PORTER-CABLE MACHINE CO. 


Porter-Cable Sanders the Most Widely Used in the World 
1802 N. SALINA ST. SYRACUSE, N. Y. 











JACOBSEN 
ROLLER POWER MOWER 





shown here is popular on spa- 
cious home lawns and estates 
—a lawn beautifier, a time 
and money saver. 


There is still time to get in 
on the “ground floor” of this 
live hardware specialty with 
exclusive territory of liberal 
proportions. One dealer said: 
“It’s the sweetest business I 
know of. I have a lot of fun 
demonstrating the Jacobsen, 
and make nice clean-cut 
profits.” 


For over seventeen years 
Jacobsen has been the stand- 
ard of quality in power mow- 
ers, for parks, cemeteries, 
golf greens and fairways. 





Write today for details of 


| The 20-inch Roller Mower our dealer opportunity. 


JACOBSEN MANUFACTURING CO. 


775 Washington Ave. Racine, Wisconsin 
New York Branch — 101 Park Avenue 


POWER 
JACOBSEN vowens 
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»Running Water, Farm Profits and 
Better Living Standards 


LECTRIC water systems help 

farmers to make money. 
They are also an important fac- 
tor in raising the farm standard 
of living. That is why the elec- 
tric water system is usually the 
first electrical improvement, with 
the exception of electric lights, 
that the farmer installs when elec- 
tric service becomes available, 
according to Harris E. Dexter. 
chairman of the Electric Water 
Systems Council. 

Murray Wigsten, an up-to-the- 
minute farmer near Poughkeepsie, 
N. Y., presents convincing proof 
of these statements. “Running 
water means more money to the 
farmer, more milk per cow, more 
eggs per hen, more apples per 
tree, more beef per steer, more 
strawberries and _ raspberries, 
more vegetables from the garden. 

“Farmers spend their money 
freely,” he says, “but they have 
certain very definite ideas as to 


how they will spend it. They sim- 
ply will not hitch the cart before 
the horse. In their minds an ad- 
ditional bridge lamp or an electric 
range before they have water un- 
der pressure puts the cart de- 
cidedly before the horse. 

“This is right thinking. You 
can’t be sold a $300 living room 
rug when your kitchen needs 
linoleum, and no ‘hurrah, boys’ 
campaign ever devised can sell 
right-thinking farmers all-electric 
kitchens, electric cooking, student 
lamps or toasters until ‘Chick’ 
Sale is on the wood pile and the 
cows no longer drink at the creek. 

“On my farm, which is not 
large, we keep 20 cows and 400 
to 500 hens. We grow crops to 
feed them and some to sell. With 
our modern equipment, one man 
does all the work. 

“But suppose we take away the 
water system—what then? It 
would take five hours, every day 
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WORLD’S FASTEST 






Maeda 











SELLING 
INSECT SPawyY 








including Sundays—35 hours a 
week—just to pump and carry 
the water. That is a whole week’s 
work to some minds. But suppose 
it is only half a week’s work. 
These farm men cost, with privi- 
leges, about twenty dollars a 
week. That would be ten dollars 
a week to pump and carry water! 
Forty dollars a month! Forty 
dollars a month would buy the 
complete electrical equipment for 
any farm! 

“That isn’t all. My cows give 
15 per cent more milk because 
they have water in the barn, and 
the hens lay more eggs with wa- 
ter always before them. I don’t 
know so much about hogs and 
beef, but common sense tells me 
plenty of water will add plenty of 
pounds to them also. 


Pays Big Profits 


“As a farmer I would like to 
suggest that more than water 
comes into a farmer’s system 
when he takes that first cool drink 
from his new electric water sys- 
tem. He gets an inspiration to 
modernize and electrify that no 
other appliance he ever buys will 
bring him. It pays him big prof- 
its, and it makes the next step 
look easy to him,” Mr. Wigsten 
concludes. 


Daisy Counter Display 





This counter display in two planes is 
designed to be set up with an actual 
container holding gun and accessories. 
Daisy Mfg. Co., Plymouth, Mich. 


Washer Catalog 


A new eight-page pamphlet, showing 
a complete line of washing machines, 
has been published by The Barton 
Corp., West Bend, Wis. This new book- 
let features two of Barton’s newest 
models. The pamphlet and a_ booklet 
on selling hints are available without 
charge. 
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Every craftsman needs a com- 
plete series of all-purpose Forst- 
ner Labor Saving Auger Bits 
packed in a readily accessible 
case. You’ll find it takes but very 
little added effort to sell these 
handy tools by the set. Try it! 


Forstner Bits, unlike others, 
are guided by a circular rim in- 
stead of a center. Consequently 
they bore any arc of a circle. 


The entire cut- 
ting surface is at 
work all the time, 
leaving a clean, 
smooth hole re- 
gardless of knots 
or grain direction. 





Forstner Bits 
come packed in 
sets of 9, 11 or 17. 
Write for copies of 
catalogs TODAY! 


79 (TIAN: MFG. CO. 


CUOmwtec ttc uy 


Spee ed 


AUTO, TRUCK or aman Power 


No electricity — 
attach to auto, 
truck or tractor 
motor. Spray 
paint, lacquer, in- 
secticides and 
other liquids fas- 
ter and better. 
List at $2.60 and 
up complete. 
Electric spray 
outfits $5.00 and 


up. 


DEALERS: Write for 
complete catalog list 
prices and discounts 
on Speedy low cost 
sprayers. 
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W. R. BROWN CORPORATION 
5724 Armitage Ave. CHICAGO, ILL. 
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GET READY FOR CANNING TIME! 
a few of our 18 SPECIALS 


net doz. 
| (F.0.B. Wooster) 
NNER 85 os. 5 + bv des cbs aciead pee Se pee $12.60 
IN coy os oss vce na emlon ane ee eepeene 19.80 
ER ee eae 23.40 

13 inch Colander Se CR Oe ee 
NN. 5 i's 2, 5:6 cits ave, acaocaacased aruraievewiacaen 6.36 
TUNIS 5 5.5. dieio dds. che, Sams, srsiaies Seiad so w/alore 2.22 


and a dozen other necessary items 


ASK THE BUCKEYE SALESMAN OR WRITE FACTORY 


MADE AND GUARANTEED BY 


THE BUCKEYE ALUMINUM CO. + 


dy Pant | a 


N THAT HAS 


WOOSTER O. 





aro0000 Iucrteasta Salts 


IN 7 MONTHS THRU “SPEED-O-LITE” RENTALS 


l writes FRED H. WHITE CO, 
Pawtuckel, R.9. l 


[TF you are willing to follow a few simple instructions, 
display this revolutionary floor sander in your store 
and put our FREE Advertising Material 
to work, YOU, TOO, can make extra 
sales and profits at once. The SPEED-O- 
LITE is in Big Demand because it is 
light in weight (80 lbs.), easily carried 
up or down stairs by one man, easy to 
operate — works right up to the 
quarter-round — picks up all dirt 
and dust and leaves a ballroom fin- 
ish on every floor. 





























Sales records of thousands of dealers prove 
that for eve-y dollar a customer spends to 
rent a SPEED-O-LITE, he will spend an- 
ether dollar for sandpaper and floor 
finishing materials. Consider this 
carefully—then write for full details 
on our 5-DAY FREE TRIAL OFFER. 


AIL COUPON TODAY 


| Mauna ae ee ee ee ee 


: LINCOLN-SCHLUETER 


NO DIRT 
NO DUST 
NO MUSS 











g 
| © FLOOR MACHINERY CO. 5538 | 
| § 212 W. Grand Ave., Chicago, Hl. 4 
© Please send full details of your 5-day FREE Trial SPEED-O-LITE Offer. § 
Alse complete information on your Me-chandising Plan for Dealers. o 
DD 60 064600000 6H COMES O Cass CUBE EES CD CESESETOESHEOCCOR COR L] 

© MMDEED 2002... -cnntehndesessmsesasu he sseenevocveverecess 5 

1 GEES ccccccnccscvcsdecs epee SEAT ccccvevcercsccccsccscvece a 
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AL das IN 


“RED END” RULES 


Carpenters and handy-men, engi- 
neers and mechanics, real estate 
men and maintenance crews — 
in fact. anyone who uses a rule 
— appreciates the extra value in 
a Lufkin “Red End.” 


“Red End” Rules are constructed 
only of specially selected straight 
grain white maple. Concealed 
joints are of solid brass, truly rust- 
proof and smooth working: solid 
brass strike plates on each section 
prevent wear on markings. 


Waterproof enamel, snow white 
or cream: double graduations. 


Sell “Red End” Rules during Na- 
tional Hardware Week. May 9-14. 


OF A/N 


MICHIGAN New Y 






TAPES. RULES 22d 1a b-1 1 @), mn O1@) &) 
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Removing Fixtures 


HE ownership of fixtures and 

other equipment which a mer- 
chant installs in his place of busi- 
ness may become a difficult question 
if he decides to move to another 
location. Under certain circum- 
stances the landlord may claim the 
fixtures or other items which the 
merchant has installed. Thus in 
Indiana recently the court decided 
that the owner of a business build- 
ing might keep as his own certain 
fixtures installed by the tenant, who 
happened to be a bank. 

Referring to certain items in- 
stalled by the bank when it rented 
the building, the court said: 

“The fact that the articles were 
annexed concurrently with the con- 
struction of the building, and the 
building was made to conform to 
the specifications and dimensions of 
the several articles, and the fact that 
the articles became a part of the 
structure of the building, when con- 
sidered together, show a clear and 
unmistakable intent on the part of 
the bank to dedicate such articles as 
a part of the real estate, and we 
hold that such articles were and are 
a part of the real estate.” 

Enumerating the factors to be 
considered in determining whether 
a fixture may be removed from a 
building by the tenant who installed 
it, the court listed: 


1. The actuai annexation of the 
article to the building or ground; 

2. The adaptation of the article 
to the use of that part of the real 
estate with which it is connected; 

3. The intention of the tenant 
making the installation to make the 
article a permanent part of the real 
estate, this intention being inferred 
from the nature of the article in- 
stalled, the purpose or use for which 
the installation has been made, and 
the structure and mode of the an- 
nexation. 

Actually, this question of owner- 
ship of fixtures installed by a tenant 
is rarely raised until the tenant is 
ready to move. Then the landlord 
may claim the fixtures as part of 
the real estate. If the fixtures are 
“permanently annexed” to the real 
estate, and especially if their re- 
moval would materially damage the 
real estate, the law may hold that 
they belong to the landlord as part 
of the real estate. 

Business men in installing fixtures 
and other items which are “at- 
tached” to the store or other busi- 
ness building, should have some 
written understanding with the land- 
lord, when the fixtures are installed, 
to the effect that the tenant may re- 
move the fixtures upon the termina- 
tion of the tenancy. 














Number of Marriages in Chicago Compared With 
Number of New Houses and Apartments 
Constructed 1926-1937 






































































NEW HOMES BUILT IN CHICAGO cae 


Courtesy Chicago Tribune 
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THE NEW METAL BOXES CERTAINLY HELP 
THE SALE OF STAR BLADES. 


FINE! THAT'S A PACKAGE METAL BOXES 
IMPROVEMENT THAT WILL H E L P B U | L D 


BRING US SOME REAL 


SS aes 
PROFITS 
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The Stock Clerk says: STAR metal boxes stack better 
on the shelves and take up less space. They're easier 
to handle ond never have broken out ends 


Lithographed metal boxes — now 
standard containers for STAR Hand 
Blades—give these already famous 
hack saw blades another distinction. 
They have a double sales appeal— 
convenience and attractiveness. 
STAR Blades in metal boxes are bet- 
ter blades to sell. They’re builders of 
better hack saw profits. You'll have 
Increased turnover by carrying a com- 
plete line. 


The Solesman says: Customers ore quick to recog 
nize the e and od of hinged-lid 
metal boxes for STAR Blades. 





‘HAND AND POWER — TUNGSTEN AND “MOLY” 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 





MOTO-MOWER 


PREFERRED FOR 20 YEARS BY USERS 


OF POWER LAWN MOWERS 


_HERE’S A REAL Profit MAKER FOR THE. 
LIVE HARDWARE DEALER! 


A NATIONALLY ADVERTISED LINE OF 
Quality MOTO-MOWERS 
LOW PRICED—FAMOUS EVERYWHERE 
















Hundreds of hardware dealers in every section of 
the country have created sales and reaped hand- 
some profits by a floor display of the Moto-Mower 
hardware line of lawn mowers. Priced from $56 up. 
Write for literature and dealership proposition. 
Moto-Mower has been recog- 
nized for 20 years as the quality 
power lawn mower. 
Complete line of larger 
power lawn mowers up to 
72" cutting width also avail- 
able. Write for catalogue. 
Moto-Mower retailing at 


$88 


THE MOTO-MOWER CO. 


DETROIT. MICHIGAN 


MOTO-BOY MODEL 
A well-designed, reliable 





4607 WoopwaARD AVE.. 
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| FLEX-NEK. Saves work—saves soiling hands and clothes. 


Pinest every way-HORTON 


HORTON MANUFACTURING CO., FORT WAYNE, INDIANA 














Because — 


@ It is the ONE Reel that is really 
worth owning. 

@ It pays a generous profit yet gives 
the user greater value and more satis- 
faction than any other hose reel. 

@ It literally pays for itself by saving 
wear on the hose and preserving the hose by means of the 
water retained in it. 

@ It has year around use; outside as a reel in summer and as fire 
protection in the basement during winter. 








FLEX-NEK a Money-Maker for dealers—a trouble saver for users. 

A flexible rust-resisting metal tubing and base that attaches to any 
hose. Use ordinary nozzle and have sprinkler that will vty! 

throw water in any direction; to change direction just bend | 

/ 

\} '/ 





Real-Reel and Flex-Nek Will Make Money For You 
This Season. Order from your Jobber or Write to 


ANKER-HOLTH MFG. CO., Inc. 
PORT HURON, MICHIGAN 


Branches or Distributors in Principal Cities’ 











its KLE INS 


3200 BELMONT AVE. 
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How About a Survey of 
Local Buying Habits? 


(Continued from page 63) 


of merchandise in the order given. 

The questionnaires also asked 
that recipients give suggestions as 
to how local merchants could best 
improve their service. Following 
are some of the typical answers 
received: 

“Employ more union clerks and 
carry more union-made articles.” 
(Obviously from the factory 
workers. ) 

“Have banks open after work- 
ing hours.” 

“Improve price, quality and 
variety of local merchandise.” 

“Give discounts to cash cus- 
tomers.” 

“Extend more liberal credit.” 

“Have one price for all cus- 
tomers.” 

“Have sales days occur on fac- 
lory paydays.” 

“Improve telephone service.” 

“Train the local sales forces to 
know the merchandise they sell.” 

“Eliminate switching of brands 
and high-pressure methods.” 

“Change local parking ordi- 
nances in order to provide more 
room for the cars of shoppers.” 

Generally speaking, the break- 
down on the questionnaires and 
the suggestions for improved ser- 
vice should give the merchants of 
Beaver Dam a sound basis on 
which to work and improve local 
sales. 


The Second Survey 


The Richland Center survey was 
of necessity on a smaller scale than 
the one conducted in Beaver Dam 
but it proved to be fully as reveal- 
ing to the local merchants. Ques- 
tionnaires to the number of 700 
were distributed throughout the 
trading area and 280 filled-in 
replies (40 per cent) were re- 
ceived. Of this number, 29 per 
cent stated that local prices were 
too high; 10 per cent stated that 
locally-handled merchandise was 
of sub-normal quality; 44 per 
cent stated that a larger selection 
of merchandise was desirable and 


16 per cent contended that better 


sales people were needed. 

Local purchasers were loyal to 
their hardware stores. Eleven of 
those replying stated that they pur- 
chased their hardware from mail 
order houses; six said that they 
bought hardware out - of - town, 
while three stated that they pat- 
ronized canvassers. Eighteen pur- 
chasers of electrical merchandise 
patronized mail order firms.and 
nine bought in other localities. 
Nine stated that they had pur- 
chased electric refrigerators else- 
where while six stated that they 
had bought them from mail order 
houses. 

Recipients of this questionnaire 
were also asked to furnish sugges- 
tions for improved service by 
local merchants. Some of the 
more illuminating answers fol- 
low: 

“Give people an opportunity to 
compare prices without making 
them feel that they are under obli- 
gation to purchase everything they 
inspect.” 

“Be more willing to exchange 
merchandise when an exchange is 
necessary and when goods are in 
first class condition.” 

“Give more thought and con- 
sideration to the farm trade.” 

“Scale down prices to those 
prevalent in larger cities.” 

“Permit prospects to inspect 
merchandise.” 

“Less high-pressuring by sales 
people.” 

“Have prices in line with what 
the farmer receives for his prod- 
ucts.” 

“Improve the courtesy, under- 
standing, tolerance and friendly 
appeal of the sales people.” 

But the prize of the collection 
was received from someone in the 
area who suggested that the local 
merchants give the public some- 
thing for nothing. 

This survey has already had an 
effect upon the merchants of Rich- 
land Center and many of them 
are already beginning to change 
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FASTER TURNOVER—MORE PROFITS 


Because Its Many Varied Uses Make 
It a Year ’Round BEST SELLER 


ee LACK LEAF 40” is versatile enough in its many 

uses to be a “best seller” the year ’round. Every 
person who grows flowers or vegetables, raises poultry 
or livestock or owns shrubs, evergreens or 
fruit trees is a potential user of “Black 
Leaf 40.” The year ’round demand makes 
it a real profit maker. 





This year, as well as last, nearly 4000 maga- 
zines and newspapers carry the “Black 
Leaf 40° message to every corner of 
United States and Canada. See that your 
stock is complete and that you have the ; af 
attractive display material to help you sell. ‘Le? AO 
You’ll find “Black Leaf 40” a real money [rane 
maker. ties , 


TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED @ LOUISVILLE, KENTUCKY 


(plee: 









THE SKYSCRAPER 
BY THE SEA 





The Claridge is the newest and most 
modern ocean front hotel in Atlantic 
City, with luxury and comfort in every 
appointment. Each of the 400 spacious 
rooms has an outside exposure and most 
of them have an unobstructed view of 
the beach, boardwalk and park. All 
rooms have private bath, with both 
tub and shower, fresh and sea water. 

Glass enclosed solarium on roof. 
Three ocean sun decks. Health Baths. 
European Plan: Single from $4.50. 
Double from $7. Also American Plan 

For reservations telephone 


NewYork Off. : Chickering 4-6699°Washington Off.: District 2685 
Pittsburgh Off.: Atlantic 6240 + Philadelphia Off.: Kingsley 3150 


Hotel (LARIDGE 


Joseph P. Binns, Manager (q) 


ATLANTIC CITY 
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Here’ san example of what can be accomplished by 
ingenious pee and planning. This cozy six- 
room-and-bath cottage, with built-in- garage...de- 
signed by the National Lumber Manufacturers 
Assn. ... can be built and e uipped with all such 
modern conveniences as er-the-Top"’ Door 
Equipment for less than $5,000. e Five years ago 
only the elaborate homes could boast “upward act- 
ing’ garage doors. But “Over-the-Top’ Door 
Equipment changed all that. Low cost. . amazing 
shnngldl ty and ease of operation . speed of instal- 
lation on standard-stock or architecturally de- 
signed doors... headroom requirement of only 3144” 

. these are a few of the features that have made 
this revolutionary equipment most popular of all 
over-head devices. Sell the set that sells, Write us. 


FRANTZ MANUFACTURING CO. 
STERLING, ILLINOIS 






VER'>” * DOOR EQUIPMENT 

















~~~ (CHICAGO) ~~ 


CHICAGO 
CHECKING DOOR CLOSER 





Type 25 


New and Improved 


The new Type 25 Chicago Checking Door 
Closer has been designed as a strictly quality 
product suitable for Screen Doors, Combina- 
tion Doors and Light Interior Doors. 


Send for full information regarding this 
popular New Closer. It has many excellent 
selling features that will appeal to your cus- 
tomers. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
a. 6. A. 
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The finest qual- 
ity oil - tempered 
hi-carbon _ steel 
blades — offset 
steel handles— 
best seller every- 
where under $2. 
Add Premax to 
your 1938 line 
now! 


Division of Chi AIP Rude 
3804 HIGHLAND AVE MIAGARA FALLS 











Throws fine mist or coarse rain with- 
out adjustment at sprinkler. Has the 
eye appeal which makes the sales— 
and carries positive 5-year guarantee. 
Send for Bulletin—Order a sample 
now. 


Fremax oduct 


of Chis ph kes Ruder Co. | 
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| their stores, stocks and policies in 


accordance with the findings de- 
veloped by the survey. 

Many people become dissatisfied 
with service, store policies or 
prices from time to time. Should 
they take the trouble to express 
their opinion to the merchants, 
they in turn would at least know 
where they stood. There are many 
people, however, who are hesitant 
about expressing an opinion and 
who take their trade elsewhere 
rather than give utterance to a 
criticism. The dealer loses the 
business and in nine instances out 
of ten does not know the reason 
for it. 

A survey, particularly if the 
answers are anonymous, gives 
people of this type an opportunity 
to express themselves. And if the 
merchants are wise they will avail 
themselves of the criticisms and 
suggestions they receive. 


Defects in Goods 


HEN equipment, fixtures or 
merchandise develops defects, 
what redress does the buyer have? 


| And where the contract of purchase 


contains a clause specifying a limit- 
ed time for inspection and making 
claim for faulty items, what redress 
does he have for imperfections not 
discovered until after the expiration 
of that time limit? 

Such were the questions raised in 
a recent Utah case where a buyer 
brought suit for alleged defects in 
merchandise which he had bought 
under a contract allowing him a 
limited time to make such claims. 

The court made,a very definite 
distinction between what it called 
“patent” defects and “latent” de- 
fects in equipment and merchandise. 
“Patent” defects are those which are 
readily discovered upon an ordinary 
examination of the items. “Latent” 


defects are those which are not dis- | 


coverable upon an ordinary inspec- 
tion, but which come to light only 


after the goods have been put into | 


use. 
“Clauses in contracts limiting the 
time for inspection and making 
claim for defects,” said the court, 
“are valid and binding where the 
defect is patent. As regards open 
defects easily discovered, a_provi- 
sion in the contract for examination 
or inspection within a very short 
time and notice of defects in quality 
and other features is binding. 
“Where, however, the defects are 

















A Bit Bound 


to make a 





Increase tool sales 
and enjoy the profits 
of a steady repeat 
business by selling 
your customers 


CLARK $ Expansive Bits 


For over 40 years these top-quality, forged steel 
bits have been favorites with tool users. They 
know Connecticut Valley products are depend- 
able. Clark Expansive Bits are made in patterns 
to meet every need. Beside the regular length 
for general use, we feature a dowel length for 
plumbers. Cutters are interchangeable with all 
Clark standard pattern bits. 


(innecticut Jalley Ml ('0, 


Tncorporated 1874 


CES FRRSRCOL - COListrticiy 











AT YOUR SERVICE / 


Tue “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that produet 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 


If your current Direc- 
tory does not give you 
the information you seek, 
write the “Who Makes 
It” Editor. He’s at your 
service! 
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NEW | 


Apartment | 
Scale 


small bath scale — 
certified accurate—yet offered at a low price 
within reach of all your customers. Built on 
new and different mechanical principle. Strik- 
ing new design with speedometer dial like 1938 
autos. Weighs to 250 Ibs. by pounds. 
List Prices 

No. 733—Enamel Finish 
No. 735—Chrom Trim 

Slightly higher in Far West and South. 

Ask your jobber for discounts. 


HANSON SCALE CO. (Est. 1888) 


510 N. Ada St., Chicago 1150 Broadway, New York 


HANSON 
SCALES 


BATH SCALES + DIET SCALES 
FAMILY SCALES * NURSERY SCALES 
SCALES for DOCTORS’ OFFICES 
PENNY WEIGHING MACHINES 


“EBERITE” 


A DURABLE “BRIGHT AND 
RUST PROOF FINISH FOR 
SADDLERY HARDWARE! 


Here is something NEW in plating 

-EBERITE, an exclusive feature 
of our Saddlery Hardware Divi- 
sion. 


EBERITE is a bright, hard finish 
that surpasses in serviceability and 
beauty galvanizing, cadmium plat- 
ing or chromium plating. EBERITE 
will not crack or chip. 





It will pay you 
to investigate 
IE BERITE, the 
finish that ex- 
cels anything 
heretofore of- 
fered in its re- 
sistance to 
rust, wear and 
weather. 





Write for descriptive circular 


Manufacturing Co. 
Division of 
THE EASTERN MALLEABLE IRON CO. 


Cleveland, Ohio 


1938 
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EBERHARD 


| latent and such as are not readily 
discoverable by inspection, no un- 
| reasonable limitation as regards the 
| time for inspection will protect the 
| seller.” 
The purpose of this principle of 
| law, of course, is to protect the buy- 
er so that he will not be without 
| redress for those defects which can- 
| not ordinarily be detected within a 


| short time. 


Not Chicken Feed 


MONG the interesting privileges 
enjoyed by the members of 
Congress is the privilege of revising 
and extending their remarks in the 
Congressional Record. This makes 
it possible for a member to put into 
the printed account of proceedings 
things never actually said in debate, 
or to take out things said that might 


| not look so good in print. 





Recently we quoted from the Con- 


gressional Record of February 3 the | 


following report of an exchange be- 
tween Representative Wright Pat- 
man (D., Tex.) and Representative 
Albert J. Engel (R., Mich.) who 
had asserted that the government 
ought to cut down spending :— 
Mr. Patman: “Which appropria- 


tion would the gentleman stop 
first?” | 
Mr. Engel: “The first thing 1 | 


would do would be to stop this send- 
ing of about 3,000,000,000 pieces of 
mail through the Post Office free 
from the various departments of the 


| government, which cost the govern- 


ment $220,000,000 during the last | 


” 


four years. 

Mr. Patman: “Oh, that is merely 
chicken feed.” 

Now Mr. Patman points out thai 
the phrase, “Which cost the govern- 
ment $220,000,000 during the last 
four years,” was not spoken by Mr. 
Engel in debate, but was added by 
him to the account as published in 


the Record. So, on February 14, Mr. | 


Patman asked and obtained the 
unanimous consent of the House to 
withdraw his own statement about 
chicken feed. 

Mr. Patman has 
plain all this, and we are glad to 
do so. We think it encouraging that 
Mr. Patman should object to being 
recorded for posterity as believing 
that $220.000,000 “is merely chicken 
feed.” 

Epitor’s Note:—This editorial 
comment from The (N. Y.) World- 
Telegram is reprinted at the request 
of Congressman Wright Patman in 
view of our the previous 
World-Telegram editorial referred to 


above. 
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C—— Wrist and 
a ef It’s Open 
‘ld Sheffield Shell!’ 
Shot. atoll 
Neti old Sheffield $n¢ 














(PAT. APPLIED FOR) 


ALUMINUM 


OR GOLD 
ENAMEL 


No screw driver, pliers, or can opener 
A twist of the wrist and 


required. 
os ready for use. 


the Duo-Jar is open, 





SHEFFIELD 
ALUMINUM 
PAINT (Mix 


re of both paste 


own manufactu : 
—s ely will not dark- 


and liquid. Positive 
en. 
ALSO: 
Oil Colors ® Kleen-A 
Floor Cleaner @ Crac 
h @ Iron Ename 
“is and Woodfix 
r Jobber Now 
for Discounts! 


Aluminum Paint, Paste, Powder 
Paint @ Three-Star 
k Filler @ Kleen-A- 


Order from you 
Jobbers—Write 


SHEFFIELD 


R & STENCIL CO., INC 
e of Top Values 
Cleveland, Ohio 


BRONZE FOWDE 
The Specialty Hous 
3000 Woodhill Rd. 


| @ Bronze Powders 


“A Twist of the 
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SIZE MARSKED 


PUMP LEATHERS 


A Vital Sales Help 


Today there is a widespread demand 
for pump leathers, factory stamped with 
their size. And, by selling size-marked 
packings you speed up sales, prevent 
mistakes and fe yourself of respon- 
sibility. 








These illustrations show 
the sharp, clear size 
marks as they appear on 
all Simplex pump 
leathers. 





We originated the idea of size-marking 
on pump leathers as a service to the 
trade, but today the consumer has 
taken advantage of it and demands 
size-marking as a service and a protec- 
tion for himself. You can profit by this 
demand by speeding up packing sales 
and building customer good will. 


Ask your jobber or write us 
for price list. 


ie ee ee ee 


A:U. 6 U 2... =. 
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Present Day Machine 


N order to pass muster for most 
purposes machine bolts today 

must measure to tolerances that 
are set up to thousandths of an 
inch. The accompanying illustra- 
tion shows a die setter (left) and 
a bolt- maker (right), who are 
among the oldest employees at the 
Bethlehem Steel Company’s bolt- 
making plant at Labanon, Pa., 
critically examining the first of a 
run of 114 in., machine bolts as 
it is struck off in a hot heading 
machine. The first bolt must be 
right because those that follow it 
will closely resemble it. When 
these men went to work at the 
Bethlehem plant as heater boys, 
hot heading machines of much 
the same type were employed, not 
only for larger size bolts such as 
the one shown but for bolts of 
smaller sizes as well. Today ma- 
chine bolts in the smaller sizes are 
made on machines that either cut 
them to length and head them in a 
single operation or in some cases 
convert coils of rods into threaded 
and finished bolts by the cold 
working method. 

In making larger sizes of ma- 
chine bolts to present-day stand- 
ards, good equipment is required, 
and seasoned experience and skill 
as well. As contrasted to machines 








Inspecting 114 in. machine bolts at 
the plant of the Bethlehem Steel 
Company, Lebanon, Pa. 


that turned out 5000 bolts of this 
size in the “nineties” in a ten- 
hour day, the machine shown is 
capable of turning out 7000 bolts 
in an eight-hour day that are of 
far superior quality, not only be- 
cause they are more accurate but 
because they are better finished 
and stronger. The men who are 
pictured went to work at the Beth- 
lehem plant when they were mere 
boys, back in the “nineties.” The 
word, “tolerance,” was not even 
known in the bolt and nut indus- 
try at that time. 





Electric Water Systems 
Are Sales Makers 


HE sale of an electric water 

system leads’ to the sale of a 
bathroom, a sink, and a laundry tub, 
Herbert C. Angster, secretary, Elec- 
tric Water Systems Council, Chi- 
cago, told dealers at the annual 
convention of the [Illinois Retail 
Hardware Assn. Three hundred dol- 
lars worth of extra equipment sales 
can result from the original single 
sale. During 1937 power companies 
spent $48,000,000 in the extension 
of power lines. The federal govern- 
ment has also been active in pro- 
moting the extension of rural power 
lines and in the past five years elec- 
tric water systems sales have in- 
creased 300 per cent. 

Follow the power lines, for every 
farmer on a power line is a legiti- 
mate prospect. When selling the 
farmer talk to him about conve- 
nience, profits and health. Forget 
technicalities, capacities, amperes, 


and watts and put all the emphasis 
on what the water system will do 
for the family. If possible deliver 
the sales talk before other members 
of the family. They will be valuable 
allies. 

Store sitters won’t sell water sys- 
tems. You have to go out with a 
demonstration outfit and show them 
the convenience of running water. 
You must know your pump thor- 
oughly and if you understand the 
superior features of the product you 
are selling there will be no difficulty 
in transmitting your own belief and 
enthusiasm to your prospect. 

The only difference between the 
successful dealer in water systems 
and the unsuccessful dealer, Mr. 
Angster said, is that the successful 
dealer sees the opportunities for 
sales today which the unsuccessful 
dealer will not see until tomorrow. 
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Springtime is 
Laddertime! 


RICH 


LADDERS 


Boost your spring ladder sales 
with Safe RICH Ladders. 
They’re STRONGER, LIGHTER, 
LONGER’ LASTING through 
RICH’s scientifically reinforced 
construction. 



















See your Jobber for prompt ship- 
ment. 


e THE RICH e 


LADDER & MFG. CO. 
1028 Depot St Cincinnati, Ohio 








On CLEVELAND ids 


ScHOLLENDEN 


Ln comumBUS id. 


The NEIL HOUSE 









Cin AKRON Jd 


The MAYFLOWER 


An ToLepo 45 


TeNEW SECOR 


ln JAMESTOWN (Mork) ZZ 


The JAMESTOWN 
and | 
Te SAMUELS | 


and featuring 












Unusually Comfortable, Modern Rooms; 
Good Food, Carefully Prepared and 
Served; Every Modern Hotel Facility 
and Reasonable and Uniform Rates 


**Genuinely 
Friendly” 
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_ YOU CAN SAFELY RECOMMEND 
ANY ROOFING 








| PROVIDED its surface—that is, its protective top 
coating—is composed of STA-SO; a surfacing material of ever- 
lasting Vermont slate—crushed into flat, overlapping particles— 
widely used by leading manufacturers to completely seal and 
permanently protect the surface of their make of roofing. 
STA-SO surfacing defies time, weather, sun and fire—with 
Nature’s eternal power. STA-SO, on roofing, does not drop out 
or wash off and it sheds water perfectly. It comes in many colors 
and they never fade. 


STA-SO, as you see it on roofing, carries no brand name or 


label. To make sure that any roofing you handle is surfaced 
with STA-SO, write us for information. 


No Roofing Is Better Than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 





YOU CAN ALWAYS SAFELY RECO 
ANY ROOFING SURFACED WI 
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SURFACING 












SELLS BETTER BECAUSE 
Ts NOT A POISON 


TO HUMANCY, 
BIRDSand PETS 
















AND PAYS It pays to push Red 
Arrow, the garden 
You NEARLY spray customers pre- 






fer because it’s NOT 
A POISON to hu- 
mans, birds and pets 
. .. because it’s easy 
to use... because it 
saves work by killing both sucking and chew- 
ing insects with one spraying. National advertising 
in magazines and newspapers goes to more than 
13,000,000 families. And Red Arrow pays you nearly 
double! Special #720 Profitmaker Assortment costs 
$5.40—-sells for $10.40. Liberal supply of new folders 
to distribute to your customers free if you act now. 
Order from your jobber, or write today for full details. 


THE McCORMICK SALES CO., Baltimore, Md. 


DOUBLE! 
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l Value 


STREAMLINE 





Make the “Bonus” Values we 
have put into Dietz new Stream- 
line Lanterns yield “Bonus 
Sales" for you. Talk them— 
Display them. Their good looks 
will attract any customer. Their 
improved features and obvious 
desirability afford opportunity to 
increase greatly your profit vol- 
ume on lanterns. 








R.E.DIETZ COMPANY 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 
Outpet Distributed Through the Job- 
bing Trade Only. We Do Not Sell 


Chain Stores, Catalog Houses, or 
Syndicate Buyers 





Coming Conventions and Events 


Alabama, The Retail Hardware 
Assn. of, exhibition and meeting, June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. J. H. Crowe, 410 N. 
21st St., Birmingham, Ala., secretary. 

American Hardware Manufac- 
turers Assn. and the National Whole- 
sale Hardware Assn., Oct. 17-20, 1938, 
at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Charles F. Rock- 
well, 342 Madison Ave., New York City, 
is secretary of the manufacturers’ group 
and T. W. McAllister, 1020 Grant Bldg., 
Atlanta, Ga., is secretary of the whole- 
salers’ group. 

Associated Pot and Kettle Clubs 
of America, June 24-26, at the Santa 
Barbara Biltmore Hotel, Santa Barbara, 
Calif. 

Carolinas, The Hardware Assn. of, 
convention, June 14-16, 1938, at the 
Jefferson Hotel, Columbia, S. C. Arthur 
R. Craig, 407-11 Commercial Bank 
Bldg., Charlotte, N. C.,  secretary- 
treasurer. 

Contract Builders’ Hardware Dis- 
tributors, National Assn. of, Sept. 20-22, 
1938, at Wm. Penn Hotel, Pittsburgh, 
Pa. Assn. office at 225-227 Federal St., 
N. S., Pittsburgh, Pa. 

Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 

Mississippi Retail Hardware and 
Implement Assn., May 23-25, 1938, at 
the Markham Hotel, Gulfport, Miss. 
John F. Jennings, P. O. Box 846, Jack- 


son, Miss., is secretary-treasurer of the 


group. 


National Retail Hardware Assn., 
July 11-14, 1938, at the French Lick 
Springs Hotel, French Lick Springs, 
Ind. H. P. Sheets, managing director, 
130 E. Washington Blvd., Indianapolis. 

National Wholesale Hardware 
Assn. and the American Manufactureis 
Assn., Oct. 17-20, 1938, at the Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. T. W. McAllister, 1020 Grant 
Bldg., Atlanta, Ga., is secretary of the 
wholesalers’ group and Charles F 


Rockwell, 342 Madison Ave., New York . 


City, is secretary of the manufacturers’ 
group. 

New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive-secretary, Flo English, Hotel Penn- 
sylvania, New York. 

Texas Wholesale Hardware Assn. an- 
nual meeting. June 17-18, 1938, at 
Buccaneer Hotel, Galveston, Tex. O. H. 
Mann, Higginbotham-Pearlstone Hdwe. 
Co., Dallas, Tex., is president of the 
association. 

Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn.., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec 
retary, American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary, National Assn. 





This suggested hardware window display, for use during National Hard- 
ware Week. May 9-14, was prepared by the Acme Window Display 
Service, Inc., 305 E. 46th Street, New York City, in cooperation with 
C. H. Tilson, secretary, Metropolitan Hardware Association. Displays, 
similar to that pictured, will be installed by the Acme company in the 
stores of hardware dealers, in the Metropolitan New York area, subscrib- 
ing to its services. Although the background arrangement is standard, 
the selection of merchandise to be featured will be left to the dealer's 
discretion. Dealers will use merchandise from their regular stocks and 
specials offered by manufacturers and wholesalers as a tie-in with 


National Hardware Week. 
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SPONGES AND CHAMOIS WITH 69 YEAR REPUTATION 





Double Barrel 


DEAL 
FREE. DISPLAY 


Trans- 

parent Popular low priced assortment 
consists of 22 Sponges. $10 Retail 

Front 


Value, and 5 Assorted Chamois 
— $5 Retail Value. 
Total $15. Your cost only $9.33 


MERMAID SPONGES 
AMSCO CHAMOIS 





Revolutionary . . . Colorful 








THEY COME IN FOR 
A SPONGE OR 


P.S.- With YOUR 

See the DISPLAY customer, too, 

= AND BUY BOTH. QUALITY and 

RELIABILITY 
COUNT 





J AMERICAN SPONGE 48% 
& CHAMOIS CO., Inc. 


NEW YORK, SAN FRANCISCO 
“DEMAND BY BRAND” 

















Sales Increase With 


EDLUND EGG BEATERS 


There's One For 
Every Purse and Purpose 


















25c - 50c - 75c¢ and $1.00 


In the Edlund line of Egg Beaters dealers 
will find all the qualities and factors that 
lead to bigger profits through greater 


Approved sales. Five models with quality con- 
struction and superior sales appeal 
by right through to the twenty-five cent 
Good item. They are Better Beaters, easy 
to beat in the kitchen, but hard to 

Housekeeping beat in sales. 


EDLUND CO. 





Burlington, Vermont 








TAKE A LOOK! 


8 PAGES 


PLIERS — PUNCHES 
NIPPERS—PRUNERS 
and other SPECIAL 
201,12 @)) a £@1@) By 
in the July 29th 
DIRECTORY ISSUE 
OF 


HARDWARE AGE 


Also includes 


BARGAIN SALES UNITS 


The WM. SCHOLLHORN CO, 
416 CHAPEL ST NEW HAVEN, CONN. 


Pe 













The biggest 2-way profit oppor- 


tunity of the season is knocking 
at your door. The HY-GRADE 
HOZE-GUWN attaches to any gar- 


presto—spraying 
becomes as eaSy as watering the 
garden. Every man or woman 
with a garden will want one. Be 
ready for the big demand. 


YOU PROFIT 2 WAYS 


The HY-GRADE HOZE-GUN with transparent car- 
tridge chamber, adjustable nozzle, and other new 
features is being extensively advertised. Its selling 
price of $2.75 in solid brass, $3.50 in chrome finish, 
gives you a wide profit margin. With it, every user, 
in fact any user of a garden hose spraying attach- 
ment has need of 


HY-GRADE HOZE-GUN 
COLLOIDAL 
CARTRIDGES 


These do away with all the 
fussy, messy, inaccurate mix- 
ing and measuring of spray 
solutions, and come in eight 
chemical combinations: 


wes hotolo. porate. 


SULFOLOID, 0 
aD OLOID, DORMO- 


den hose, and 





Soteten Curette 
ea., 3 for $1.00, 
$4.00 the y a. 


Our Introductory Combination Offer 
will interest you. Write for it. 
HY-GRADE 


HY-GRADE COLLOIDAL INSECTICIDE CO., Inc. HOZE-GUN 


Dept. D Solid Brass, $2.75 
109th St. & Jamaica Ave.. Richmond Hill. N. Y. Chrome Finish, $3.50 





















A complete, but small investment, line 


ne Oil Paint Prod- of superior paints. You become the 


— sold only through | exclusive Alabastine Oil Paint Agent in 
exclusive INDEPEN: your community. Full protection guar- 
DENT RETAILERS — | anteed. No competition with your own 
One to @ ——, exclusive line. Alabastine sells no chain 
will you be the Ont” stores, no mail order houses, no depart- 








ALABASTINE COMPANY - - GRAND RAPIDS, MICH. 


IF YOU ARE OUR MAN 
... THEN WE ARE YOUR COMPANY 
and ALABASTINE offers you: 


ment stores, operates no “different 
label” stores across the street ... You 
receive the exclusive benefit of a com- 
plete localized and proven merchandis- 
ing plan and sales program of monthly 
sales deals. If you are our man, you'll 
write for full details. 


\c ‘\ABASTINE 


,4OU SE pet ne 
—~ 
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They HOLD 


Sherman 
Couplings hold the 
hose absolutely se- 
cure. The hose ex- 
tends far under the 
grip fingers and 
these rust - proofed 
fingers with their 
long grip never let the hose slip out. 


SHERMAN 
Long-Grip 
Couplings «nd Menders 


Sizes \%", %” 





Ww 
Fig. 31 Mender 


and %”. 





Coup- eee a 
lings— = AS 
1 doz. per 3 S 
carton. R N 
Menders— 5 
2 doz. per 
carton. 





« = 
Fig. 30 Long-Grip Coupling 


Sold through Jobbers. 


Battle Creek Nwiechigan 








Heres the Hinge for 
Larger 


Profits 











Why sell ordinary 
jority of your trade are glad to buy the 
vastly superior 


INVISIBLE HINGES 
Our new catalog tells you why— 


write for your copy. 


Soss Manufacturing Co. 
648 E. First Ave. 
Roselle, N. J. 





NEVER SEEN NEVER HEARD 


NEVER TROUBLE 


110 


Long-Grip | 


Ly 
chant 


Selling Below 
Cost 


it unlawful for 
to sell merchandise 
prices below the cost to him? 
The California District Court of 
Appeals says it is not and, in a 
recent decision, held that the Cali- 
fornia Unfair Competition Act pro- 
hibiting the sale of merchandise 
below cost, is unconstitutional. If 
this. decision is accepted as sound 
precedent in other jurisdictions. its 
effect on retail competition will be 
profound not only in those states 
having so-called unfair competition 


a retail mer- 
at 


acts, but also in states whose courts | 


have held that selling below cost is 
unfair competition and contrary to 
public policy. 

Making a sharp distinction be- 
tween for the 
purpose of attracting business and 
selling below cost for the purpose 
of destroying competition, the Cali- 


selling below cost 


| fornia court said: 





“it element of 
the illegal selling of goods for less 
than cost, as the statute existed at 
the time was tried, that 
the act be performed with the pur- 
pose of injuring competitors and 
destroying competition. The 
fendant merchant in this case did 
not sell the goods below cost with 
that purpose in view. On the con- 
trary. he sold the goods below cost 
for the sole purpose of advertising 
his retail business and to stimulate 
trade. 

“Every sound and _ fair-thinking 
man knows that it is the common 
practice of merchants to periodically 
display in their show windows leader 
articles from their stocks at reduced 
prices for advertising purposes to 
attract the attention of customers 
and to stimulate trade. It is a well- 
recognized method of advertising. 
For more than a quarter of a cen- 
tury merchants in America have 
occasionally displayed staple articles 
at reduced prices, offered gifts and 
prizes, issued trade stamps, paid 
rebates and resorted to other cut 
rate methods of advertising their 
commodities to stimulate trade in 
the hope that a slight sacrifice on a 
few staple articles would be more 
than compensated by an increased 
bulk of business.” 

Attacking the constitutionality of 
California’s Unfair Competition Act 
and similar legislation, the court 
continued: 

“Retail stores and kindred enter- 
prises are not imbued with a public 


Was a necessary 


this case 





de- | 











There is Always 
a Market for 
Stewart Products 


Progressive hardware men will do 
well to investigate the liberal dealer 
plan offered by Stewart. An oppor- 
tunity to increase profits through the 
sale of Iron and Chain Link Wire 
Fence and Entrance Gates, Lawn Fur- 
niture. Interior and 


Exterior Railings, 
Bracket and Pier 
Lanterns, Folding 


Chairs, Stable Fit- 
tings and other Or- 
namental Iron and 
Wire Products and 
kindred metal specialties. 
You invest nothing and 
you are not required to 
carry any stock. Write 

today for full details of this outstand- 
ing Stewart offer. This places you 
under no obligation whatever. 





NCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 
CINCINNATI OHIO 


*““World’s Greatest Fence Builders Since 1886" 











Rotlfast 
BICYCLES 
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THE FIRST WORD 
IN QUALITY 
THE LAST WORD 
IN DESIGN 
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Signal 16 inch Os- 

cillating Adjustable 

Floor Model Ped- 
estal Fan 


Easily moved 
about, and ad- 
justed to the 
desired height 
for the room— 
adjustable from 
4 ft. 6 in. to 7 ft. 
6 in. from floor 
to center of fan 
..+- 16 inch quiet 
type polished 
aluminum fan 
blades . - Ro- 
tary type switch, 
3 speeds... air 
displace- 
ment 1650 r.p.m. 
. Induction 
motor, non-radio 
interfering. This 
is Signal P-1250- 
A fan, list price 
$33.75. Prepare 
now for calls for 
this new fan. 
Complete details 
upon request. 





SIGNAL ELECTRIC MFG. CO. 





9 
Offices in all principul cities 
Remember National Hardware Week—May ¥ tv 14 














‘AupitoriuM 


HOTEL RATES 
Now from $f 
e 
Must think-you can now 
enjoy the comfort and lux- 
ury of the Auditorium Hotel 
for as little as $159 a day 
for a room without private 
bath or from $25° a day with 
private bath. A splendid 
location— every conven- 
ience — in an atmosphere 
of luxury at low cost. 
George H. Mink, Manager 


MICHIGAN AVE. AT CONGRESS 


CHICAGO 


MAY 5, 1938 

































interest which authorizes price fix- 
ing or regulation. Nor under ordi- 
nary circumstances may it be said 
that it is necessary for the public 
welfare to thus interfere with private 
business or private property. Such 
interference is destructive of the 
constitutional inhibition and of 
private inherent rights to own and 
control property.” 

Quoting from a New York case 
the court said: 

“The right of the owner to fix a 
price at which his property shall be 
sold or used is an inherent attribute 
of the property itself, and as such 
within the protection of the due 
process clause of the Federal Con- 
stitution. The power of the govern- 
ment to fix prices does not 
ordinarily exist in respect to merely 
private property or business, but 
exists only where the business or 
property involved has become af- 
fected with a public interest.” 

It should be noted that this de- 
cision refers to a_ statute fixing 
penalties for the selling of mer- 
chandise below cost for the purpose 
of destroying competition. The 
statute is aimed at the elimination 
of the so-called loss leader. but the 
court holds in its decision that the 
law is unconstitutional. Regardless 
of this decision, however. a manu- 
facturer of trade-marked merchan- 
dise has the right to enforce a retail 


sale price on his products under | 


California’s resale price mainte- 
nance law. 


“Black Leaf” Display 

















This merchandise display for “Black 
Leaf” Worm Pellets is lithographed in 
full color and has 24, 10-cent Worm 
Pellet Packages attached. Tobacco By 
Products & Chemical Corp., Louisville. 


Kv. 





P.S. It's Screen Door Time 





Screen Door Hinge No. 7-11 


Champion’s 
Loose Pin Hinges 
Build Sales 


Screen doors are easy to put up 
and even easier to take down with 
Champion’s Loose Pin Hinges. 


No pounding, no hard work, no 
marring of the wood surface—just 
insert or remove the pin and the 
screen door is put in place or taken 
down. 


Champion’s “7-11’’ Loose Pin 
Hinge is the screen-door headliner. 
Feature Champion’s complete line of 
screen hardware now and watch your 
sales increase. 


The CHAMPION HARDWARE Co. 


Geneva, Ohio 
New York Office: 51 Murray St. 





























GTEELGRIP 


Belt Lacing 


A strong lacing for all 
types of belts. Put on 
with a hammer in a 
few minutes. Clinches 
smoothly into belt, 
compresses ends, pre- 
vents fraying. 2-piece 
hinged rocker pins 
provided. 8 sizes. In 
boxes handy pack- 
ges artuns and 
long lengths 









Handy packages 
Handy contain 2, 6 inch 
sets of lacing com 
Packages plete with pins Fast 
counter seller. No need 
to break standard oxes 

small users 


WIREGRIp “ 
Belt Hooks 


come on processed cards that 






prevent waste-——every hook 
can be used Protects 
fingers. Applied with 


a WIREGRIP Lacer 
or any other standard 
Helt Lacing Machine. 
All Sizes, 1 doz. cards 
per box. Standard or 
Assorted Cartons. 


WiIREGRI Vise Type Belt 

en Lacer No. 0 
operates in any vise 
Stabilizing feet Sim 
plified loading Best 
for farm, small shop or 
outside work, Complete 
with th'n blade shears 
for utting between 
hooks to exact length 


a 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
304 N. Loomis St., CHICAGO, U.S.A. 


WRITE FOR 
CATALOG 
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Wildlife Conservation 


(Continued from page 50) 


Nation’s laws were realizing that 
not only was it imperative that all 
forms of American wildlife be pro- 
tected but that depleted supplies 
should be replenished and measures 
other than mere restrictive regula- 
tions should be put into effect. 

“The first public food patch was 
planted in 1917, marking the begin- 
ning of an effort to reduce fatalities 
from starvation rather than by fur- 
ther limiting hunting. 

“California was the of the 
first disease control practiced. There 
in the Stanislaus National Forest 
disease control was practiced in a 
hoof-and-mouth epidemic in deer. 

“This brought forth another del- 
uge of firsts, all significant in that 
they indicated a new trend in con- 
servation. The first life-history in- 
vestigation was undertaken as a 
means to management; the first pub- 
lic wilderness area was established; 
the first comprehensive State game 
survey and conservation plan was in- 
augurated. 

“Many times in the past—in fact 
most of the time—it must be admit- 
ted that legislation had lagged far 
behind the parade, but in that too, a 
new era was dawning. Today, be- 
cause of a greater realization of the 
importance of wildlife to the people 
of this country, legislation and legis- 
lators not only have caught up with 
the parade, but are far ahead of it. 
Modern wildlife legislation is far- 
sighted; aimed to protect not only 
what we now have, but to restore 
and make our wildlife resources 
more plentiful in the future. 


The Modern Trend 


“The Pittman-Robertson Federal- 
aid-to-wildlife bill, passed at the last 
session of Congress, is a perfect ex- 
ample of the trend of modern wild- 
life legislation. It in no way re- 
stricts the activities of any of the 
many groups interested in wildlife. 
It does make available to the States, 
from Federal funds for such pur- 
poses as research, restocking, man- 
agement studies, and such, more 
than $3,000,000. without adding one 
extra cent to taxes. It is a far- 
sighted piece of legislation which 
should do much toward restoring an 
American heritage for our children 
and children’s children. 

“The bill was introduced in the 
Senate on June 17th, last year. It 


site 


passed both Houses of Congress 
unanimously and was signed by 
President Roosevelt September 2. 


an all-time record for swift 
of a conservation measure 


This is 


passage 

and is merely one more indication 
of the awakened interest in such 
legislation. 


Earmarked Tax 


“The Pittman-Robertson bill ear- 
marks the excise tax on sporting 
arms and ammunition, placing it in 
a special fund and, under certain 
conditions, turning it over to the 
Secretary of Agriculture to admin- 
ister. 

“Certain amendments were made 
to this legislation in the House. 
From an ‘appropriation’ it was 
changed to an ‘authorization’ but 
the fund was earmarked and the 
revenues from the excise tax in ques- 
tion cannot be used for any other 
purpose. 

“The average yearly amount thus 
made available for American wild- 
life will be $3,000,000. This is based 
on an average expenditure of $30,- 
000,000 a year spent on arms and 
ammunition since the imposition of 
the excise tax in 1932. The States 
will be required to add a total of 
$680,000 before this Federal aid can 
be made available, which further in- 
creases the amount to be spent in re- 
storing wildlife. 

“The Director of the Budget has 
this year authorized an appropria- 
tion of $1,000,000 from this fund for 
1939. The balance of the money, as 
explained, remains earmarked for 
use by the States in wildlife projects 
and for other related purposes. An 
approximate balance of $2,000,000 
will remain in the earmarked fund 
after this appropriation. Thus it is 
that through the fund established by 
the Pittman-Robertson bill we may, 
in time, pile up a cash reserve that 
will put wildlife restoration on a 
sound financial basis. 

“While there is. at present, no 
way of determining how wide the 
scope of projects may be which can 
ultimately come under the Pittman- 
Robertson bill, it seems clearly ev- 
ident from the continual use of the 
word ‘restoration’ in the act that 
replenishing wildlife was foremost 
in the minds of Congress when the 
legislation was passed. 

“There are several types of proj- 
ects which are so clearly indicated 
that there is little question about 
them. These are the purchase of 
land for wildlife purposes. 

“The development of land for the 
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Wire used in weaving Superior Wire Cloth is drawn 
in the Wright plant and, because the company has 
control of the production all the way from rods to 
the finished product, the wire is produced exactly 
in accordance with the specifications necessary for 
weaving. 


G. F. Wricut STEEL & WirECo. 
WORCESTER, MASS., U. S. A. 


Atlanta : Chicago Los Angeles 
WIRE CLOTH WIRE LATH 
WIRE CLOTHESLINES 


New York 
WIRE NETTING 
CHAIN LINK FENCE 
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Priced to Sell 


Better power tools at lower cost 
. Nationally advertised . . 
and selling remarkably fast. 
The Arcade line is the profit 
line . . . bench saws, drill 
presses, lathes, band saws, belt 
sanders, disc sanders, and jig 
saws ... all outstanding values 
and quality built. The Bench 
Saw and Band Saw illustrated 
here retail for $11.00 and $18.00 
respectively. Bench Saw table 
is 11” x 14”, the Band Saw is 10” size. Write for 
catalog of complete line. Order from your jobber. 
Arcade Mfg. Co., 1201 Shawnee St., Freeport, 


ARCADE 


HARDWARE & TOOLS 
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Brews The Best Coffee You Ever Tasted 


The amazing CORY “Fast-Flo” Filter 


controls temperature. 
coffee until hot enough for brewing 


Doesn't allow the water to reach the finely-ground 
. and doesn't let the water boil. 


Inside of 3 minutes, you have mellow, marvelous coffee in the decanter, 


without the bitterness which too long steeping or boiling draws out 
and no metallic taste from contact with metals. 

Only the CORY gives you all these 

patented and exclusive features 
@ ‘‘Fast-Flo’’ Filter 
@ Bakelite Funnel Holder @ Heat - Resisti 
@ Hinged Decanter Cover CORNING 
@ Formed Pouring Lip 
@ Easy Grip Handle 
Write for our latest catalog 


GLASS COFFEE BREWER CORP. = *7%,, North. Walls 


@ Bakelite Coffee Measure 





@ 2-Heat poate we irYt -Low) 
ng by 


@ Beautiful Platinum Decoration 


St. 


Chieago, Illinois 


a BLUEFLASH 


TABLE-TOP ELECTRIC 


REFRIGERATOR 


Get the facts about the 
sensational BLUE 

FLASH. Refrigerates 

FOODS or BEVER- 

AGES either WET or DRY! Has fast- 
est cooling speed, lowest operating 
cost. Saves valuable 

shelf space. Costs less 

per cubic foot than 

any other refrigerator. 

Selling Sensationally. 


Huryeur Asuour oy} uo s[rejyaq 
e}e[duroy azozy uodnog sty} puss 
iSHOLNGIULSIC iSuzivid 


jestyoueday yseiij InlTg yormsunstg 


Appliance Division, The Brunswick-Balke-Collender Co., 
606 South Wabash ‘Ave., Chicago, Ill. 

Tell us more about the Brunswick BLUE FLASH Table-Top 
Electric Refrigerator EXCLUSIVE FRANCHISE. Send us full 


particulars. 

ee ee 
a 
Address 








COMPLETE 
WAREHOUSE 
STOCKS 


8y 
LOCATED IN 

Atlanta Louisville 
Cincinnati Memphis 
Cleveland Milwaukee 
Columbus, O. Mobile 
Dallas Montgomery 
Detroit Nashville 
Fort Wayne New Orleans 
Houston Oklahoma City 
Indianapolis Philadelphia 
Kansas City San Antonio 
Los Angeles San Francisco 


Seattle 


SEE YOUR JOBBER TODAY 
FOR PRICES 


TAYLOR, LOWENSTEIN & CO. 


Mobile, Ala. Cincinnati, O. 
56 N. Commerce St. 605 Gerke Bidg. 





50°o—To Distributors —50°o 







Write at once for catalog 
and proposition 


THE MASTERLITE CO. 











Sell guaranteed Masterlite Lamps. 
American made. Fully 
guaranteed for 1000 hours. 


Dept. GC53. 110 E. 23rd St., N. Y. 








Repeat sales are most profitable. 
Protect your wire goods business 
with a stock of Hindleys. Ask your 
jobber today. 


alll 


SCREW EYES & HOOKS, GATE HOOKS & 
EYES, CUP & SHOULDER HOOKS, EYEBOLTS, 
WIRE FORMS—COTTER PINS. 


60 JOHN ST. 
HINDLEY MFG. CO. {iitty Fatis. r. 1. 











COOKSZ*@Mm WAIL 


CLIPPERS 


MOUNTED ON THIS 
"SALESMAN" 





Gem Nail Clippers 
Colorful fast-selling dis- 

. play holds doz. clippers at 
{ 35¢ ea. Good profit. Ask 
your jobber. Send for cata- 
log price sheet. 


The H. C. COOK CO. 


27 Beaver St., Ansonia, Conn. 


st 
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use of wildlife. The setting up of 
research projects. 

“Obviously under the terms of the 
bill, the Federal funds made avail- 
able to the State cannot be used for 
routine expenses of the game com- 
missions, such as routine predatory- 
animal control, administrative ex- 
penses for the operation of game 
farms or for the purchase of game 
birds or animals to release for shoot- 
ing purposes. 

“Any State which diverts any of 
the money from hunting or license 


fees to purposes other than the ad- 
ministration of its fish and game de- 
partment cannot benefit from the 
terms of this act. 

“The consent of the Governor is 
all that is necessary for a State to 
participate in this Federal fund for 
the first year provided that State 
does not violate this one mandatory 
proviso of the law and _ provided 
further that the State complies with 
the general terms set forth in the 
act and the regulations which will 
be set up.” 





Air Conditioning Installations 
Stimulate Summer Business 


A conditioning has become an 
important aid to business. 
Comfort for customers and for 
employees pays dividends, sug- 
gests A. D. McLay of Detroit 
Edison Company in a recent ad- 
dress before the sales conference 
of Edison Electric Institute. 

Mr. McLay reported results of 
a survey which covered every 
user of air conditioning, both in- 
dustrial and commercial, in the 
city of Detroit. Each was asked, 
“To what extent has air condi- 
tioning increased your summer 
business?” Tabulation of the re- 
plies showed the following: 
| per cent said it had increased 
business 100 per cent. 
61% per cent said it had increased 
business 50 per cent. 
3 per cent said it had increased 
business 35 per cent. 
12 per cent said it had increased 
business 25 per cent. 
91% per cent said it had increased 
business 20 per cent. 
3 per cent said it had increased 
business 15 per cent 
2214 per cent said it had in- 
creased business 10 per cent. 

Discussing the advantages which 
air conditioning had _ brought 
them, 97 per cent of these busi- 
ness concerns said that customers 
had mentioned relief from the 
heat of the street; 49 per cent 
considered the elimination of dust 
and dirt as the chief asset; de- 
creased spoilage and fewer “re- 
jects” were important gains -cited 
by 12 per cent of the concerns; 
and 38 per cent mentioned the 
elimination of noise. 


The latter advantage, Mr. McLay 
pointed out, is one which alone is 
often worth the cost of air condi- 
tioning installation. Noise and 
dust of city streets can by this 
means easily be shut out of homes 
and commercial — establishments 
where values have depreciated be- 
cause of widened highways, new 
car lines or other noises or dust 
annoyances. 

“This phase was summed up by 
the National Resources Committee 
last year.” Mr. McLay said, “in 
its report on Technological Trends 
and National Policy. The com- 
mittee declared that air condition- 
ing, which was first applied in 
factories for the benefit of the 
goods, is likely to be extended 
gradually as it becomes cheaper 
and as more thought is given to 
the efficiency and comfort of the 
worker. With air conditioning 
will come also better insulation 
against noise.” 


Wilcox, Crittenden Catalog 

The Wilcox, Crittenden Co., Inc., 
Middletown, Conn., has recently issued 
its 1938 catalog on marine and indus- 
trial hardware, marine lights and equip- 
ment, drop forgings, gray iron, and 
brass castings, and galvanizing and 
tinning. 


Oxford Tool Catalog 


This catalog presents the Oxford 
line of automobile tools, bars, boiler 
makers’ tools, chisels, drills, knives. 
plumbers’ tools, punches, scrapers, and 
other items. Oxford Tool Co., 1633 N. 
Second St., Philadelphia, Pa. 
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STAYS SOLD! 

















MAYHEW No.10 





When you sell this 25¢ Nail Set, you not only sell a tool—you 
sell customer satisfaction and repeat business! Hammer 
forged from new Alloy Steel, it has an unusually tough point 
that will actually pierce steel! Extra large square head and 
knurled body for tight grip. Order soon from your Jobber- 
Salesman. 





MAYHEW STEEL PRODUCTS, Inc. 
SHELBURNE FALLS, MASSACHUSETTS 


Stock and Profit with 


“G & B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 

ELECTRO GALVANIZED 

PAINTED BLACK 
COPPER 

BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Astablished 1818. America’s Oldest Wwwen Wire Factory-Manufactureres 
WIRE CLOTH. NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Gecrgetown, Conn. Blue Island, tll. Kansas City Mo 
San Franeiseo 


WIRE 
Goops 


GéB 


QUALITY 


Provuc rs 


“ACME” 








WATER 
TESTED 


Lire s os 















@ Every Justrite Nozzle is hand-tested 
under actual water pressure. This as- 
sures perfect non-leaking operation 
with straight or heavy streams, PRE- 
CISION REGULATED SPRAYS or 


complete shut off. Because it is solid NO LEAEI 
cast brass, highly polished it sells 
easily and brings customers’ neighbors NO BACK 
in for more. SPRAY] 

* 


Since 1887 
W. D. A 


566 W. Lake St., Chicago, Ill. 


MANUFACTURING CO. 
28 Warren St., New York City, N. Y. 








“Don’t FORGET 
ME in the 


RUSH!’’ 


Everywhere dealers report Kees Metal Siding 
Corners, Screen Corner braces and specialties 
don’t overlook Kees Weaners for 
There’s always a good demand. Kees 
Perfectly safe, and absolutely 








are selling faster than ever. But 


Calves, Cows and other stock. 
Snap-On Weaners are easiest to put on. 


sure. Write for FREE KEES CATALOG now, and FREE dealer helps. 
F. D. KEES MFG. CO. 
(Est. 1874) Dept. K-8 Beatrice, Nebraska 


Distributed Thru Wholesale Hardware Trade 








Ask Your Jobber 
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LOW PRICE 
HIGH QUALITY 


NE MAIL BOX! 


Now—A beautiful city letter box 
in color, with lock and keys, retails 
for 50 cents, the most popular city 
letter box price. Its smart design 
and crystal green crackle finish 
—attracts purchasers on sight! 
Made by the largest manufacturer 
of city letter boxes in the United 
States! 


PATENT NOVELTY COMPANY 


305 Eighth Avenue, Fulton, Illinois 



































“The Classified Section 
of Hardware Cige % the 
Opportuncty Exchange 
of the Hardware “rade 


See Pages 120-121 






















First in SALES 


George Washington, the first 
president, “First in the 
hearts of his countrymen”. Star 
Heel Plates are first in the minds 
of customers. 


STAR Heel Plates Sell FASTEST 


because they back up every 


claim! Wear longest and fit the 
shoe perfectly. for All 

HEEL PLATE CO. 
* Newark, N. J. 


— = 


was: 








Sizes 
shoes from smallest to largest. 
Profit with “Stars”. 

Sold by Leading Jobbers 
Send for Samples and Prices 
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STEEL BRICK HODS 


Have been used} 
for years 
because of 

their strength 
and lightness. 

We. 162 oue All steel 

Briek t x7” deep 





Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilten Ave. 











@ @ _ CLEVELAND, OHIO @ ® 


hey Datsvaiaiarers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


Write for FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA, US.A 


DENISTON 









‘*Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
— dealers everywhere sell it as a profit-maker 

good will builder. Note the famous ‘‘Lead 
Seal’ '—the lead under the head and down the 
shank actually plugs the nail hole with lead! . 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. _CHICAGO, ILL. 













Tools that Serve — 
Cutlery that Cuts 


We protect you through Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 
Rockford Illinois 













O CUTLERY 








KEY BLANKS 


OF EVERY DESCRIPTION 
Aiso, assorted skeleton keys. 


O——"ri 


Catalogue on request 
GRAHAM MFG. co. 


Dept. 
Derby, Conn., “U. S. A. 











‘GUNS HINE™ 
H ocess 
AR io q 


mv, 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL MASS. 
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| tions. 


The Washington, D. C. 
Convention 


Epiror, HarpwarRE AGeE:—Dur- 
ing the recent Memphis conven- 
tion—several of the manufacturers 
and jobbers present referred to 
my article in the HaRDWaRE AGE, 
March 10, on Hardware Conven- 
lions. One of the delegates re- 
marked he could not recall that 
the National Hardware Associa- 
tion and the Manufacturers held 
a convention in Washington, D. 
C., and his reference was made 
in a manner that perhaps I was 
wrong. 

I cannot recall at the moment 
the year—but the month was No- 
vember—and_ headquarters hotel 
was The Willard, Washington, 
D. C. 

Either before we arrived or dur- 
ing the first few days we received 
word that the President would be 
delighted to meet our associa- 


The necessary arrangements 
were made and on the Wednesday 


| afternoon we went in a body to 





the White House—the ladies were 
gowned in their very best—and 
quite a number of the men wore 
Prince Alberts and top hats. 

From 3 to 5 o’clock the Presi- 
dent shook hands with each one 
of us. 


Mr. T. James Fernley, secre- | 


tary-treasurer of the National 
Hardware Association, made the 
introductions. It was a grand 
reception. The President of the 





United States was Theodore Roose- | 


velt. 
GeorcE H. HARPER, 
1901 Light St., Baltimore, Md. 


Farm Booster 


An enterprising hardware dealer 
serving a large dairy and poultry 
farming area cooperates in every 
way to help boost the consumption 
of milk, butter, cheese and eggs. 
Every piece of direct mail he sends 
out or newspaper advertisements 
which he runs bear such catchy 
reminders as “Eat More Eggs— 
They’re Healthful,” “Have a Piece 
of Cheese With Your Pie,” “Drink 
an Extra Glass of Milk a Day,” 
etc. The farmers appreciate this 
interest and are happy to trade 
with the man who is interested 
enough in them to boost the sale 
of their products. 











SESAMEE 


Keyless Locks 
Write for Booklet 


Manufactured by 


Bemis & Call Co. 
Springfield, Mass. 

















QUIT LOSING PAINT SALES 
TO COMPETITION 


Sell IDEAL paints. The complete 
low priced line of guaranteed 
paints, enamels and varnishes. 


Write direct to us for samples and prices. 


JOHN R. WATSON PAINT CO. 
3103 Beaubien St. DETROIT, MICH. 














ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

anteed quality. Real 

S| profit in handling 

‘i them. 

Write for prices. 


Bechester Sash Balance Co., Ine. 
Reechester, N. ¥. 
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THE CLASSIFIED 
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PAGE 120 
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KNOWN 
EVERYWHERE 


No. 800 — Low Priced, 
Polished Brass Finish. 


Pump Filler, 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON r LAMBERT Mrc. Co. 


DETROIT, MICHIGAN 














et EXTRA PROFITS ON 
W’ArTAle 


ul WINE 


BRONZE WEATHER STRIPS 


Easily installed without 
removing sash or doors! 


Now you can make quick, new profits by selling genuine Dennis 
Double Cushion Spring Bronze Weather Strips for modernizing 

jobs and new homes. The easiest to install—comes attached to 
new parting stop. Patented ‘‘S’’ fold gives double spring action. Prevents 
cold air leaks. Makes snug weather-proof seal conforming to all warping, 
shrinkage and expansion of sash and doors. Endorsed by architects and 
builders for saving fuel. Ask your jobber or write for new 1938 Weather 
Strip Catalog. 


W. J. DENINIS & CO. 


2110-20 WEST LAKE ST. <«<<CHICAGO 


No. 62 
Screw 


Wrench B. & C. 


The BAR of this wrench is forged from special open 
hearth steel—made OVAL front and back. This method 
leaves additional stock where most needed and gives con- 
siderably more STRENGTH than the square bar form of 
wrench construction. Handle, Frame and Bolster are 
securely united into one piece and powerfully braced. 
Every part is case-hardened. 6 sizes: 6 to 21 ins. Profit- 
able sellers. 





















TRADE Ask your Jobber 
Ba( BEMIS & CALL CO. 
MARK SPRINGFIELD, MASS. 


CQ Closely “Read 
“publication 
hao a successful 
Classified Section 


See Pages 120-121 
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se 
SUREST SALES WINNER 
IN REFRIGERATION 


Because it Means 


ICE FOOD 
MORE CUBES MORE CAPACITY 


Gibson Electric Refrigerator Corp. 
Greenville, Michigan 


Chicago Office: American Furniture Mart 
Export Office: 201 N. Wells St., Chicago, U.S.A 
Cable Address: Gibselco, a Code 





GIBSON 


THE FREEZ'R SHELF REFRIGERATOR 


MARBLES Knife Case 
GIVEN 


for Counter Use 


with best selling assort- 
ment of only 


12 KNIVES 


—Retail value of 12 
knives comprising this 
‘ assortment, $24.60. 
man —Cost to dealer, togeth- 
er with free loan of 
our beautiful No. 12 
Display Case, $16.49. 
Order out one of these New No. 12 Display Cases at once— 
through your jobber or write us direct, giving jobber’s name, 


MARBLE ARMS & MFG. CO., Gadstone, Mich. U.S. A. 


AN OPPORTUNITY FOR LIVE DEALERS 
— MINIATURE GASOLINE ENGINES 


$5 Fe) For Model Boat & Model Airplane Use 
ary Hare ha 


77 Now available in Kit form. No machining, 
easily assembled, absolutely complete, 


tog ONLY $5.00 LIST. 


af LOWEST PRICED MOTOR IN WORLD 
You can profitably handle these Motors and share in the tremendous 
and rapidly growing demand for this tested item. 


WRITE FOR CIRCULAR AND DISCOUNTS 
Y ofitably handle th 
JOBBERS iteinse, Qiaiadien 7 ie mee oe poe 


G.H.Q. Motors, 854R E.149th St., New York,N.Y. 


Vaug 


SAFETY ROLL 5, 


Can Opener 


25,000,000 women can't 
be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ...easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


VAUGHAN NOVELTY MFG. CO., INC. 
3211-25 CARROLL AVENUE, CHICAGO. ILLINOIS, U.S. A. 












































117 









information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Maker 
it?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?’’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Wauseon, Ohio: Who makes Gibbs 
Lustre boardtile for kitchen and 
bathroom walls? Home Owners 
Supply. 

ANSWER: Gibbs Boardtile Corp.. 
619 N. Curtis Street. Chicago, Tl. 

* & * 

Trenton, N. J.: Who makes the 
Illinois windshield hinges? — Her- 
mitage Hdwe. 

ANSWER: Illinois Brass Mfg. 
Co., 224 N. Ada Street, Chicago, III. 
* * 

Rockford, Mich.: Who makes the 
Champion upset saw swage?- 
Rouge River Hdwe. 

ANSWER: A. F. White Machine 
Works, Eau Claire, Wis. 


* * * 


Attleboro, Mass.: Who makes the 
Sure Dead fly repellent?—-Wm. F. 
Flynn & Son. 

ANSWER: Double “B” Products 
Co., Hartford, Conn. 

* * * 

Tuscaloosa, Ala.: Who imports 
the Woods & Sons, Ltd., China from 
England ?—Sewell Hdwe. Co. 

ANSWER: Edward Boote, 35 W. 
23rd Street. New York. N. Y. 
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Chincoteague, Va.: Who makes 
the Smith’s welding and cutting out- 
fit?—Conant Bros. Co. 

ANSWER: Smith Welding Equip- 
ment Corp., 2633 S.E. 4th Street. 
Minneapolis, Minn. 


* * * 


Raleigh, N. C.: Who makes the 
Ohio and Premier wire stretcher? 
Carolina Hardware Co. 

ANSWER: Ney Mfg. Co., Can- 
ton, Ohio. 

* * 

Coatesville, Pa.: Where can we 
purchase the Excelsior rake? 
Coatesville Hdwe. Co. 

ANSWER: M. R. Lane & Sons. 
Inc.. Ardmore, Pa. 


* * * 


Fairfax, Okla.: Who makes knock 
down bleacher seats for football and 
baseball games?—Baughman Lbr. 
Co. 

ANSWER: Universal Bleacher 
Co., Champaign, Ill. Newcastle 
Products, Inc., Newcastle, Ind. 


* *& * 


Westfield. Mass.: Who makes the 
Blackhawk wrenches ?—Bryan 
Hdwe. Co.. Inc. 


ANSWER: Blackhawk Mfg. Co., 
5325 W. Rogers Street, Milwaukee. 
Wis. 

* & # 

Derby. Conn.: Who makes model- 
ing clay ?—Bennett’s. 

ANSWER: Fort Hill Modeling 
Clay Works, Lowell, Mass. Ameri- 
ean Art Clay Co., 4717 W. 16th 
Street. Indianapolis. Ind. 

* & * 

Malone. N. Y.: Who makes Pre- 
tone for washing walls?—Malone 
Hdwe. Co., Ine. 

ANSWER: Pretone Co.. Camden. 
N. J. 

* + * 

Buffalo. Ky.: Who makes the Art- 
craft curtain rods?—E. S. Ferrill & 
Son. . 

ANSWER: Kenney Mfg. Co.. 
Cranston, R. I. 

* * * 

Rocksprings, Texas: Who makes 
bloodless animal castrating instru- 
ments?-—Alamo Lumber Co. 

ANSWER: J. Sklar Mfg. Co., 133 
Floyd Street. Brooklyn, N. Y. 

* * * 

Savannah, Ga.: Who makes the 
Ex-Ray hats?—-Stubbs Hdwe Co. 

ANSWER: Caradine Hat Co., 4th 
& Market Streets, St. Louis, Mo. 
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S22 Gun Cleaning Packs 


‘C} Containing All Three 


HOPPE’S: 


No. 9 Solvent 
Lubricating Oil 

Gun Grease, and 

a Supply of Patches 





Handy package, 
in attractive 
bright colored 
display contain- 
er. Quick seller 
with good profit. 
Order from your 
regular jobber. 














FRANK A. HOPPE, Inc., 2314-A N. 8th St., Phila., Pa. 











FAST-STARTING, FAST-SELLING 


ECLIPSE 


AIR-COOLED AND. ELECTRIC 


OUTBOARD MOTORS 


belong in your line. They 
are good-will builders 


De Luxe 
Single 


Standard 
Single Electric 
$79.50 $71.50 $38.50 


BENDIX PRODUCTS CORPORATION 
MARINE DIVISION, 40! Bendix Drive, South Bend, Ind 


Silent 


Air-cooled Twin 
$129.50 








(“National Hardware 


What Kind of Birds Need 
“CAGE CHAINS*’? 


It’s true that the “condor” is a mighty big bird, but 
not so big as to need Cage Chains! McKay makes these 
chains for use as lifts on mine cages or elevators— 
and this is but one of the types that demonstrate the 
value of 

*““McKay’s 50 years of knowing how.” 


Always look to this dependable maker for your A-No. 1 
quality welded and weldless Chain... 


THE McKAY COMPANY 
McKAY BUILDING . . . . PITTSBURGH, PA. 


Week——May 9 to May 14°) 















Cash in on Gardiner Acid-Core Solder’s out- 
standing reputation for dependability and econo- 
my. Its high tensile strength and consistent 
savings in time and material win and hold farm- 
ers, mechanics, householders, garages and other 
{, 5 and 20-pound spool buyers. The famous 
Gardiner Repair-All Household Package . 

priced to meet chain store competition with a 
a asi bring you the cream of the big home market. Order Gardiner 


full mark-up... 
User preference assures record sales and profits 


Solder by name from your jobber. 


2. mn J 
METAL CO. en 
4821 So. Campbell Ave., Chicago, Ill. 


lAathiiion 
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Made to order in any metal regardless of quantity. 
Copy of our new catalog available upon request 


JOHN HASSALL, INC. 
tublishedc 


400 OAKLAND Ly BROOKLYN, ie 











FIFTIETH ANNIVERSARY CATALOG 


Completely redesigned line of 
Coburn door hangers and track 
shown for the first time. Also 
shows innumerable hardware sets 
—each with complete list of parts, 
total weights and prices. 

Greatest convenience ever offered 
to hardware distributors. If you 
have not received a copy, write us 
on your business letterhead. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
50 CANAL ST. HOLYOKE, MASS. 











EXTRA SALES FEATURES-— 
the extra features of the Hamil- 
ton Beach food mixer give you 
extra selling points easier 
sales. 

NATIONALLY ADVERTISED 
in the Rotogravure Section of 
Sunday newspapers. 

FREE DEALER HELPS— 
Complete—attractive. Furnished 
free on request. 


Order Hamilton Beach food mixers 
from your Wholesaler. Write us for 
free dealer helps. 


HAMILTON BEACH CO., Racine, Wis. 


Division of Scovill Manufacturing Co. 


HAMILTON BEACH FOOD MIXER 


>: SAND’S LEVELS 


. — TELL THE TRUTH _ 
—4 
7] 
























re f 


—7_——_ a or 
~ WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Write for Catalog 


Sanb’s LeveL & TOOL COMPANY « . 


8631 Gratiot Ave. DETROIT, MICH. @ 



























Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.... $4.00 
Each additional word....... ? .06 


Positions Wanted 
(Special Rate) set solid, maximum, 
i MEN. Scandedes 004400466 meee -50 
Each additional werd .............. 01 
Allow Seven W ords for Keyed Address or Your Address 


BOXED DISPLAY RATES 
iG GE oe cn tecucedessideaceres $5.00 
Each additional inch ......... 4.00 





Use this tection to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers Salesmen, Retailers and Retail Salesmen 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
—_o— 


HARDWARE AGE is published every 
other Thursday. Classified forms close 





15 days previous to date of publication. 





NOTE 
Samples of Literature, Mer- 
chandise, Catalogs. etc., will 
not be forwarded. 

—_e— 

Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St.. New York City 

















Hardware Personnel 
Our files contain applications of several tates 
experienced and well trained employees in 
hardware industries. 

NO CHARGE TO EMPLOYERS FOR THIS 

SERVICE 


If we can be of any help te you, just phene 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New Yerk City 
WIS. 7-1802, 1803 











PURCHASING AGENT HAVING MAIL 
ORDER, hardware jobber, group and syndicate 
organization experience, desires position with re- 
liable firm. Address Box C-952 care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





POSITION WANTED BY LONG EXPERI- 
ENCED hardware man. Builders’ and general 
hardware. Good _ references. .E. preferred. 
Address Box D-7, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 

YOUNG MAN, 26 YEARS OF AGE, with 8 
years’ practical experience in wholesale and retail 
hardware, seeks position. Can furnish references. 
Address Box C-997, care of Harpwarr Acre, 239 
W. 39th St., N. Y. City. 








A HARDWARE MAN DESIRES TO connect 
with a hardware jobber as manager, director of 
sales or buying. Have had years of experience, 
and can produce results. Finest references as to 
ability, character, etc. Address Box C-964, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





YOUNG MAN, 20, GERMAN- JEWISH, 3 
years’ experience, wishes job in wholesale or 
retail hardware or paint supply house. New 
York City preferred. Have been in this country 
9 months. Will take anything to start. Address 
Box C-995, care of Harpware AGe, 239 W. 39th 
S.. NW. ¥.. Soop. 

THOROUGHLY EXP ERIE NCED HARD- 
WARE MAN, 32, married, good education and 
appearance. Ten years selling to the hardware 
and paint trade in Metropolitan New York—pre- 
viously assistant hardware buyer for leading New 
York department store. Address Box D-14, care 
of Harpware Ace, 239 W. 39th St., N. _ ¥. City. 


HARDWARE MAN—35 YEARS OF “AGE, 
seeks connection with large retailer. Thorough 
knowledge builders’ hardware, factory, mill and 
industrial supplies, paints, small tools, electrical 
and plumbing supplies Can assume complete 
charge any or all departments, purchase and sales. 
Willing locate within 100 miles of New York 
City. Address Box C-996, care of Harpware AGF. 
239 W. 39th St.. N. Y. City 


SALESMAN, 37, CHRISTI AN, DE -SIRES TO 
REPRESENT manufacturer of hardware or me- 


chanical device interested in developing eastern 
market. Broad experience contacting chief execu- 
tives of large industrial organizations, has ap- 


pointed, educated and developed hardware and 
electrical distributors, sold large industrials, 
architects, department and chain stores. Will 
travel. Address Box C-986, care of HarpWaARE 
Acer, 239 W. 39th St.. N. Y. City 
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CONNECTING 
WITH a manufacturer desiring a thoroughly ex- 
perienced hardware man, capable of managing 
office, directing and promoting sales, also selling. 
Exceptionally well known in N. Y. territory. 


AM _ INTERESTED IN 


Highest type of references furnished. Address 
Box C-963. care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 


BUYER AVAILABLE—NINETEEN YEARS’ 
EXPERIENCE as buyer wholesale hardware. 
Familiar with all lines and branches. Good rea- 
son for change. Small jobber preferred. Corre- 
spondence invited. Best of references. Will go 
anywhere. Know the jobbing business. Address 
Box C-982, care of Harnware Ace, 239 W. 39th 
St., B. ¥.. City. 





YOUNG MAN, 25, PERSONABLE, ALERT, 
ambitious. At present employed. Three years’ 
experience in wholesale mill and marine supplies. 
Competent at telephone sales desk. Seeks to con- 
tact progressive organization which will train him 
for future position as outside salesman. Address 
Box D-12, care of Harpware Acre, 239 W. 39th 
Sti, M.. FT. Coy. 


YOUNG LADY WANTS POSITION AS 
Burroughs billing machine operator with retail or 
wholesale hardware concern in Metropolitan area. 
General office knowledge—shorthand and typing, 
dictaphone or ediphone, and switchboard. Em- 
ployed at present but desires permanent position 
with reliable concern. Address Box C-1000, care 

.. 





of Harpware AGr. 239 W. 39th St., N. Y. 
BUILDERS’ HARDWARE MAN WITH 
FACTORY and distributor experience, capable 


on architects’ plans and specifications, template 
work and details on all types of construction. 
Familiar with the leading makes of finishing hard- 
ware and special goods desires position in or near 
Metropolitan New York. Address Box D-4, care 
of Harpware Ace, 239 W. 39th St.. N. Y. City. 


HARDWARE MAN WITH EXECUTIVE 
ABILITY desires position with hardware jobber 
or larger retailer, as buyer, merchandise man or 
manager. 15 years’ actual wholesale and retail 
experience in hardware, paints, sporting goods, 
housewares, etc.; 6 years with department store. 
Age 36, married, excellent references. Address 
Box D-2, care of Harpware Acre, 239 W. 39th 
St.. 3. Gia. 





SEASONED SALESMAN WHO IS WELL 
acquainted and has successfully sold drop forged 
tools and washing machines to the wholesale and 
retail trade in the states west of the Mississippi 
River would like connection with headquarters in 
Kansas City. At present selling washing ma- 
chines in West Virginia, Ohio and Western Penn- 
sylvania. Address Box C-999, care of HarDWARE 
Acre, 239 W. 39th St, N. Y. City. 

HARDWARE MAN WITH FIFTEEN 
YEARS’ experience desires position with respon- 
sible retail hardware firm. Can arrange, sell, and 
have done some managing. Also do locksmith 
work and am interested in builders’ hardware. 
Ohio, Michigan or Indiana preferred. Can furnish 
good references as to honesty and experience. Will 
he at liberty May first. Address Box C-998, care 
of Harpware Acer, 239 W. 39th St.. N. Y. City 








SALESMAN, 36 YEARS OF AGE, calling 
on hardware jobbers and large hardware dealers. 
wants two to three lines consisting of builders’ 
hardware specialties, plumbing supplies and fit- 
tings, pliers and nippers, cutlery lines. Have 
covered Iowa, Nebraska, Arkansas, Oklahoma, 
Texas, Louisiana, Mississippi, Tennessee, for & 
years. Well established. Best of reference. Ad 
dress Box C-994, care of Harpware Ace, 239 W. 
Beh Se... N.Y. City: 





FORMER MANAGER HARDWARE DE. 
PARTMENT IN large retail store of leading 
chain organization, age 35, experienced in all 
phases modern merchandising and sales promotion 
methods, capable organizer trained in inventory 
control, buying, store arrangement, advertising 
and display, seeks connection with progressively- 
minded independent dealer interested in meeting 
modern chain store competition. Address Box 
D-5, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 

HARDWARE MAN WITH 15 YEARS’ EX.- 
PERIENCE in two successful retail hardware 
stores in the Metropolitan New York area seeks 
new connection with opportunity to make progress 
Has had experience in buying, selling, window dis 
play work and management in hardware, house 
wares, plumbing supplies, electrical appliances. 
paints, etc., and has done outside selling. Avail- 
able immediately and can furnish satisfactory ref- 
erences as to character, experience, and ability 
Address Box C-969, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


WANTED —SALESMEN SELL MANILA 
ROPE sideline direct shipment Philippines to 
wholesalers also salesmen covering hardware gen- 
eral stores. 5 years’ experience calling present 
trade. 5% commission. Write fully references. 
Address Box D-8, care of Harpware AGE, 239 
W. 39th St., N. Y¥. City. 























WANTED — EXPERIENCED SALESMEN, 
EAST OF the Mississippi, preferably over forty, 
to become manufacturers’ agent, and represent 
Nation*! Factors to the hardware, automotive 
and paint jobbing trade. Commission basis with 
full credit on established business. Address Box 
D-3, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


SALESMEN WANTED WHO HAVE HAD 
experience selling Deep and Shallow Well Pumps 
to hardware and plumbing jobbers. Our line is 
complete, modern and attractively priced. Sev 
eral good territories still open. Detail experi 
ence, territory, lines handled, etc., first letter 
Address—Dorr Pump & Mfg. Co., Whitewater. 
Wisconsin 

SALESMEN CALLING ON HARDWARE 
TRADE to sel! complete line of Asbestos Wick 
Products for oil stoves and ranges. Commission 
generous. Exclusive territory. Territories still 
open—States of Washington, Oregon, California, 
Nebraska, Kansas, Missouri, Arkansas, Louis- 
iana, Tennessee. Kentucky, Ohio and New Enx- 
land States. Address Box 1660, Paterson, N. J. 
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A WONDERFUL OPPORTUNITY FOR 
SALES agents and dealers, following the hard- 
ware, electrical and Venetian Blind trade, etc., 
to market oyr Anchor Super Fibre Expansion 
Plugs, Fluted Drills and Tool Holders. Mechanics’ 
choice for secure anchorage. Attractive proposi- 
tion. Write for Samples and Information to 
Anchor Sales Corporation, 148 Chambers St., 
N. Y. City. 





SALESMAN WANTED—FOR LOWER NEW 
JERSEY territory (Trenton-Camden-Philadel- 
phia). Must have well established following. Pref- 
erably a man living in the area. An opportunity 
to earn an excellent living selling a broad line 
of hardware, housefurnishings, electrical supplies, 
and paints for an old established house. (Com- 
mission only.) Address—William Goldenblum & 
Co., Inc., 76 Ninth Avenue, N. Y. City. 





SALESMAN WANTED—FOR EASTERN 
PENNSYLVANIA territory. Must have well 
established following. Preferably a man living 
in the area. An opportunity to earn an excellent 
living selling a broad line of hardware, house- 
furnishings, electrical supplies, and paints for an 
old established house. Commission only. Ad 
dress—William Goldenblum & Co., Inc., 76 Ninth 
Avenue, N. Y. City. 





TEXAS— ALABAMA—ARKANSAS~— LOUI- 
SIANA — MISSISSIPPI — open for high-grade 
manufacturer’s agent covering the territory him- 
self. Presenting high-quality line of forged tools 
to wholesale and mill supply houses. Old Philadel- 
phia manufacturer producing tools guaranteed two 
for one, at the lowest prices real tools are sold 
for in America. Address Box D-1, care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 





A VALUABLE COMMISSION CONTRACT 
Is available to salesmen who can sell equipment 
to retailers, for territories primarily eastern. 
Steady and substantial income. Only financially 
responsible men between 35 and 50. with past 
record that can be proven, will be considered. No 
investment necessary. Reply in full detail. Ad- 
dress Box C-993. care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





SALESMEN WANTED—HIGH GRADE ME. 
CHANICS’ tools, old established firm. One ter- 
ritory— Western New York and Pennsylvania; 
Second—New England: Third—Chicago and IIli- 
nois. Small weekly advances to experienced men. 
May sell one or two allied lines and must be 
familiar with mechanics’ tools. no other need 
apply. Give particulars. Address Box C-960, 
care of Harnware Ac®, 239 W. 39th St.. N. Y. 
ty. 





ESTABLISHED MANUFACTURER OF 
BUILDERS’ HARDWARE specialties, night 
latches and padlocks desires salesmen to contact 
wholesale and retail hardware and lumber trades 
in Western Pennsylvania—New York State ex- 
cept New York City and Buffalo; States of Vir- 
ginia and West Virginia; State of Illinois ex- 
cept Chicago and East St. Louis; and certain 
western States. Commission basis. Please state 
experience, references, etc. Address Box D-9, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


CUBA. MANUFACTURERS’ REPRESEN- 
TATIVE COVERING CUBA periodically and 
well connected with the hardware trade can now 
give an additional line a very satisfactory repre- 
sentation throughout this territory. Sales to best 
accounts only. Straight commission basis. Refer- 
ences and full details upon request. Address 
Box C-992. care of Harpware AGE, 239 W. 
39th St., N. Y. City. 




















AN ACTIVE SALES ORGANIZATION LO- 
CATED in New York City with a following and 
direct representation in every state in the Union 
of light hardware, electrical supplies, venetian 
blind and industrial trades, is open for tangible 
and meritorious items, either on commission basis 
or will finance its own sales. Address Box D-11. 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 

SALES ACCOUNTS WANTED BY RE- 
LIABLE sales organization for sale to depart- 
ment stores, hardware, housewares, mail order 
and premium buyers in Chicago, and Middle West. 
Commission basis. Office, display, stock and 
delivery facilities available. Well established 
trade, excellent references. Address Box No. 
7646-A, care of Harpware Ace, 802 Otis Bldg.. 
Chicago, Illinois. 








MANUFACTURER’S REPRESENTATIVE 
DESIRES ADDITIONAL LINES for the Twin 
Cities and Minnesota. Have established street 
frontage office and warehouse, also truck and ser- 
vice department in Minneapolis. Twenty years’ 
experience contacting hardware jobbers, retailers 
and plumbing trade. Can produce volume sales. 
Excellent references and financial rating. In- 
terested in exclusive factory lines on commission 
basis. Unusual opportunity to secure high-class 
representation. Address Box D-13, care of Harp- 
ware AGE, 239 W. 39th St., N. Y. City. 









SUCCESSFUL FACTORY REPRESENTA 
TIVE DESIRES ADDITIONAL LINES; CON 
TACTS JOBBERS IN NEW ENGLAND, 
METROPOLITAN NEW YORK, NEW JER- 
SEY, EASTERN PENNSYLVANIA, BALTI 
MORE AND WASHINGTON, D. CC. AD 
SS BOX D-6, CARE OF HARDWARE 
AGE, 239 W. 39TH ST., N. Y¥. CITY 

















FOR SALE—A GOOD ESTABLISHED hard 
ware business in one of the finest farming sections 
in the Shenandoah Valley of Virginia, located at 
Stuarts Draft, Va.—Address—Bolick Hardware 
Co., Stuarts Draft, Va. 

MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J 
Epstein, 815 Central St., Kansas City, Mo. 


FIXTURES: 3—8 FOOT WARREN BEST 
GRADE oak wall cases, one gun and tool, one 
nail bin and small drawer, one sectional doo 
$395. 4 Warren oak floor display tables glass 
partitions. $100. F.O.B. Elk Falls, Kansas. We 
buy hardware and furniture stocks. Address 
Stewart & White, Box 815, Enid, Oklahoma. 

FOR SALE—GOING, ACTIVE HARDWARE 
business. Established and in same location more 
than fifty years. Up-to-date stock. Excellent 
business in heating, air conditioning, refrigeration, 
radios, and washing machines. Represent leading 
lines. Inquire of Rogers & Ashe, Inc., Little 
Falls. N. Y. 














HARDWARE HOUSEFURNISHING AND 
PAINT STORE for sale. Established 15 years 
in New Rochelle, N. Y., doing good business; 
good location. Modern up-to-date store and fix- 
tures; clean stock. Inventory $9,500. Very good 
reason for selling. Address Box D-10, care of 
Harpware Ace, 239 W. 39th St., N. Y. C 


iE, 2. City. 





FOR SALE: ONE OF THE most outstanding 


hardwares in Northern Indiana, a complete stock 
of Builders’ Hardware, Appliances and Paint 
Exclusive Agents for all major lines. About 
$35,000 stock. Sales $65,000 in 1936 and $125,000 
in 1937, should be $200,000 this year. Reason 
for selling—one of the owners leaving City, and 
has other business. One of the best locations in 
city of over 100,000 in Northern Indiana, a store 
with over 10,000 ft. of floor space on first floor, 
and 80 ft. of plate glass front. If you have the 
money the owners will make this so attractive you 
cannot afford to turn it down. Address Box 
C-983, care of Harpware Acr, 239 W. 39th St., 
N. Y. City. 








A «Classified Advertisement” In Hardware Age 
Will Be Read By the “Class” You Want to Reach— 


For securing desirable Sales Representatives, Sales Accounts, or for Busi- 
ness Opportunities of any kind use the Classified Opportunities Section 
of Hardware Age, which covers the Hardware Trade thoronghly. 
Hardware Age will tell your story to the right “CLASS” — reach the 
greatest number of Hardware readers of any hardware paper and is noted 
for securing quick, tangible RESULTS for its advertisers. 


Send your copy with remittance to— 





MAY 5. 1938 


HARDWARE AGE 


CLASSIFIED OPPORTUNITIES DEPT. 


239 West 39th St., (4 Chilton Publication) New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 
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| know we can get better jobs and 
make more money by concentrating 


" KUEHNG GUTTER. 


Who couldn’t, with a 
beautiful SQUARE gutter—stronger 
and better than any ever made 
before —AT THE PRICE 
OF ORDINARY HALF-ROUND 


Exclusive 

Construction 

Features 

- Hemmed here for 

strength, easy handling. 

. Decorative Flute adds strength. 

. Perfectly Formed Corner. 

. Fluting on Outer Side reinforces and 
beautifies. 

. Precision Manufacture makes trough 
straight and true, 

. Outer Bead has stiffening tongue. 

. Decorative and Reinforcing Flute on bottom. 


Complete Line of KUEHNS GUTTER Accessories 


MAY 5, 1938 


Shops everywhere 
are “cashing in” on 


KUEHNS GUTTER 
by MirtcoR, 


The hanging type of eaves trough came into 
its own with the development of the modern, 
attractive Kuehn’s Gutter (patent applied for). 


Kuehn’s Gutter, with seven exclusive con- 
struction features, beats ‘ordinary half-round 
in every way—and it costs you no more. It 
makes a better job and a better-looking job that you are proud of — 
that makes your customer glad to recommend you. It gives you some- 
thing to sell besides price. 
Precision manufacture makes Kuehn’s Gutter straight and true, making 
a quick, easy job of hanging. Labor cost for installation is no more 
than for ordinary half-round, 
Decorative fluting reinforces and strengthens Kuehn’s Gutter. It permits 
greater expansion and contraction, making stronger, ice-resisting joints. 
Kuehn’s Gutter will not lose its shape in shipping and handling. 


Use Kuehn’s Gutter to keep ahead of competition and stay on the 
profit side of the ledger . . . Write today for colorful descriptive 
literature and free sample. 


TLCOR., STEEL COMPANY 


EE, WISCONSIN CANTON, OHIO 


Kansas City, Mo La Crosse, Wis 


G-1B 











Make a profit, 
and hold it! 


A Rolls Razor stays sold. Its single 
blade gives shaving satisfactionmonth 
after month, year after year. How? 
The blade is hollow-ground, hand- 
forged Sheffield steel with a semi- 
automatic strop and hone to restore 
its keenness before every shave. Retail 
prices begin at $10—and that means 
a profit in dollars. 

Asalesman will be glad to call. Write 

Dept. HA6, ROLLS RAZOR, Inc., 

305 East 45th Street, New York. 





| ROLLS RAZOR 








» BRUSH-NU COMPANY | 


‘ BALTIMORE MARYLAND 











BOMMER 


Screen Door Hinges 


are the best of each type obtainable by the 
merchant to insure a satisfied customer. 





Type 2100 Type 980 Type 900 Type 960 
BOMMER SPRING HINGE CO., Brooklyn, N. Y. 











Chicago Sales Office: No. 180 N. Wacker Dri 

















To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 24 inch diameter and larger. 


Columbi Rope C Pp 





Y; Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 
Moulded RUBBER GOODS & Specialhi. 











RUBBER HEAD NAILS @ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


IThe ELASTIC TIP Co 


570 ATLANTIC AVE: BOSTON:MASS: 
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Genuin° NOMES & SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET -10c SET-10c SET SAVE FURNITURE 


. & FLOORS-CREATE QUIET 
ED Name ‘‘Domes of Silence'' 
ot ils 9 of Siskes Ena 
VAN 


Rubber Cushion Glides 
For Tile, Marble, Cement and 
Noiseless, Sizes for metal bed 
chairs and all furniture 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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IT’S GOOD 
BUSINESS 














TO SELL GOOD 


BRUSHES 














“Tl 


HARDWARE AGE 


























Display 
Merchoendiser 


PUTTY KNIVES THAT SELL THEMSELVES 


Red Devil Putty Knives and Wall Scrapers 
range from finest cocobola handle goods 
to popular types—all unequalled for qual- 
ity and price in their respective grades. 
You get them in handsome, new style Red 
Devil Service Displays that put pep into 
sales volume and profits. 





The KITCHEN DEVIL 10-STRIKE 


They make the dimes roll in! A real money 
maker! Cleaners of four styles in Display 
Containers of 2 dozen—one style, or as- 
sorted—"MOP," "BALL," “HANDLE” and 
"“GOLD"—the last in cellophane enve- 
lope. Put display on counter. Let cus- 
tomers pick out style preferred. Watch 
them sell! 


I 
i 
l 


| 


4+ 4 FOR wo.s A K NO 
LIGHT WORK HEAVY DUTY) REVERSIBLE BOX OR GENERAL 
PISTOL GRIP 


LANDON P. SMITH. INC. IRVINGTO . J, U.S.A. 


ALL SEASONS ARE “OPEN” SEASON 


Shaped and balanced right. Fitted with 
two keen edged separate blades to save 
sharpenings. Built with a "bite" that 
starts something and finishes it smoothly 
and quickly. Popular for quality and 
pleasing in price. Easel Display draws 
the eye with light reflecting top. Sales 
of extra blades also profitable. 





No. 9 
BIG SELLER SANDPAPER HOLDER 
The real thing in a hand sander—and does 
it sell! Paper locks fast with simple trigger 
clamp. Takes Red Devil Handy Pack Sand 
and Emery Paper, or quartered standard 
sheets. Only 25c. 














PAYS TO SELL THE BEST—-HERE THEY ARE 


Original Grady Patent—best wedges ob- 
tainable. Made of steel—can't chip or 
break. They barb into axe, hammer, gar- 
den tool or other handles and "Hold Like 
a Fish Hook"—no loosening. Very profit- 


able seller. 





; 
; 

J 
> 
Se 


Nod Dayid 
— GLASS CUTTER 





ALWAYS SELLING—ALWAYS PAYING 


Old way—glass cutters on shelves—no- 
body sees or remembers them. This way— 
finest Red Devil cutters—best for expe- 
rienced users and amateurs alike—shown 
on unique Easel Display that tells every- 
body it's time to buy one. Red Devils 
have sure cutting, precision-machine-made 
alloy steel wheels that CUT. "It's ALL in 
the Wheel." 





No. 20 

THEY "UP" USUAL PROFIT 
This 5c item is like “found” 
money—unusual profit on goods 
once given away with glass. Point 
Driver in each package saves 
bunged fingers and broken glass. 


Point Driver in Eoch 5¢ Pockoge 


7 Sizes 


LANDON P. SMITH, INC., Irvington 


_N. J, U.S. A. 


UT 





MAY 5, 1938 
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Order Screw Drivers in 


“YANKEE 


MERCHANDISERS 


Increase Your Sales and Profits 


Nationally Advertised 


Famous No. 90. . No. 95 
““Yankee”’ Screw Drivers 
Now packaged FOUR of asize. 
Each package a ‘‘Yankee”’ 
Merchandiser, ready to set up 
as a display selling unit on 
counter or in window. 


, 


**Yankee’’ Merchandisers — 
supplied by your jobber at no 
extra cost, are standard pack- 
ingin following bladelengths: 
Ne. 90 1%" 27 3” 4 5” 6” 
No. 95 212” 314” 44” 514” 614” 


They Stand Up 

Under Use and Abuse 
**Yankee’’ Screw Drivers are 
known the world over for their 
superior quality and depend- 
ability. Every blade individu- 
ally tested. Will not twist 
or break on the edge. Cannot 
loosen in the handle. 
No. 90—Standard: 15 Sizes, 
1%” to 30”. No. 95—Cabinet 
Blade: 11 Sizes, 2%” to 151%”. 
Regular half-dozen packing 
will be continued. 
North Bros. Mfg. Co., Philadelphia 


Not An Assortment 
Not sold to chain stores or mail order houses 
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